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Navarre Proposals 
For Strengthening 
State Regulation 


Michigan Commissioner, Head of 
NAIC, Addresses Bar Association 
Aboard ‘Queen Elizabeth” 


“BACKS FURTHER UNIFORMITY 


Development of Uniform Laws, 
Patterned After Best, Will Pro- 
vide Better Protection for Public. 
Numerous suggestions for improving 

state regulation of insurance and remov- 
ing threats of Federal jurisdiction were 
offered by Insurance Commissioner Jos- 
eph A. Navarre of Michigan, president 
of the National Association of Insurance 
Commissioners, in an address before the 
American Bar Association July 12 aboard 
the “Queen Elizabeth.” The liner was 
enroute to England where the final ses- 
sions of the ABA meeting are being held 
in London. He stressed greater uniform- 
ity of state laws governing insurance in- 
sofar as such is practical. 

One area which needs some improve- 
ment, and perhaps the most important 
area, Navarre, is the basic 
law itself. this law which forms 
the base which regulation and 
supervision are predicated. The laws 
of several states relating to insurance 
have recently been recodified and others 
are currently in the process. 

The facility afforded by the Unauthor- 
ized Insurers Service of Process Acts 
should be extended to all states, he 
continued. Necessary legal media should 
be provided at the state level in order 
that the public policy of the state whos« 
citizens are directly affected can be en- 
forced in the courts of other states. 


Comm. 
It 


upon 


said 
is 


Uniformity of Law and Regulation 


“An analysis should be made by regu- 
latory authorities and the insurance busi- 
ness of laws affecting multi- state opera- 
tions of the business,” Mr. Navarre 
stated. “In many facets of regulation 
uniformity of law and regulation would 
be in the public interest. 

“A review and analysis of administra- 
tive procedures by regulatory agencies 
should be made to improve and perfect 
the system of regulation. The activities 
of the NAIC should be extended to in- 
clude law and procedure clinics in select- 
ed fields of regulation. The Insurance 
Section of the American Bar Associa- 
tion, assuming its proper role of leader- 
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EXTRA INCOME FOR YOU 
EXTRA EXPENSE INSURANCE 


Banks, newspapers, dairies, 
laundries, dry cleaners and other 
firms can ill afford to turn away 
customers, even in an_ emer- 
gency. Temporary stoppage in 
service may mean permanent 
loss of customers. 


operations. Rental of temporary 
quarters and equipment, extra 
utilities, additional advertising, 
increased or overtime labor are 
just some of the major items 
that could be involved. 


Extra expense insurance may 
be a necessity for some of your 
clients. Use it also as a “door 
opener” to reach new clients. 
Ask your L & L field man to 
help you capitalize on this ex- 
cellent premium builder. 


Extra expense insurance may 
be the answer to complete pro- 
tection. In the event of loss, it 
pays the difference between nor- 
mal operating costs and the 
considerably higher charges 
usually incurred in emergency 


Lonpon a LANCASHIRE GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. 
SAFEGUARD INSURANCE COMPANY 
STANDARD MARINE INSURANCE COMPANY, LTD. (Fire Department) 


20 Trinity Street, Hartford, Connecticut 
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Special plans and extra-special 
service mean fewer lost sales and 
increased income for you when 
you have United States Life to 
depend on. We may have the plan 
your client needs . . . as Broker- 
age Specialists we’ve grown 
through service into the Billion- 
in-force group. We welcome your 
surplus business and seek your in- 
quiry! We have General Agency 
openings. 
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BROKERAGE SPECIALISTS 
“Your best friend—in any case” 


THE 


Agency Department 

United States Life Ins. Co. 

84 William St., N. Y. C. 

Let’s move ahead together. Send me 
information about the Company and 
factson [Life [ A&H [ Group. 
(J Iam interested in a General Agency. 
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Highway Problems To 
Feature Opening Of 
Conn. General H. O. 


Three-Day Symposium of Their 
Challenge to Metropolitan 
Regions Scheduled 


MANY EXPERTS ON PROGRAM 


To Review City, Urban, Suburban 
Development Aspects of 
New Traffic Roads 


home 
; 


Connecticut Geter: al’s s new 
building located in a 
ford, the 
head offices of life 


oftice 
Hart 
of 


suburb o 


one of most modern new 
insurance companies 
$10,000,000, 
The 


about five miles 


and costing more than will 


be dedicated on September 11. sub 
urb is Bloomfield, Conn., 
One ot 
will be 


Con 


from Hartford’s railroad station 
the the 
Governor Abraham 


dedication 
A. Ribicoff 


speakers at 
of 
necticut. 

The dedication will follow a three-day 
Connecticut 
the 
industry, 


symposium sponsored by 


General and to which many of na- 
tion’s leading figures in city 


Government and other 
field the 


accepted invitations to par 


planning, public 


spheres, editorial and profes- 


sions have 

ticipate. 
Why Symposium Was Organized 
The the 

which starts on September 9, is prompted 


organization of symposium, 
by the possibilities of capitalizing on the 
construction 

jointiy by 


urban highway 
being undertaken 
Federal, state and local governments 

“The highway program will make 
major and lasting imprint on the face of 
urban America,” says Frazar B. Wilde, 
Connecticut General Life president. “It 
is our belief that everything possible 
should be done now to assure that this 
program is directed toward the ultimate 
goal of achieving better metropolitan 
areas.” 

The interest of Connecticut General 
grew out of its decision to relocate its 
headquarters by moving from Hartford 
to Bloomfield—where it has erected an 
ultra-modern building constructed on a 
large acreage and on a main highway 

“This decision to move away from the 
large city to a suburban area has made 
the company more than ever aware of 
the magnitude of the growing urban 
crisis and the difficulties standing in th« 
way of solutions,” said Mr. Wilde 


great new 
program 


a 
f 
i 


Panels To Explore Symposium’s Theme 
“The New 
Metropoli 
Eft 

Na 


the symposium is 
Challenge to the 
tan Region—How Can We Increase 
ciency of Our Cities Through the 
tional Highway Program?” 

The Symposium begins with a dinner 
at Statler Hotel on September 9 with a 
talk of welcome by President Wilde. The 
other speakers at the dinner will be 


Title of 
Highways; 
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Her monthly expenses would be . . . house, food, clothing $450 
Income from life insurance and Social Security would be.. 250 


Where will the extra $200 come from? 
As a family man, you may recognize this 
stark problem as your own. Now—with 
the youngsters dependent on you—your 
H responsibilities are at their peak. Yet the 
# income you have available to pay for life 
© insurance is limited. 


For these difficult years, John Hancock 








bis 


if Jane 


had to support 
our family 


offers low-cost protection. For example, 
suppose you are age 30, your youngest 
child is 7. If you're not here, your family 
will receive $10,000—then $200 a month 
until the children are capable of self- 
support. The cost for this family income 
plan would run about $5 a week. Your 
John Hancock representative can show 
how this plan would work for you. Mail 
coupon for more facts about how he can 
serve you. 


thn. 











John Hancock, Dept. 

200 Berkeley St., Boston 17, Mass. 

Please mail me, without obligation, your new book- 
let, “What You Should Know Before You Buy Life 
Insurance.” To protect my family, I can set aside 
—-$2 a week; $5 a week; —_$10 a week; 
——whatever is necessary. 


Neme Age 








Address 








MUTUALZLIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 








A John Hancock advertisement in LIFE, LOOK, READER’S DIGEST, U.S. NEWS 
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areer Of Equitable Society’s N 


ew President 


James Franklin Oates, Jr., Graduate Of Princeton And Of Northwestern 


University’s Law School And Chicago Bar Association’s Former President, 


Won Outstanding Stature In Business World Of Chicago 


Measured by the influence 
zation behind him 


By CLarENcE AxMAN 


and helpfulness which he and the organi- 
can exert in all aspects of human life the most 


important post for an individual to occupy in the world of business is to 
be president of a life insurance company. 

That official represents the economic institution standing closest to, 
and having the most direct impact on the lives of the people—their finan- 


cial security, 


protection of dependents, 


maintenance of standards of 


living, perpetuation of family and business ties and freedom of thought. 


By becoming owners of insurance 


policies in this country 


more than 


106 million people have demonstrated their faith in legal reserve life 


insurance and evinced their 
efficiently and soundly operated. 


When the time arrives, therefore, in 
an insurance company that a new presi- 
dent be elected, the responsibility for 
making that choice a wise one rests with 
the board of directors. Each director 
has scored success in his own field or 
he would not have been elected to the 
board. Many are notable personalities 
who have won distinction in the field of 
social welfare and education as well as 
in business, banking, law or insurance. 


Growing Responsibilities of Chief 
Executives 


3ut for numerous reasons such a selec- 
tion in life insurance is becoming in- 
creasingly difficult. The reasons: re- 
sponsibilities required of the post are 
mushrooming. 

As American business expands the life 
companies keep pace with its needs as 
the latter are developed. Thus, insur- 
ance in force and the financial resources 
of the insurance companies are reaching 
great new heights. Mounting assets must 
be invested sagely in a large segment 
of the nation’s economy (never more 
prosperous), as they aid the economy 
in advancing to new high statures. Divi- 
sions of the insurance company needed 
to take care of added responsibilities 
steadily grew in number. To operate 
such divisions a flow of new executives 
must be constantly developed. Thus, an 
important function of the chief execu- 
tive is to make sure that such appointees 
are competent to handle their jobs. 
Furthermore, it is essential that the top 
executive be a splendid judge of men as 
well as having the fortunate faculty of 
seeing that they operate in happy team- 
work. That he have the ability to make 
decisions, sometimes quick ones, under 
a wide variety of circumstances is para- 
mount. 

Boiled down this means that the chief 
executive of a life company be an ac- 
complished, well rounded, broad minded 
person who recognizes executive talent 
when he encounters it, be an acute stu- 
dent of human nature and also can bring 
to his new post a background of proven, 
successful experience. 


Selection of Mr. Oates as President 


That was the situation which con- 
fronted the Equitable Society’s directors 
when earlier this year Ray D. Murphy, 
then chairman and president of the So- 
ciety, informed the directors that he 
would like to retire from the company 
in about a year. On Equitable’s board 
are some notable personalities. 


confidence that 


it will continue to be 


The board decided that this appoint- 
ment should not be made until after an 
intensive consideration of names of out- 
standing executives in the American 
business scene having the qualifications 


required for filling the post of Equitable 
president. A 


committee of the board 


Technology; was a vice president of 
Chicago Association of Commerce and 
Industry and was vice president and a 
member of the board of Community 
Fund of Chicago. 

He is a director of Great Northern 
Railway Co., of First National Bank of 
Chicago and of Chase Manhattan Bank 


of New York which on June 30, 1957, 
had total resources of $7.524 billion 


Another board of which he is a membe 
is that of Miehle-Goss-Dexter, Inc., 
Chicago. 

Mr. Oates is the past 
board of trustees, and an active elder of 
First Presbyterian Church of Lake For 
est, Ill. He is a past president of Com- 
mercial Club of Chicago and belongs to 
the Chicago and Law clubs of that city 
and to the Onwentsia and Old Elm clubs 


pre sident of 


of Lake Forest. Other clubs in which 
he has membership are P rinceton, Links 
and Pinnacle of New York City and 





Mrs. Oates Inspects President Oates’ Office at Equitable. 


was designated to make this inquiry and 
then to offer its recommendation. Final 
decision reached was not to go outside 
the organization but to recommend for 
the presidency and chief executive offi- 
cer one of The Society’s ablest directors. 
This was James Franklin Oates, Jr., 
who was chairman and chief executive 
officer of Peoples Gas Light and Coke 
Co., Chicago, in which position he scored 
an outstanding success. 

A former president of Chicago Bar 
Association he had also served two years 
as president of the Chicago Young Men’s 
Christian Association; was for a long 
time chairman of the board of trustees 
of George Williams College of Chicago 
and Williams Bay, Lake Geneva, Wis.; 
is a lite trustee of Northwestern Uni- 
versity and also is a trustee of Museum 
of Science and Industry and honorary 
trustee of Chicago Sunday Evening 
Club; is a trustee of Princeton Univer- 
sity. Furthermore, Mr. Oates has served 
as a trustee of the Institute of Gas 


University Cottage of Princeton. 
Entering the first World War Mr. 
Oates at the age of 18 was commissioned 
a second lieutenant of infantry at ma- 
chine gun training center, Camp Han- 
cock, Georgia. In World War II he was 
a legal adviser to the Chicago Ordnance 
District and later became chief of pur- 
chase policy for the Ordnance depart- 
in the office of Chief of Ordnance, War 
Department, Washington. For those 
services during the war Mr. Oates re- 
ceived two citations, one of them the 
meritorious civilian service award. 


Started Quickly to Meet Equitable Field 


Almost immediately after coming to 
New York City the new president of 
the Equitable Society started meeting 
the field. In quick succession he attend- 
ed meetings of the company’s field men 
gathered in Atlantic City, New Orleans, 
Chicago and the Pacific Coast. 
Impression of Equitable field: a husky 
built, dynamic, eloquent, blunt speaking, 


companionable oh reg who is 
siderate but positive he knovy 


con 


vs where he 


wants to go and communicates the feel 
ing that he will get there 
he organization of which Mr. Oates 


became head has more than 
policyholders or Group Life 
owners. Its admitted 
1956 were $8.472 billion 


10,000,000 
certincate 
end of 
and its insurance 


assets at 


in force was $27,385,000,000. Outstand 
ing investments of Equitable at end of 
1956 exceeded $8 billion During 1956 


it paid to policyholders and beneficiaries 
$664,863,000 


The Equitable is a company which 
has done considerable pioneering. It 
wrote the first Group life policies in the 
modern designation of Group, starting 
in 1911. It was first to adopt an assured 
home ownership plan by which life in 
surance could provide for the cancella 
tion of the mortgage in event of the 
death of the breadwinner. Not only is 
the home turned over to the family free 
and clear of encumbrance but an amount 
which can equal every dollar paid in 


mortgage is re 
June 1 the Society 
mortgages in force 


amortization of the 
turned in cash. On 
had 160,000 of these 


in every state in the union for an invest 
ment of $1.257 billion. The Society was 
a pioneering factor in writing of indi 


vidual major medical expense insurance 
In the investment field among its 
achievements was helping refurbish a 
depreciated property section of Pitts 
burgh bounded by three rivers which 
development it calls The Golden Tri- 
angle. This gave a great shot in the 
arm to Pittsburgh’s business, banking 
and skyscraper section 


Father Was a General Agent 


<4 


Born in Evanston, a city whi ex 
tends south to the Chicago border, but 
is a separate municipal entity, James F 
Oates, Jr., was son of James Franklin 
and Henrietta Jennings Oates. His 
father was a member of the firm of 
Hobart and Oates, general agents of 
Northwestern Mutual, Chicago, and one 
of the most successful general agencies 
in the United States. He was the prin- 
cipal figure in the tax case which was 
brought in Federal Court and resulted 


insurance general 


in a victory for life 
agents. 

The senior Oates was executive sec 
retary of the central department of 
YMCA in Chicago. He was a graduate 


of Northwestern University where he 


played football on its famous football 
team of 1892 which won every game 
played, including the one against Uni 
versity of Chicago the coach of which 
was the famous Alonzo Stagg who, by 
the way, is still coaching football—cur 
rently in California. Mr. Oates, senior, 
was a trustee of Northwestern Univer 
sity, going on the board in 1910 and 
continuing in that post until he was 
succeeded in 1949 by his son. 


Preparatory Education at Phillips Exeter 


James F., Jr., received his preparatory 


schooling at Phillips Exeter Academy 
from which he was graduated in 1917. 
Exeter, which was settled by colonists 
under the leadership of John Wheel- 


wright, a clergyman from Boston and a 
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former college mate of Oliver Cromwell 
at Cambridge, England, is the _ third 
oldest town in Massachusetts. The pri- 
mary object of the school’s founding was 
“to bring to Exeter as many boys as 
high character, proven per- 
evident promise, regard- 
race, religion or social or eco- 
nomic deen. Since its founding 
more than 175 years ago it has had but 


possible ot 
formance and 
: “ 


less of 


nine principals, the present incumbent 
being William Gurdon Saltonstall, a 
member of a distinguished family which 
has been hoaseiten with the academy 
since 1796. 

Exeter Mr. Oates was a member of 


groups, in- 
stu- 


student 
Fraternity, a 


clubs and 
Christian 


numerous 
cluding the 


det service group; the French and the 
Western clubs. He was president of the 
G. I. Soule debating society, one of the 
two major such groups in the school. 
They have their own libraries a sep- 
arate organizations and probably take 
their pattern from wad a poste at 
British universities. The G. I. Soule and 
the Golden Branch have their origin 
in the early 19th century as debating 


societies. Mr. was also a member 
of the track and tennis squads and had 
amateur theatricals. 


Oates 


experience in 


some 
He appeared in the title role of “Sher- 
lock Holmes.” It is interesting to note 
the quotation above Jim Oates’ picture 
in the Exeter Year Book which reads: 
“Whose words all ears took captive.” In 


the senior class poll he tied in one cate- 
most talented. The man who got 
number of votes was Harlan 
now a member of the staff 


newspaper. 


gory 
the same 
Manchester, 
of a Boston 

Classmates of Mr. Oates at Exeter in- 
cluded John Cowles, now editor and 
publisher of the Minneapolis Star and 
Tribune; Douglas Alexander of the 
Singer Sewing Machine Co.; Edgar Bul- 
lard of the Standard Oil of Indiana; 
Dana Huntington, executive vice presi- 
dent of the Dennison Co.; George Krog- 
ness, a partner in Robert Heller Asso- 
ciates of Cleveland; and Francis T. P. 
Plimpton, now president of the trustees 
at Exeter and also a trustee of Teachers 
Insurance and Annuity Association. 

Mr. Oates was graduated from P hillips 
Exeter and began his college career in 
1917 when he was enrolled at Northwest- 
ern University and soon thereafter was 
elected president of his class. Shortly 
after he entered military service and 
at the age of 18 was commissioned a 
second lieutenant of infantry at the ma- 
chine gun training center in Camp Han- 


cock, Augusta, Ga. After getting his 
commission he entered officers training 
school and received a certificate as an 


expert machine gun instructor in the fall 
of 1918, and soon got his discharge from 
the service. 


Princeton Experience 

decided not to return to 
Northwestern but to go to an Eastern 
His mother’s desire was for 
attend Harvard University be- 
many members of her family 
had been Harvard men. But his father 
thought they should first visit som: 
other large Eastern universities and then 


Young Oates 


college. 
him to 
cause so 


make the decision. Meeting his father 
in Philadelphia early in January, 1919, 
the tour got under way, the first stop 


being Princeton, nearest to P hiladelphia. 
Young Oates was particularly interested 
in Princeton because another machine 
gun instructor at Camp Hancock, one 
of his most intimate Army friends, was 
a Princeton man—James H. Douglas, 
Jr., who at the present time is secre- 
tary of the Air Force. 

One look at Princeton was enough for 
Oates and he entered that college. 
cause of his credits at Northwestern 
University and in the Army he entered 
as a member of the sophomore class 
and was graduated with an A. B. degre 
in June, 1921. 

At Princeton he 





was a member of the 


track team although he did not become 
a track star, and he played indifferent 
tennis. What particularly interested him 


was public speaking. He was a member 
of the Republican Party speakers’ panels 
when Harding and Cox were running for 
President of the United States. At one 


panel in which he participated at Tren- 
ton two speakers were United States 
Senators Frelinghuysen of New Jersey 
and Fernald of Maine. Mr. Oates still 
remembers a paragraph of Fernald’s 
talk: “I want to see the American flag 
as pure as the Alpine snow thrice sifted 
by the Northern blasts.” 

Speaking of his life at Princeton Mr. 
Oates said to the writer: “I did not do 
anything spectacular there. My marks 
were fair. I belonged to the University 
Cottage Club and built up some warm 


friendships. In brief, my days at Prince- 
ton were very enjoyable.” His room- 
mate was the late Dr. Richard Bruce 


King of Boston, a clese associate of Dr. 
Minot, discoverer of the liver cure for 
anemia and a Nobel Prize winner. 

Two other close friends in the under- 
graduate body were Theodore Speers, 
pastor of Central Presbyterian Church 
of New York, and Asa S. Bushnell who 
later won distinction in the administra- 
tion of the Olympic games and now is 
executive director of the Eastern Inter- 
collegiate Association. 

\ brother of James 
Whitney J. (Mike) Oates 
and a half years his junior in 
who entered Princeton as a freshman 
after his brother had graduated in 1921. 
Whitney Oates began teaching in 
Princeton in 1927, later became a full pro- 
fessor and chairman of the department 
of classics in 1947. He also has been 
chairman of the Princeton special pro- 
gram in the humanities and the Council 
of Humanities. In World War II he 
was a Marine Corps officer in aviation 
intelligence, serving in the Pacific. 

James F., Jr., had thoughts of enter- 
ing the ministry or the law. Returning 
home to Evanston he re-entered North- 
western University, this time in the law 
school in Chicago. He was graduated 
in February, 1924. 


President of Chicago Bar Association 


BP. Oates, Jr, is 
who is four 
age and 


Mr. Oates became a practicing lawyer 
in 1924 and won such distinction in the 





Front row: Mrs. Oates and son, Dr. James F. Oates. ae 1h. wll 
Rear: Frank G. Wright, Mrs. Oates’ father; daughter- ; y 
in-law Joan Olmsted Oates; daughter Rosalind and 
The snapshot was taken recently in Pom- 


Mr. Oates. 
pano Beach, Fla. 


Chicago legal world that he was elected 
president of the Chicago Bar Associa- 
tion for the term 1946-47. He became 
a partner in Cutting, Moore & Sidley 
in 1931 and continued with it and its 
successor firms (now Sidley, Austin, 
Burgess & Smith) until 1948 when he 
was elected chairman and chief execu- 
tive officer of The Peoples Gas Light 
and Coke Co. Among associates of Mr. 
Oates in the law firm were Adlai E. 
Stevenson who ran for President of the 
United States against General Eisen- 
hower and J. Edward Day, now vice 
president of The Prudential in charge 
of its Western home office in Los An- 
geles and former Director of Insurance, 
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State of Illinois. Shortly 
after Mr. Oates became a 
partner he was made the 
titular head of the firm’s 
trial department and par- 
ticipated actively in im- 
portant trial work. 

Among other cases in 
which he took a leading 
part was _— S. Kirk & 
Co., et al. v. Federal Trade 
Pcasdisaion wherein the 
Circuit Court of Appeals 
for the Seventh Judicial 
Circuit on April 15, 1932, 
set aside a decision of the 
Federal Trade Commission 
which had held that the 
use of the word “castile” 
in advertising soap which 
does not contain 100% olive 
oil constituted an unfair 
trade practice. Mr. Oates 
appeared before both the 
Federal Trade Commission 
and before the United 
States Court of Appeals, 
having taken part in hear- 
parts of the 
United States where evi- 
dence was secured. Both 
before and after becoming 
a partner, he tried numer- 
ous jury and court cases, 
among others personz al injury and prop- 
erty damage cases for Illinois Bell Tele- 
phone Co., Western Electric Co., Inc., 
and Railway Express Agency, Inc. 

One of Mr. Oates’ earlier victories in 
the Federal courts was of considerable 
interest in insurance circles since it 
resulted in upholding for the first time 
in Illinois the so-called sound health 
clause in life insurance. 

Upon the enactment of Section 77B of 
the Federal Bankruptcy Act on June 7, 
1934, Mr. Oates devoted a large amount 
of time throughout the next seven years 
to matters arising under its provisions. 
He filed the first proceedings under this 
Act in the United States District Court 
for the Northern District of Illinois, 
Eastern Division, on the same day on 
which the President approved the Act, 
these being the 636 Church Street Build- 
ing Corporation case, the Library Plaza 
Hotel Co. case, and the Grove Street 
3uilding Corporation case. 

A companion case, in the Matter of 
620 Church Street Building Corporation, 
was decided by the Supreme Court of 
the United States on November 8, 1936, 
establishing important principles of con- 
struction of the new law. 

During this period Mr. Oates was lead- 
ing counsel in the reorganization of the 
Deep Rock Oil Corporation, which he 
argued in the Supreme Court of the 
United States. 

He was also leading counsel in the 
reorganization of the Vicksburg Bridge 
& Terminal Co., which he argued in 
the United States District Court for 
the Southern District of Mississippi, 
Vicksburg Division. 

Upon the enactment of the Public 
Utility Holding Company Act he was 
among the counsel who, as representa- 
tives of major utility holding companies, 
drafted a complaint which was filed in 
the United States District Court in 
Washington, D. C., to test the consti- 
tutionality of this Act. His participa- 
tion was on behalf of the United Light 
and Power group of utilities. He also 
participated in litigation involving the 
alleged unlawful payment of dividends 
by the Grand Rapids, Grand Haven & 
Muskegon Railway Co., which was ulti- 
mately settled. 

On his return to practice subsequent 
. the war period, he again became the 
head of the trial department of the 
firm. As such, he exhibited great ability 
in supervising and training the younger 
lawyers, who were very loyal to him. 
He engaged in important litigation dur- 
ing this time, largely in appellate mat- 
ters, and continued in this work until 
his election as chairman of The Peoples 
Gas Light and Coke Co. 

“As a trial lawyer and as an Appellate 
Court advocate he was forceful, direct, 
succinct, and convincing,” said a member 
ot the law firm. “He was especially lucid 
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With 20 big ads in Time, Newsweek, the Journals of the American 
Medical, Bar and Dental Associations, and in Banking Magazine, Acacia 
Mutual is directing its current national advertising campaign to business 


and professional men and women. 


These advertisements, which feature Acacia’s two new low cost, high 
value whole life policies—The Acacian and The Executive—provide 
information of vital importance to “selected prospects” who want and 
need substantial life insurance protection. In addition Acacia is backing 
this advertising campaign with a hard-hitting direct mail follow-up 
program. Giant postal cards, magazine reprints and premium notice 
enclosures, all especially designed to pave the way for an Acacia 


Fieldman’s call, are being furnished free to our representatives. 


This advertising campaign and effective follow through material typifies 
the kind of sales support Acacia gives its Fieldmen. It is another of 
the many reasons why their average annual production, year after year, 


is among the highest in the life insurance business. 


ACACIA MUTUAL 


Washington 1, D. C. 





Life Insurance Company 
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in presenting an argument and in secur- 
ing sympathetic attention from jurors 
judges before whom he appeared. 
He was tireless in preparation, inde- 
fatigable in his search of the law, and 
extremely skilled in preparing an argu- 
ment, both written and oral.” 

His work as a Chicago lawyer was 
interrupted by service during World 
War II when he was employed by the 
Government as legal adviser to the Chi- 
Ordnance District from January 
1942, when General Levin 
H. Campbell, Jr., chief of Ordnance, as- 
signed Oates to the Pentagon where he 
became chief of purchase policy for the 


and 


cago 
to December, 








The Agent as Seen by Oates 
trips about the country 
after becoming president of the Equit- 
able, James F. Oates, Jr., was asked for 
his appraisal of insurance Some 
observations he made on the subject: 
“T am deeply impressed with the ci ali- 
of the agents and managers whom 
been privileged to meet. They 
earnest, energetic and 


During his 


agents. 


are personable, 
keen. 

“It is my belief that a 
cessful life insurance men L yor 
must necessarily possess these fine indi- 
vidual qualities—plus those of deter- 
mination, cour: and faith—more than 
perhaps any other vocation group. For 
to be a sae life insurance man 
self-discipline; to be your own 
and ability of the 


a 
yi yu 


force < of 
such as 





takes 
boss ikes character 
ae lee degree. 

“IT was clothed, 
and educated by the 
insurance man—my dad—from whom I 
learned about the great human, social 
and economic roles played by life insur- 
ance. I think I learned some of the 
problems of production, too, and I know 
I came to appreciate the dependence of 
the whole insurance organization on the 
performance in the field. 

“T am under no illusion, however, that 
I am an experienced technical life insur- 
ance man. But I promise to do my best 
to learn about your problems so that I 
may become better and better equipped 


nourished, sheltered 
earnings of a life 








to help you in your great and noble 
work.” 

Ordnance department. Purchase policy 
was a branch of the legal division of 


Ordnance, 





the office of the chief of 


War Department, Washington. Chief 
of the legal division—and Oates’ imme- 
diate boss—was Col. Irving Duffy, a 
West Pointer and a man of unusual 


competence who is now a vice president 


of Ford Motor Co. Oates served in 
Washington almost two years. His work 
included the development of contract 


orms and other procedures designed to 





expedite production, reduce costs and 
conserve manpower. He also had gen- 
eral direction of renegotiation of war 


Ordnance de- 
through 


contracts assigned to the 
partment. That work was done 


11 district renegotiation boards. Partic- 
ular job of Oates was to see that the 
work was operated amicably with jus- 


tice and fairness to both the Govern- 
ment and to the contractors. 

An interesting factor of the situation 
was that Oates and his associates made 


all their decisions based on judgment 


and experience as there was no yard- 
stick of measurement provided in the 
statute. One reason for the success of 


the renegotiations was the high charac- 


ter of the Washington executives and 
ot the men in the 11 local Ordnance 
districts who acted as members of re- 


boards. 


Chairman of Peoples Gas Light 
and Coke Co. 


negotiation 


Mr. Oates was elected chairman of 
Peoples Gas Light and Coke Co. of 
Chicago decade ago. Founded 102 
years ago, it is one of the chief utility 
companies in the United States. Its 
growth under the direction of Mr. Oates 
shows assets from December 31, 1946, 
of $200 million to $650 million as of 
December 31, 1956. During the first 


year as chairman it was essentially a 


Chicago Views Of James F, Oates, Jr. 


Edward E. Brown 

Chairman of Board, First National 
Bank of Chicago: 

I have known Mr. Oates over many 
years, first as a lawyer, next working 
with him during the last World War in 
the War Department where he was 
active in the ye icing of contracts and 
making adjustments of them, and since 
1947 as chairman of Peoples Gas Light 
and Coke Co. : 

I happened to be a member of the 
Peoples Gas board of directors at the 
time of death of George Ranney who 
was its chairman. After Mr. Ranney’s 
death the directors decided they would 
have to go outside of the company to 
find his successor. We wanted a person 
of unquestioned integrity, well known to 
the community, highly regarded and who 
had some kn wledge of the utility busi- 
ness. Mr. nee fitted these qualifica- 
tions. He 1 shortly finished his term 
as a of the Chicago Bar Associ- 
ation. As a lawyer he had done a great 
deal of work in connection with the 
regulation and financing of utility com- 
panies. He was known as a person who 
not only had ability but also the faculty 
of getting people to work with and under 
him and to inspire their loyalty. He had 
been active in numerous civic enterprises 
in Chicago. 

The board of directors elected him 
chairman of The Peoples Gas and he has 
more than lived up to the expectations 
they had when they selected him. 

\s chairman of Peoples Gas Co. Mr. 
Oates showed great ability and a high 








local distribution company serving only 
the city of Chicago. Since that time 
Peoples Gas System has become one of 
the largest integrated systems in 
the United States. Through the purchase 
of all the remaining outstanding stock 
of Natural Gas Pipeline Co., the con- 
struction of a new Texas-Illinois pipe- 
line, development of large volume un- 
derground storage and more recently the 
exploration for gas and oil reserves in 
the Gulf of Mexico it has reached its 
present level of capacity for public 
service. 

In connection with Peoples Gas Mr. 
Oates became a director and chairman 
of the board of Natural Gas Pipeline 
Co., Texas-Illinois Natural Gas Pipelines, 
Natural Gas Storage Companies, Tex- 
oma Production Co. and Kimswick De- 
velopment Co. 

In commenting upon Mr. Oates at the 
time of his leaving the company, Eskil I. 
Bjork, president of Peoples Gas, said: 

“The last 10 years of my association 
with Peoples Gas, by all means, have 
been the most exciting. I am sure that 
if we were to select a single factor 
which has made a notably outstanding 
contribution to our development in that 
period our choice would be clear and 
unanimous. We would agree that this 
single factor has been the le adership we 
have had in the person of James F. 
Oates, Jr. 

“In all of the events of the past few 
years which have been associated with 
the development of our enterprise he 
has been the focal point, the unremit- 
ting driving force, the source of enthu- 
siastic collaboration. From a local dis- 
tributing company with a minor financial 
interest in its one pipeline supplier there 
has been developed under his leadership 
during his 10-year period the fully in- 
tegrated Peoples Gas System—one of 
the most important integrated gas sys- 
tems in the country. Behind him when 
he leaves is a vital and dedicated human 


gas 


organization whose respect, loyalty and 
devotion he has in full measure. I am 
sure they join me in expressing the 


kindest wishes for years of success and 
enjoyment in his new responsibilities as 
president and chief executive officer of 
Equitable Life Assurance Society.” 


Utilities Resignation Talk 


In announcing to the board of the 


degree of courage. 


He won the loyalty 
only of the officers 
but of the whole body of employes of 
the gas company. It has greatly devel- 
oped and prospered under his leadership. 
The directors of the gas company regret 
to lose him to the Equitable and to New 
York 


and affection not 


Willard N. Boyden 


Vice president, a director and member 
of Executive Committee of Continental 
Assurance, Continental Casualty and af- 
filiated companies, Chicago: 

I believe that Jim Oates has all the 
qualities that go to make up an ideal 
chief executive. First of all, he is a man 
of the finest character. That alone at- 
tracts people to him. In addition he is a 
natural leader and an idealist who does 
something about his ideals. 


Rawleigh Warner 

Chairman of the Board, Pure Oil Co., 
Chicago: 
_ James F. Oates, Jr. and I have 
friends for many years. When a 
small boy, with his mother, father and 
brother, Whitney, he spent many sum- 
mers at Lake Geneva, Wis., where my 


been 
very 


Equitable Society’s 


The following are the members of 
Equitable Life Assurance Society’s board 
of directors: 

Malcolm P. 
Commonwealth Fund. 

Arlie R. Barnes, former chairman of 
the Mayo Clinic, Rochester, Minn. 

James B. Black, San Francisco, chair- 
man of Pacific Gas and Electric Co. 

Robert E. Blum, Brooklyn, vice pres- 
ident of Abraham & Straus, department 
store. 

J. Reuben Clark, Jr., 
vice president, First National 
that city. 

Francis B. Davis, Jr., Yemassee, S. Cc; 
director and member of finance commit- 
tee, United States Rubber Co. 

Harry A. Debutts, Washington, D. C., 
president, Southern Railway System. 

Manly Fleischmann, Buffalo lawyer. 

William J. Graham, former head of 
agency and Group departments, Equit- 
able Society. 

Henry T. 
Foundation. 

Harold H. Helm, board chairman, 
Chemical Corn Exchange 3ank 

Robert L. Hogg, vice chairman of 
board, Equitable Society. ; 

Charles R. Hook, Middleton, Ohio, 
chairman, Armco Steel Corporation. 


Aldrich, The 


president of 


Salt Lake City, 
Bank of 


Heald, president, The Ford 


William A. Keleher, Albuquerque, 
N. M., lawyer. 

Nicholas Kelley, New York, member of 
law firm of Kelley, Drye, Newhall & 
Maginnes. 

Charles W. Kellogg, Queen Anne, Md., 
honorary member of Edison Electric 
Institute. 


R. Stewart Kilborne, New York, pres- 


family were also in residence near that 
of the Oates family. Although I was 


somewhat older than Jim, we were 
nevertheless close friends in those early 
years and I have followed his career 
with keen interest through college as 


again we had the mutual interest of both 
having gone to Princeton. 

Some ten years ago Jim Oates became 
a trustee of Northwestern U niversity on 
which board I preceded him. During 
this period, I was privileged to work with 
him on several of the essential com- 
mittees of the board and in their delib- 
erations to see evidenced his keen in- 
sight into the fundamentals of the prob- 
lems presented and to value highly his 
careful conclusions. 

The Commerci: il Club of Chicago, or- 
ganized in 1877, with 150 active members, 
is a group which over the years has had 
as its purpose the advancement of the 
public welfare and the commercial inter- 
ests of the city by cooperative effort, 
socik i] intercourse and a free interch: ange 
of views. The well deserved honor of 
election to the presidency of this group 
was accorded Jim Oates in June, 1955, 
for the ensuing year. He was there able 
to again demonstrate his executive abil- 
ity and constructive effort. 

I wish him well in the new responsi- 
bilities he is undertaking, but I can 
assure you I will miss the nearly d; lily 
contacts I have had with him. 


Board Of Directors 


ident, William Skinner & Sons. 

W. alter Klem, senior vice president and 
actuary, Equitable Society. 

John c Knox, New York, chief judge 
(retired) U. S. Circuit District Court for 
Southern District of New York. 

Elmer L, Lindseth, Cleveland, presi- 
dent, Cleveland E lectric Iluminating Co. 

Russell B. Lowe, Fitchburg, Mass., 
manufacturer. 

Richard H. Mansfield, New York, vice 
president, Rockefeller Center. 

Dean Mathey, New York, board chair- 
man, Empire Trust Co. 

Ray D. Murphy, board chairman, 
table Society. 

George V. McLaughlin, New York, vice 
chairman, Triborough Bridge and Tunnel 
Authority. 

Sterling Morton, Chicago, -board chair- 
man, Morton Salt Co. 

James F. Oates, Jr., 
table Society. 

John Lord O'Brian, Washington, D. te. 
attorney. 

Fordyce B. St. John, New York, pro- 
fessor emeritus of Clinical Surgery, Col- 
lege of Physicians and Surgeons, Colum- 
ie University. 


Equi- 


president, Equi- 


Edward L. Shea, New York, board 
chairman, Ethyl Corporation. 
John A. Sibley, Atlanta, board chair- 


man, Trust Company of Georgia. 
Arthur B. Van Buskirk, Pittsburgh, 


vice president and governor, T. Mellon 
& Sons. 
Samuel R. Walker, New York, vice 


president, City Investing Co. 

Samuel A. Welldon, New York, former 
board chairman, First National Bank of 
City of New York. 





Peoples Gas that he had accepted the 
position of president of the Equitable 
Society Mr. Oates said to the directors: 

“IT know that you will all appreciate 
the pain involved in a wrench as sub- 
stantial as the move which Mrs. Oates 
and I are contemplating. We have here 
in Chicago the deep and twisted roots 
of a lifetime of association, friendship, 
work and devotion, which we feel that 
it is our duty to leave. 

“I hope that in my new post I can 
carry with me your blessing, support and 
good will because I intend to do the very 
best I can in that new sphere of re- 
sponsibility to fulfill some of the ideals 
for which we all stand here, namely, the 
preservation of the sanctity of the sav- 
ings of the American people, the pro- 
tection of free American competitive 
capitalism, the encouragement of sav- 
ings and opposition to the depreciation 
in the purchasing power of the dollar. 


“Insurance, incidentally, is in my life’s 
blood-stream. My father acted as gen- 
eral agent for the Northwestern Mutual 
Life Insurance Co, in Chicago, for more 
than 30 years, and I lived with a rather 
complete concept of the role that is 
played by life insurance in the social, 
human and economic life of our na- 
tion. It is sad to leave our beloved com- 
pany and my close friends and asso- 
ciates. I do so, however, with every 
confidence in their loyalty to the stock- 
holders, and in their capacity and their 
determination to continue on to greater 
heights of service to the public, and to 
the stockholders and the welfare of our 
company family.” 


Interest in Religion and YMCA 
The new president of Equitable has 
always taken a keen and warm interest 


in young people, as is evidenced by his 
(Continued on Page 8) 
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PHREHCT PROSPECT 


for 42TNA LIFE’S 
BUSINESS INSURANCE 
PLAN 


















He's Roger Clark... age 40 . . . devoted family man... 
senior partner in the successful firm of Clark & Miller. . . 
prospects for future appear exceptionally bright . . . BUT . 
Death to either member of the partnership could mean 
financial chaos for the business . . . and for his family. 
Like most men, he has not yet made plans for the future of 
his business when death strikes — and death, by law, 
dissolves the partnership. Mr. Clark is a perfect prospect 


for Attna Life's Business Insurance Plan. 


You, Mr. General Insurance Man, undoubtedly know many 
men like Mr. Clark. Why not check your files . . . and call “ 
your nearest Attna Life General Agency. They stand : 
ready and able — with their broad experience and skill — 
to demonstrate the value of Attna Life's Business Insurance oa 
Plan. Your clients will benefit from it — and appreciate 
the EXTRA SERVICE. More often than not, it will 
develop substantial commissions for you. 


AETNA LIFE 


INSURANCE COMPANY 


Affiliates: Etna Casualty and Surety Company 
Standard Fire Insurance Company 


HARTFORD, CONNECTICUT 


SERVICE TO GENERAL INSURANCE MEN 





/ Seles 
f = 


“Compass” is a monthly Atna Life service 
publication written especially for general in- 
surance men and brokers. It points out unusual 
opportunities for building « issi and for 
cementing client relationships. To receive your 
copy regularly write: ‘‘Compass,”” Atna Life 
Insurance Company, Hartford 15, Conn. 
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Equitable Society’s 
New Family Policies 


ADVERTISEMENTS, TV, PLANNED 
Family peated Plan Available Im- 
mediately, Family Security Plan 
Announced Later 





Equitable Society has announced a 
new Family Program embracing a Fam- 
ily Protection Plan, available immedi- 
ately, combining in a single unit whole 
life insurance on the husband with term 
insurance on the wife and children; and 
a Family Security Plan, available at a 
later date, providing endowment insur- 
ance on the husband, a lesser endow- 
ment on the wife and term insurance 
on the children. 

“These two plans,” said James F. 
Oates, Jr., new president of Equitable 
Society, “which might be described as 
living jnsurance—family style, stress the 
family protection aspects of insurance 
on the one hand, and greater emphasis 
on thrift, on the other hand. They sym- 
bolize the modern concept of the service 
aspects of insurance coverage that in- 
creasingly emphasizes the idea that in- 
surance more and more should be de- 
signed in the interest of living bene- 
ficiaries.” 

J. L. Beesley, senior vice President, in 
announcing to the company’s field forces 
the new Family Protection Plan, points 
out that “this and the forthcoming Fam- 
ily Security Plan are the result of ex- 
tensive research as to family needs for 
new forms of both protection and thrift 
to meet present and future family living 
conditions. Aware of the demand for a 
family insurance package, these new 
plans reflect economies in cost to the 
public that can be effected by packaging 
the coverages that a growing family 
needs.” 

Advertising Campaign 


Both family insurance packages will 
be the subject of intensive national ad- 
vertising campaigns which will begin on 
the radio August 31 and follow in maga- 
zines and newspapers. The plan for 
family protection has already been ap- 
proved by insurance authorities in all 
states except Oklahoma, Maryland and 
Massachusetts. 

Each unit of the Family Protection 
Plan provides a $5,000 face amount of 
whole life insurance on the husband. It 
also provides decreasing term insurance 
on the wife amounting to $3,000 up to 
the policy anniversary nearest her 3lst 
birthday, decreasing by $100 annually to 
age 55, and remains at $500 until expir- 
ing on the policy anniversary nearest 
her 65th birthday. In addition, each unit 
provides $1,000 of term insurance on in- 
dividual children’s lives until each child’s 
25th birthday or the policy anniversary 
nearest the wife’s 65th birthday. 

Children under 18, when the policy is 
issued, are eligible for coverage and chil- 
dren born after that time are covered 
automatically. Coverage begins after a 





James F. Oates 


(Continued from Page 6) 
activities in the YMCA. The real 
strength of YMCA (and YWCA) he 
believes is the fostering of spiritual fel- 
lowship based on the power and influ- 
ence of religion. For two years he was 
president of YMCA in Chicago. When 
a youth he attended religious conferences 
in Lake Geneva. In Lake Forest, the 
Chicago suburb to which he moved in 
1932 and where he was living when made 
head of Equitable, he was president of 
board of trustees of First Presbyterian 
Church and had been an elder for some 
time. 

Mrs. Oates was Rosalind Wright. They 
were married in June, 1925, and have two 
children: Rosalind, a Government em- 
ploye in Washington, D. C., and Dr. 
James F. Oates, III, now serving as a 
captain in the medical corps of the 
United States Army. 


Harmelin Agency Course 

The 111th class of the Harmelin Agen- 
cy, general agents of Continental Assur- 
ance, to prepare brokers for the August 
15 New York State Life Agent’s exami- 
nation, will begin on July 24. 

The course consists of five lectures 
and is conducted at 50 Church Street, 
New York, which is air-conditioned. In- 
struction will be given by David R. Har- 
melin and William Harmelin, both of 
whom served as LUTC moderators last 
year. 

A limited number of applicants will be 
accepted. There is no charge for the 
instruction. 





child is at least 14 days old. Each child 
may convert the term insurance on his 
life, when that coverage expires, up to 
five times its expiration value, without 
medical examination. 

The plan is available for face amounts 
of $5,000, $7,500, $10,000, $12,500 and $15,- 
000 on the husband’s life, with coverage 
for his wife and children scaled ac- 
cordingly. Three units, or a face amount 
of $15,000 on the husband, are the maxi- 
mum under the policy. 

Premiums and cash values depend only 
on the husband’s age when he buys the 
policy and are independent of the age 
of his wife and the number and ages of 
their children. Premiums are reduced 
at the policy anniversary nearest the 
wife’s 65th birthday or at her death if 
it occurs before that date. Should the 
husband die, no further premium pay- 
ments are charged for the term insur- 
ance on the wife and children. 

Under the new policy, no medical re- 
quirements need be met by the wife or 
children. Normal underwriting proce- 
dures apply to the husband. 

The Family Protection Plan’s out- 
standing feature, its provision for term 
insurance on the wife, provides the most 
protection at the time of greatest need 
—when the children are young. 


For NALU Trustee 





Cc. B. METHENY 


The Pittsburgh and Pennsylvania 
State Association of Life Underwriters 
as well as Pennsylvania local associa- 
tions have endorsed C._ Brainerd 
Metheny for trustee of National Asso- 
ciation of Life Underwriters to be 
elected at the annual meeting in De- 
troit in September. 

Mr. Metheny, general agent for Fi- 
delity Mutual Life in Pittsburgh, is a 
past president of the Pittsburgh Man- 
agers Association. Native of Pittsburgh, 
he is a graduate of Geneva College and 
Carnegie Tech, was an Air Force pilot 
in World War I, entered life insurance 
in 1919 and has built a successful agency 
as well as being a large personal pro- 
ducer, He is active in civic affairs, is 
a trustee of Geneva College which con- 
ferred on him in 1954 the degree of Doc- 
tor of Laws and he is on the advisory 
committee of Beaver Branch of Mellon 
National Bank & Trust Co. 
















management. 


A WELL-BALANCED COMPANY 


balance... 
essential to flight 


In man’s conquest of 
the skies, balance is fundamental 
to progress. Similarly 
essential in life insurance is a 


balance of tradition, product and 


Fidelity is 


a well-balanced company. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 











LIFE SALES SUPERVISOR 
$12,000 


THE COMPANY: Housed in the midwest, 
nationally known for their excellent manage- 
ment, employee relations and reputation 
with ‘policyholders. Opening created by un- 
usual expansion program, requiring addi- 
tional executive talent. Man with necessary 
qualifications and true potential, very rapid 
promotion possibilities. 

SPECIFICATIONS: Age range 32-42, col- 
lege degree mandatory. Ten years of Life 
production experience, acquired on ~~ 
branch office or home office level. Ideally, 
man will have outstanding record of person- 
al production plus 5-7 years branch/home 
office Agency Department background. Job 
stability record important. 

_ We guarantee confidential handling all 
inquiries. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 














Occidental Life Promotes 
Three Group Fieldmen 


Three Occidental Life of California 
Group fieldmen have been promoted and 
the company’s Salt Lake City Group 
office has been established as a full re- 
gional office, according to Herbert D. 
Eagle, vice president in charge of Group 
sales, and service. 

Jack Stephens and Wayne D. Holm- 
berg have been promoted to regional 
Group managers and Clifford C. Edstrom 
has been named assistant regional Group 
manager. 

Mr. Stephens, former assistant mana- 
ger in Los Angeles, transfers to Denver 
to take charge of the company’s Group 
office there. He joined Occidental in 
May 1956. 

Mr. Holmberg heads the full regional 
office in Salt Lake City which was for- 
merly a sub-office of Denver. The Salt 
Lake City territory includes all of Utah 
and 16 counties in southeastern Idaho 
formerly serviced by the Portland office. 

Joining Occidental in Salt Lake City 
as an agent in 1945, Mr. Holmberg be- 
came associated with the Group depart- 
ment in 1951. He was named assistant 
regional supervisor in 1952. He has been 
active in the Life Underwriters Associ- 
ation and has served as president of both 
the Salt Lake and the Utah Associations. 

Mr. Edstrom was named assistant man- 
ager in the Portland office. He joined 
Occidental in San Francisco in 1955 and 
moved to Portland as sales represent- 
ative in July of 1956. 


President Month Qualifiers 
Honored By Postal Life 


Postal Life of New York has just 
completed a series of agency luncheon 
meetings in New York, New Haven, 
Buffalo and Rochester to honor the 62 
men and women, in 11 agencies, who 
qualified for its “President’s Month.” 
President George Kolodny and Director 
of Agencies Donald Smith made the field 
trip togerner. 

The Milton Altschul Agency. New 
York City, for the second year, led the 
company in paid-for volume during the 
month topping the Alvin Wolff Agency, 
New York City, by only $15,000 of vol- 
ume. The Al Karduna Agency, Brook- 
lyn, had the highest percentage over 
quota (300%), the Arthur Milton Agen- 
cy, New York City, qualified the most 
agents (11), and nine of the agencies 
went over their quotas by more than 
25%. The “President’s Month” produced 
over $6 million of submitted business and 
$34 million paid-for within the allotted 
period. 

President Kolodny personally  pre- 
sented each qualifier with a hand-tooled 
leather desk memo pad with the man’s 
name inscribed upon it. Each qualifying 
general agent received a large wall 
plaque. 
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American Society’s CLU Institutes 


One hundred sixty members of the 
American Society of Chartered Life Un- 
derwriters will attend three CLU Insti- 
tutes conducted by the Society this sum- 
mer. Registrants will study such sub- 
jects as retirement, investments, trusts 
in estate analysis, taxes, and deferred 
compensation. It is the first summer 
that the Society has put on three Insti- 
tutes, and the first time that the curricu- 
lum of a CLU Institute has been con- 
densed into ten days—“‘a week and a 
weekend.” 

The first CLU Institute was held at 
the University of Connecticut in 1946. 
This summer’s Institutes are: the fif- 
teenth at the same school July 11 to 20, 
the sixteenth at the University of Cali- 
fornia August 22-31. 

Of the fifteenth Institute just coming 
to an end at the University of Connecti- 
cut, 51 members have been in attendance. 
Of these, 34 were attending their first 
Institute. The 51 students come from 27 
cities in 15 states and represent 28 life 
insurance companies. The median age 
is 46. 

Director of Institutes is Leroy G. 
Steinbeck, CLU, managing director of 
the American Society, who says: “The 
serious minded CLU who believes not in 
standard formula treatment for all cli- 
ents, but in diagnosing and prescribing 
on the basis of individual family or busi- 
ness circumstances, finds that the on- 
campus CLU Institute peculiarly fits him 
to handle problems of financial security 
in his community and to build his sta- 
ture as a professional counselor.” 

Lectures at the Institutes are given by 
outstanding authorities in their fields, 
and most lectures are followed by small 
group discussion periods conducted by 
specialists. 

CLU Institutes are planned by the 
American Society’s Institute Board. 
Chairman of the board this year is John 
O. Todd, CLU, special agent, North- 
western Mutual, Chicago, and president 
of Todd & Zischke Services, Inc. 

Following are members of the faculty 
of lecturers for this summer’s CLU In- 
stitutes: Laurence J. Ackerman, dean, 
School of Business Administration, Uni- 
versity of Connecticut; Williston  L. 
Bradway, CLU, vice president, Ron Ste- 
ver and Co., Los Angeles; Charles S. 
Bridgman, director, department of Indus- 
trial psychology, University of Wiscon- 
sin; Ralph G. Engelsman, sales consul- 
tant, New York; Barton E. Ferst, at- 
torney, Blank, Rudenko & Klaus, Phila- 
delphia; E. A. Gaumnitz, dean, School 
of Commerce, University of Wisconsin; 
Harrison G. Gough, associate professor 
of psychology, University of California; 
Cyrus B. King, attorney, San Francisco; 
Lawrence G. Knecht, attorney, Kiefer, 
Waterworth, Hunter & Knecht, Cleve- 
land; George J. Laikin, attorney, Mil- 
waukee; James R. Longstreet, assistant 
professor, School of Business Admini- 
stration, University of California; Rich- 
ard M. Lundy, assistant professor of 
psychology, University of Wisconsin; 
Denis Brandon Maduro, attorney, New 
York; Charles B. McCaffrey, Seefurth, 
McGiven & McCaffrey, consulting serv- 
ices, Milwaukee; J. L. McCarty, asso- 
ciate, Conway, McCarty and Company, 
Tne: Syracuse ; William S. McClanahan, 
trust officer, California Bank, Los An- 
geles; Walter C. McKain, Jr., head, de- 
partment of rural sociology, University 
of Connecticut; Frederic P. Morrissey, 
associate professor of business admini- 
stration, University of California; Eu- 
gene M. Thore, general counsel, Life 
Insurance Association of America, Wash- 
ington; Arthur R. Upgren, dean and 


director of research, Amos Tuck School 
of Business Administration, Dartmouth 
College; Miller Upton, president, Beloit 
College; Willis J. Winn, vice dean, 
Wharton School of Finance and Com- 
merce, University of Pennsylvania; J. 
Harry Wood, CLU, editor, CLU Journal, 
and professor of finance, University of 
Miami; and James B. Zischke, vice pres- 
ident, Todd & Zischke Services, Inc., 
and vice president, Herman A. Zischke 
Organization, Inc., San Francisco. 


TOLEDO ASS’N OFFICERS 
Donald W. Warner, Mutual Benefit 
Life, has been installed as president of 
of the Toledo Association of Life Un- 
Leslie 


derwriters. Other officers are 


Black, Connecticut Mutual, first vice 
president, and Richard E. Ford, Bankers 
Life of Iowa, second vice _ president. 
Directors are Edward T. Madden, Pru- 
dential; Robert B. Morley, Northwestern 
Mutual, and Boyd O. Montgomery, Ohio 


State Life. 


GAMC Business Meeting 


At this year’s annual management pro- 
gram of the General Agents and Man- 
agers Conference of NALU, a business 
meeting will be held and will be open to 
ali GAMC members on September 16, 
in Detroit. Prior to this year, the busi- 
ness meeting has been included in the 
afternoon management program, An- 
nouncement of the special meeting was 
made by L. Mortimer Buckley, CLU, 
general agent, New England Mutual, 
Dallas, chairman of GAMC. 
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Joins North American Re 


Fabian Bachrack 
DUTCHER 


BURTT D. 


Burtt D. Dutcher has been elected as 
president of the North 
Prior to 


sistant vice 
Reassurance Co. 
had been exec- 


American 
joining this company he 
utive vice president of the 
of Arizona. 
known in_ the 


General Life 
Insurance Co. 

Mr. Dutcher is well 
Group insurance field and is the founder 
and first chairman of the Group insur 
ance section of the I.A.S.A. In 1941 he 
joined Connecticut General Life in 
charge of methods and planning for the 
Group department. In 1951 he joined 
New York Life to help establish the new 
Group department, later he was in charge 
of all small Group operations. 

Mr. Dutcher is a graduate of Cornell 
University and a Fellow of Life Office 
Management Association 


Sun Life Receives Two 
Annual Reporting Citations 


Sun Life of Canada has received two 
citations for excellent annual reporting 
in 1957. The company’s most recent re- 
port to policyholders was selected for 
a highest merit award in an independent 
survey conducted by Financial World. 
The 14th consecutive year the Sun Life 
has won this award, the current report 
was selected from among the annual 
reports of 5,000 industrial and financial 
companies throughout North America. 

The second citation came from the 
insurance magazine, The Spectator. Sun 
Life’s report was judged outstanding in 
the general life insurance booklet cate- 
gory on all points as judged by an inde- 
pendent board of financial writers, 
analysts and insurance men. 

Both citations were made on the basis 
of information included in the annual 
report, presentation of material, design, 
simplicity and_ brevity. 


Promote Paul W. Persons 


Paul W. Persons has been named 
manager of the policy issue department 
of Massachusetts Mutual Life. A native 
of Agawam, Mass., and a graduate of 
West Springfield High School, Mr. Per- 
sons joined the company in 1923 and 
has been a member of the policy depart- 
ment since 1924. He was appointed a 
supervisor in 1950 and assistant mi inager 
in 1955. He has passed examinations 
sponsored by the Life Office Manage- 
ment Association Institute and is a mem- 
ber of the Massachusetts Mutual Quarter 
Century Club. 





Medical Research Fund Awards | 
For Heart Research Tops Million 


The Life Insurance Medical Research 
which is 
companies in the U.S. and 


Fund 
insurance 
Canada, announced that it has awarded 
$1,059,490 this year for heart research. 
This is the first time that the annual 
awards of the Fund have topped $1 
million. 

The Fund's 
organization in 1945, now 
$9,211,000. All of the resources of the 
Fund are devoted to fighting heart dis- 


total of awards, since its 


come to 


ease. 

The greater part of the 1957 alloca- 
tions—$942,040— will go to support 66 
heart research programs in medical cen- 
ters in the United States, Canada, and 
Mexico. Also included is $117,450 in fei- 
lowships for heart research going to 23 
young investigators in this field. Studies 
under these grants and fellowships will 
be conducted in 55 research institutions. 


supported by 146 life 


Grants to Canadian institutions in aid 
of research on diseases of the heart and 
arteries have been awarded to the fol- 
lowing: 

Hotel Dieu Hospital, Montreal, for re- 
search by Dr. Jacques Genest on the 
relation of high blood pressure to the 
hormone aldosterone which is the hor- 
mone of the adrenal gland that controls 
distribution of salt and water in the 
body, $13,200; 

McGill University, Montreal, for re- 
search by Dr. Eleanor H. Venning on 
the effects of the hormone aldosterone 
control in measuring salt content in the 
urine, $18,700; 

University of British Columbia Fac- 
ulty of Medicine, Vancouver, for re- 
search by Dr P. Constantinides on the 
effects of heparinoids (substances like 
heparins which reduce blood clotting) 
and other agents, in the treatment of 
thickening or aging of blood vessel 
walls, $16,500; 

University of 
ulty of Medicine, 


Western Ontario Fac- 
London, Ont., for re- 
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G7 when wood-burning steamers plied 


the rivers, Equitable Life of Iowa was founded, and 
its agents started selling life insurance equipped with 
little more than a rate card. 
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TODAY the Equitable Life of Iowa assures 


“smooth sailing” for its agents by providing compre- 
hensive sales aids, including a kit on family in- 







come. This kit, with a phonograph training 

record, contains all the materials that are 

needed to make a convincing family 
income presentation. 
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GROUP CONTRACT 
OPPORTUNITIES 


Large, well-established insurance com- 
pany in New York metropolitan area 
has challenging career opportunities for 
group insurance contract personnel. 
Experience, education and ability will 
determine salary. Our men know of this 
ad. All replies held in strict confidence. 
Send resumé to Box 2534, The Eastern 
Underwriter, 93 Nassau Street, New 
York 38, N. Y. 











search by Dr. Alan C. Burton on electri- 
cal forces associated with the flow of 
blood in the body, $13,750; and for re- 
search by Dr. A. K. Carroll on the rela- 
tion of two organic acids (known as 
erucic and nervonic) in the human sys- 
tem to the formation of certain fatty 
substances in the body, $14,300. 

In addition, the fund also announced 


post-doctoral fellowships for 1957-58 of 


the value varying from $3,800 to 
$5,400 to: 

Irena Mazurkiewicz, Ph.D., of Mon- 
treal, for study with Dr. Regbert F. 


Furchgott at State University of New 
York College of Medicine, Brooklyn; 

Douglas R. Waud, M.D., of London, 
for study with Dr. Otto Krayer at Har- 
vard Medical School, Boston; 

George F. Wilgram, M.D., of Toronto, 
for study with Prof. C. H. Best at the 
University of Toronto. 


Travelers Grants 

For the second consecutive year, The 
Travelers Insurance Companies have 
awarded grants totaling $17,500 to five 
Connecticut colleges and universities. 

This Raa grants were made as fol- 
lows: Yale, $7,000; Trinity, $6,500; Wes- 
leyan, $2,500; St. Joseph's, $1,000 and 
Connecticut College, $500. 

When the program was announced last 
year, J. Doyle DeWitt, president of The 
Travelers said the company plans an- 
nual giving to private institutions of 
higher learning located within the state 
whose graduates have become associated 
with the companies. 

The Travelers president said it was 
hoped in this way “to reimburse those 
institutions for the cost of educating 
those of their graduates who eventually 
use that education to further the com- 
panies’ business interests.” 

This year’s grants vary only slightly 
from those of a year ago. The grants 
are based on a formula that takes into 


consideration present employment ex- 
perience which may vary from year to 
year. 


New Ohio National Agency 


Ohio National Life, 
nounces the opening of the Lovelock 
Agency in Pontiac, Ill. John R. Love- 
lock has been appointed general agent 
for the territory. 

Mr. Lovelock, a life 
area, attended Illinois State Normal 
University, served in the Naval Air 
Corps, entered the nursery and landscap- 
ing business until 1952, at which time 
he started his insurance career. 

He joins Ohio National Life’s sales 
organizé ation with an outstanding record 
in personal production. Active in busi- 
ness, civic and social organizations, he 
maintains membership in the Rotary 
Club, Toastmasters International, Amer- 
ican Red Cross, Elks, Moose, American 
Legion, Masons, etc. 


Cincinnati, an- 


resident of the 


MADE BROKERAGE MANAGER 

Manufacturers Life has appointed 
Clifford B. Ahlquist as brokerage man- 
ager in the Minneapolis branch office. 
A graduate of the University of Wiscon- 
sin, Mr. Ahlquist has been a member of 
the Manufacturers sales force in Minne- 
apolis for some time. His previous busi- 
ness experience outside the life insur- 
ance industry includes both claims ad- 
justing and personnel work. 
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Made Manager at Denver 


JAMES R. WILSON 


Occidental Life of California has ap- 
pointed James R. Wilson as manager of 
the Denver branch office. Mr. Wilson 
March, 1956, as 
assistant manager of the Denver office. 


joined Occidental in 


Prior to this he was associated with 
Equitable Society as an agent and later 
district manager. 


West Coast Life Agency 
Department Promotions 


Four promotions within the agency 
department of West Coast Life have 
been announced by Agency Vice Presi- 
dent William L. Hardy. 

Robert E. Cecil, CLU, San Francisco, 
has been promoted to superintendent of 
agencies for the south central division, 
formerly headed by Vice President Har- 
dy. Mr. Hardy will now devote his 
entire time to over-all direction of the 
agency department. Formerly head of 
the north central division, Mr. Cecil 
also has been made director of training. 

A Stanford graduate, Mr. Cecil has 
furthered his life insurance education 
through LUTC courses, the LIAMA 
school in agency management and the 
CLU course. He recently was elected 
a director of the American College of 
Life Underwriters. A member of West 
Coast Life since 1930, he became an 
agency superintendent in 1952. 

Vic Andreatta of Dunsmuir, Calif., 
superintendent of the northwest division, 
will replace Mr. Cecil at the north cen- 
tral post and will also act as manager 
of the Oakland agency. 

Before becoming a superintendent, Mr. 
Andreatta was manager of the Dunsmuir 
Agency of West Coast Life and was a 
leading producer for 20 years. He was 
president of the Leaders Club, which 
is composed of top company agents, six 
times and first vice president four times. 

Sacramento Agency Manager W. S. 
Layne, Jr., will become northwest divi- 
sion superintendent on Mr. Andreatta’s 
departure, and in addition will manage 
the Seattle Agency. 

Mr. Layne, who joined West Coast 
Life in 1948, became manager at Sacra- 
mento in 1951. Under his leadership the 
capital city agency became one of the 
largest and most successful agencies of 
West Coast Life. The new superintend- 
ent has qualified for the Leaders Club 
nine years. 

The Sacramento Agency now will be 
headed by Pete Baldo, who has been 
district manager at Auburn, Calif. Mr. 

3aldo has qualified for membership in 
the Leaders Club for six years. In 1954 
he was fourth vice president and last 
year, first vice president. 





Charles T. Holt Dies 


Charles T. Holt, assistant manager of 
Mutual Of New York’s policy payment 
division, died suddenly from a heart at- 
tack at his home in Ridgewood, N. J., 
recently. Mr. Holt would have been 54 
years old in October and would have 
marked his twenty-second anniversary 
with MONY in November. He started 
with the company as a claims represen- 
tative in 1935. Within six years he be- 
came chief claims representative. In 
1946 he was advanced to administrative 
assistant in the policy payment division, 


and in 1951 he was promoted to assistant 
manager of the division. 

A native of Baltimore, Mr. Holt was 
graduated from Western Maryland Col- 
lege in 1925 and received his law degree 
Me 1928 from the University of Mary- 
land. He was president of the Maryland 
Society in New York City. 

His survivors include his wife, two 
daughters, Mrs. Henry C. Lomax of 
Chapel Hill, N. C., and Carol S. Holt, 
a student at Goucher College; a grand- 
son, Henry Clyde Lomax, Jr.; and his 
mother, Mrs. Charles S. Holt, of Balti- 
more. 


North American Up 28% 


The largest six months’ life insurance 
sales in the company’s fifty-year history 
was announced by President Charles G 
Ashbrook, North American Life of Chi- 
cago. With an increase of more than 
28% over the record breaking first six 
months of last year, North American 
Life is experiencing its greatest growth 
vent since its founding in 1907 

Golden Jubilee Anniversary celebra 
tions will be observed at the Edgewater 
Beach Hotel in Chicago, September 
4-5-6, 
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ANNOUNCES 


Ir rs ene 


GROUP OPERATION! © 


If you’re a group writer, you’ll like Nationwide’s ex- 
panded, modernized group operation. Here’s the “fresh 
approach” to your group business you’ve been waiting 
for...a completely “new look” in the group field: 


EXPERT, LOCAL SERVICE—with fully trained group spe- 
cialists in field offices throughout eastern America. On- 
the-spot quotations for standard coverages... 
settlements (including a completely modern “draft” sys- 
tem. Ask your Nationwide man for full details). 


UP-TO-DATE COVERAGES-—all the standard coverages 
plus SUPER-IMPOSED GROUP LIFE (provides additional 
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Did you know...last year Nationwide passed 

the Billion Dollar Life Insurance In-Force 
mark...that Nationwide has 28 regional offices 
and over 165 district offices ready to serve you! 


Get the full Nationwide Group story. Send 
coupon for full details. See how you can profit 
from Nationwide’s streamlined program. 
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coverage, beyond the limits of your client’s present 
Group Life)...plus MAJOR MEDICAL coverage. 


MODERN COMMISSION SCHEDULES—with commissions 
paid on regular renewals for 10 years PLUS service re- 
.with a choice of graded or level commissions 
available to brokers. 


GOT A PROSPECT? Nationwide Group representatives are 
ready to give you fast, full, effective support... 
senting your story.. 
below—see how you can profit from Nationwide’s ex- 
panding Group operation. 
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50TH WEDDING ANNIVERSARY 


Observed by Mr. and Mrs. Morris Alt- 
schul at Family Dinner; Have 3 
Sons in Insurance Business 
and 


Morris J. Altschui, 71 years young, 
Mrs. Altschul celebrated their 50th wed- 
ding anniversary a few weeks ago at the 
Park Inn Hotel, Rockaway Park, N. Y., 
which will be a long remembered event 
in the Altschul family. Actually it was a 
family dinner party, attended by close 
to 100, snciniing five grandchildren. Re- 
versing the usual procedure in gift re- 

iving, all the adults attending were 


caaaed with engraved gold ashtrays 
commemorative of the Golden Anniver- 
sary and the grandchildren received gold 
charms. In turn, Mr. and Mrs. Altschul 
exchanged gold watches. . 

Most of the ‘agg felicitations cen- 
tered around Mr Itschul’s long and 
succe ssful career as an insurance broker 
and life general agent. He started in 
1906 as a broker, pioneering in selling 
both general lines and life insurance. 
He represented Manhattan Life as a gen- 


eral agent in the mid-20’s and later be- 
came a full time producer for The Pru- 
dential which company he represented 


until his retirement in 1956. 


All three sons of Mr. Altschul have 
followed in his footsteps. Milton, a CLU, 
is one of the leading general agents of 


Postal Life; Nathaniel S. is an insurance 
broker, and David is an insurance at- 
torney. They have one sister, Mrs 
Gile ria Leeds 


Travelers Branch Changes 


The 
have 
Canadian 
branch 


at 5) 


Insurance Companies 
two changes in their 
offices. The Toronto 
office has moved to new 
Yonge St., Toronto, and a 
has been opened at 
102 St., Edmonton, Alberta. 
Members of the executive staff of the 
Toronto office are Charles N. Macdonald, 
manager, life, accident and health de- 
partment; Ormand S. Johnson, manager, 
casualty, fidelity and surety department ; 


Travelers 
announced 
branch 
offices 
new 


agency office 10180 


Kermit G. Davis, manager, fire and ma- 
rine department; Robert F. J. Fitzpat- 
rick, district Group supervisor; H. F 


branch office 
department; Guy A. Bu- 
claim depart- 


Abernathy, office manager, 
idministration 
chanan, claim manager, 
ment, and A. T. H. Bevan, supervisor, 
engineering and control division. 
Personnel of the Edmonton 
Donald McDiarmid, manager, 
fe, accident and health department and 
Alan A. Lister, assistant manager, head- 
quarters, Edmonton; William R. Gore, 
manager, casualty and fire and marine, 
headquarters, Winnipeg, and Alan G 
B seattie, assistant manager; T. Donald 
Philp, assistant district group supervisor; 


loss 
agency 


office are 


Mrs. H. E. Gardiner, assistant office 
manager, branch office administration de- 
partment; Hector J. McDonald, resident 
adjuster, claim department; Frederick 
‘W. T. Stimson, resident representative, 


loss control division, 


engineering and 
ecnduanttess: Winnipeg 


Agency Managers Appointed 
By American United Life 


American United Life announces the 
appointment of agency managers in Den- 
ver, Colorado and Waukegan, Illinois 

William C. Bridge, who will head the 
new Denver agency, has been in life in- 
surance work for five years. During this 
time he has held various managerial 
positions with companies in Dallas, 
Texas. A graduate of San Jose State 


University in California, he also attended 
Oklahoma A. & M 

Norman H. Schaper will be manager 
of the Waukegan agency. Before joining 
American United he was an assistant 
manager in Chicago, and has eight years 
experience. Mr. Schaper at- 

Northwestern University 


and John Marshall 


supervisory 
tended the 
school of 
law 


commerce 
SC h¢ rT yl, 


Postal General Agent in 


iinet ake Conn. General Home Office 


(Continued from Page 1) 


members of the Administration at Wash- 
ington; Bertram D. Tallamy, Federal 
Highway Administrator, who will discuss 
the highway program underway; and 
Albert M. Cole, Administrator of Hous- 
ing and Home Finance Agency, whose 
topic is Highways and Urban Renewal. 

On September 10 the conference speak- 
ers and delegates after breakfast in the 
Hotel Statler, Hartford, will take buses 
for the company’s auditorium in new 
home office. There, the first of the panel 
moderators will be Philip L. Graham, 
publisher of Washington Post and Times 
Herald. Its subject is the relationship 
of highways to the pattern of land use. 
It will embrace the highway’s influence 
on the pattern of urban land values, 
problem of density of development, and 
the control of the organization and desti- 
nation of traffic. 

Next panel will cover the highway’s 
impact on production and merchandising. 
Moderator will be Philip M. Klutznick, 
president, American Community Build- 
ers, Inc. Among topics discussed in this 
panel will be the competition of new 
commercial and industrial sites created 
by highway development, the highway’s 
influence on productive and distributive 
efficiency and the relationships between 
living and working as affected by the 
highway. 





ALOISI 


-AMBERT 


as announced in a 


Aloisi, 


The Eastern Underwriter, 


Lambert G. 
recent issue of 


has been appointed general agent in : 

Huntington Station, Long Island, for Publisher of Life a Moderator 
Postal Life of New York. Mr. Aloisi, The third panel has Andrew Heiskell, 
who was a leading producer for the publisher of Life Magazine, as its mod- 


erator. Among topics to be discussed in 
this panel are these: 

The metropolitan highway system: 
consideration of highway location, loca- 
tion of interchanges, terminal facilities. 
Protecting rights-of-way against blight. 
The highway as a feature of a general 
transportation plan. The future of mass 
transportation and its relation to high- 
way planning. 

Panel 4 takes up the highway’s place 
in metropolitan transportation such as 


Equitable Society for the past nine years, 
Asso- 


supervisor is 


specializes in business insurance. 
ciated with him as 
Anthony DeLorenzo. 


agency 


Pan-American Increase 
A gain of more than 24% in paid-for 
business for the first six months of 1957, 
as compared to the same period of 1956, 


was reported by K. D. Hamer, vice consideration of highway location, loca- 
president and agency director, Pan-_ tion of interchanges, terminal facilities ; 
American Life, New Orleans. Mr. Hamer protection of rights-of-way against 


blight; highway as a feature of a general 
transportation plan and future of mass 
transportation and its relation to high- 
way planning. Moderator of this panel 
will be George Romney, president, Auto- 
mobile Manufacturers Association. 

After this panel the speakers and 
delegates will return to Statler Hotel 
where a dinner will be held which will 
be addressed by Alfred E. Johnson, exec- 
utive secretary, American 


went on to say, “In comparing figures 
for the first half of 1957, as against those 
for the January-June period of 1956, we 
are happy to report also a 23% gain in 
submitted business and an overall gain 
of insurance-in-force of better than 15%. 
Total insurance in force is now $978,- 
000,000 and we look forward to passing 
the billion dollar mark in the next month 
or two. Assets are now in excess of 
$192,000,000.” 








Tom Deane Retires! 


After many years on the New York Insurance 
scene Tom has decided to enjoy a well-earned 
rest in Florida. 


We salute him as a loyal, conscientious 
associate who earned the affection of all who 
know him. We will miss him—as will the many 
brokers he served over the years. Men like 
Tom come along at rare intervals! 


May his future be full of health and happiness 
wherever he may be! 


James F. MacGrath, Jr. 


General Agent 


THE UNITED STATES LIFE INSURANCE COMPANY 
IN THE CITY OF NEW YORK 
Agency Supervisor—TOM DEANE 


84 William Street, New York 38, N. Y. HAnover 2-7865 
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“MUTUAL BENEFIT LIFE 
PRESENTS 
THE FINEST POLICY 
EVER WRITTEN" 


Development of this new policy is 
another example of Mutual Benefit 
Life's company policy—to provide 
the finest, most liberal life insurance 

. . in the most understandable, use- 
ful form ... and in the most salable 
“package” from the broker's standpoint. 

Not available in Massachusetts. 
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State Highway Officials, as chairman; 
John W. Burchard, dean, School of Hu- 
manities and Social Studies, Massachu- 
setts Institute of Technology, and Victor 
Gruen, architect and planner. 


Highways as a Tool for Future City 


Topic of panel 5 will be the highway 
as a tool for the future city, moderator 
being Quigg Newton, president, Univer- 
sity of Colorado. 

Topics in this panel are the problem 
of correlating government action: fed- 
eral-state-local; highway planning—city 
planning; urban renewal—highway plan- 
ning; etc. The problem of financing the 
total effort. The problem of land assem- 
bly. Meeting the problems: change in 
federal highway and urban renewal legis- 
lation; improving federal - state - local 
working relationships; coordinating met- 
ropolitan planning and services; modify- 
ing the political structure of the metro- 
politan area. 

The concluding panel will discuss the 
presentation of the growth problems of 
Connecticut’s capital area and the mean- 
ing of its highway plans. 


More Than 30 Speakers 


the moderators there 
30 speakers on the 
such notable ex- 
editor, Archi- 

Segoe, city 


In addition to 
will be more than 
panels. They include 
perts as Douglas Haskell, 
tectural Forum; Ladislas 
planner; James W. Rouse, board of 
governors, Mortgage Bankers Associa- 
tion of America; Roy W. Johnson, exec- 
utive vice president, Central Electric Co.; 
Max S. Wehrly, executive director, Ur- 
ban Land Institute; Edmund N. Bacon, 
executive director, Philadelphia City 
Planning Commission; 

Also, Glenn C. Richards, Commission- 
er, Detroit department of public works; 
Martin Meyerson, vice president, Ameri- 
can Council to Improve Our Neighbor- 
hoods; Frank W. Herring, deputy direc- 
tor of comprehensive planning, Port of 
New York Authority; Carl H. Chatters, 
comptroller, city of Chicago; Charles H. 
Diefendorf, chairman of executive com- 
mittee, Marine Trust Co. of Western 
New York; Luther Gulick, president, In- 
stitute of Public Administration; Patrick 
Healy, Jr., executive director, American 
Municipal Association; Victor Jones, 
professor of Political Science, University 
of California; and Wilfred Owen, senior 
staff member of The Brookings Insti- 
tute. At the symposium on its theme, 
“The New Highways: Challenge to the 
Metropolitan Region,” written by Mr. 
Owen was distributed. 

The concluding feature of the sym- 
posium will be an open discussion on the 
last day with Miles L. Colean, consulting 
economist, as moderator and a summary 
of the symposium and the outlook by 
Lewis Mumford, author, lecturer and 
critic. After a buffet luncheon there will 
be a tour of the Connecticut General’s 
building; its dedication with President 
Wilde as chairman of the ceremonies; 
and Governor Ribicoff of Connecticut as 
chief speaker. 

The members of the advisory commit- 
tee for the symposium are Miles L. 
Colean, chairman; Douglass Haskell, 
Joseph L. Intermaggio, Martin Meyer- 
son, Frank Moore, Wilfred Owen, 
Max S. Wehrly and, for the Connecticut 
General, Frazar B. Wilde, president, and 
Irving G. Bjork, vice president. 
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Whether you favor the “Ivy League” look 
or a less conservative mode of dress, there’s 
one fashion in handsome accessories which 
underwriters everywhere recognize as a 
mark of distinction... the C.L.U. key. 
Enviable is the man who has the right to 
wear one. It is the visible evidence of his 
professional competence . . . his personal 


allegiance to the highest standards of in- 
tegrity and client-focused service. 

The man wearing the C.L.U. key stands 
out in the crowd. More and more people 
... everyday, everywhere... are conscious 





What the well-dressed underwriter is wearing... 


of the importance to them of choosing as 
their life insurance counselor the man who 
is a Chartered Life Underwriter. And 
they point to their choice with justifiable 


pride. 
To win the respect and confidence of a 
growing clientele . . . to know the satisfac- 


tion which stems from a broad and flexible 
knowledge of your profession, set your 
sights on the achievement of the mark of 
distinction in the field of life underwriting 
... the C.L.U. designation. It’s a growing 
fashion. ... * 


* Equally becoming to underwriters on the distaff side! 


NATIONAL LIFE OF VERMONT heartily en- 
dorses the aims and objectives of the C.L.U. Move- 
ment . . . an endorsement supported by a compre- 
hensive incentive program designed to encourage 
C.L.U. study among members of its own field force. 
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Four Promotions Made 
By U.S. Life in East 


REFLECT COMPANY’S EXPANSION 


Morgan, Herlich, Anders Now Assistant 
Supts. of Ordinary Agencies; 
Laux Field Supervisor 


Continued expansion of the sales force 
of the United States Life resulted 
in the promotion of four 
In making the announcement this week 


has 


agency men. 


Executive Vice President John Weaver 





KENNETH H. ANDERS 
said, “Our rapidly growing field force 
needs the additional service which will 


now be provided.” 

The promotions as follows were made 
in the eastern region of the Ordinary 
department headed by Walter R. Zerbst, 
eastern superintendent: Thomas H. Mor- 





CLINTON LAUX 


and 


Jack S. Herlich Kenneth H 


Anders were appointed assistant super- 


gan, 


intendents and Clinton Laux became 


field supervisor. All four were formerly 
successful personal producers. 

Mr. Zerbst joined United States Life 
as agency secretary in 1947. He has held 
various positions of increasing responsi- 
bility and since 1954 has been eastern 
superintendent, Prior to this association, 
he was with Provident Mutual Life and 
New Mutual 


and gained ex- 


England 












THOMAS H. MORGAN 


perience as a personal producer and in 
training agents and brokers. Mr. Zerbst 
is now observing 25th year in the busi- 
ness. 

Mr. Morgan joined United States Life 
in 1951 as For the 
past six years he has gained field man- 


a field supervisor. 


agement experience, primarily in the 


New England and metropolitan New 
York areas. Before joining the com- 
pany he was a personal producer for 
several years with the Equitable Life 


Assurance Society and the Metropoli- 
tan Life. 

Mr. Herlich has directed the United 
States Life’s training program for the 
past two years and has served as chair- 













JACK S. HERLICH 


man of the New York Association of 
Training Directors. A graduate of Co- 
lumbia University, he was formerly an 
assistant branch manager of The Tra- 
velers. 

Before coming to the United States 
Life, Mr. Anders was an outstanding 
personal producer with The Prudential 
and a successful field manager for the 
Franklin Life in Chicago. He received 
the National Quality Award in 1955. 

Mr. Laux, who is a Cornell graduate, 
joined the company in 1955. He previ- 
ously sold life insurance for Penn Mu- 
tual and gained merchandising experi- 
ence with Sears Roebuck & Co. As a 
field supervisor, he will be concerned 
with recruiting new sales representatives 
along the mid-Atlantic coast. 











An International 
Life Company 


Serving the holders of 


two million policies 


from coast to coast 


in North America and in 


25 other countries. 


$7 BILLION INSURANCE IN FORCE 


SUN LIFE ASSURANCE COMPANY OF CANADA 


Head Office 


e Montreal 

















LIFE 


IS GOOD WITH 


BERGEN-EIBER 


MUTUAL TRUST LIFE 


MAin 4-5444-5-6-7-8-9 














Mutual of New York Has 
Record Half-Year Sales 


Sales of individual Ordinary life insur- 
ance policies by Mutual Of New York 
in the first half of 1957 totaled $305,497,- 
774, a record high for the company in 
a six-month period. 

Leading the 116 agencies in the period 
was the New York City unit under man- 
agcr Richard E. Myer, CLU. 
place was San Diego under Kk. R. Hodg- 
(Meehan) John 
P. Meehan, CLU, was third. 

Pasadena, managed by William H. Row- 
New 


James H. Lakes, was fifth. 


In second 


kinson. Boston under 


Fourth was 


lands, and Orleans, headed by 


The Chicago agency managed by O. 
Embry Moats was sixth for the half- 
year period, and Harry S. Hull’s Pitts- 
burgh unit was seventh. Seattle, man- 
aged by Kendrick C. Hawkes, was 
eighth, Gordon Hay’s San Francisco offi- 
ce was ninth, and the Richmond agency 
under manager Clarke H. Williams was 
tenth. 


Best’s 1957 Life Reports 


The 1957 edition of Best’s Life Insur- 
ance Reports contains 917 reports on 
individual life companies including 108 
which appear for the first time. This 
52nd annual edition has a record 2,050 
pages, 150 more than last year, and is 
ready for immediate delivery. 

Life Reports is designed to 
furnish to those interested, in or out of 
the insurance business, the most reliable 


Best’s 


and valuable information obtainable in 
the life insurance field. Individual re- 
ports contain complete data covering 


assets, liabilities, and operating gains; 
distribution and character of assets in- 
cluding yields; significant operating ra- 
tios as well as general and _ historical 
data pertaining to the company. Un- 
biased summary opinions are reflected 
in the reports, and where financial posi- 
tions and results achieved are better 
than the industry averages, specific rec- 
ommendation comments are assigned. 

Of special interest to the individual 
investor or investment dealer is the sec- 
tion, “Shareholders’ Data,” which is in- 
cluded for those companies where the 
stock is publicly owned. This data indi- 
cates the proportion of total profits 
allocable to the stockholders, price range, 
dividend record and current dividend 
rate. 

Durably bound for heavy use, Best's 
Life Insurance Reports is priced at $25. 
Copies may be ordered from the New 
York home office of Alfred M. Best Co, 
75 Fulton Street, New York 38, N. Y., 
or from any of their branch offices in 
Atlanta, Boston, Chattanooga, Chicago, 
Cincinnati, Dallas, Los Angeles and 
Richmond. 


OCCIDENTAL NAMES MURDOCK 

Occidental Life of California announ- 
ces the appointment of Donald C. Mur- 
dock as brokerage manager in the com- 


pany’s Spokane, Washington branch 
office. Mr. Murdock assumes his new 
duties after serving as an agent for 


Occidental in Spokane since November 
1954. 
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Housing Act Follows 
Insurance Position 





PRESIDENT SIGNS MEASURE 
Final Version Modifies Provisions 


Termed Unsound by LIAA 
and ALC 





Washington—The Housing Act of 
1957, one of the more controv ersial items 
of legislation acted upon in the current 
session of Congress and containing a 
number of provisions of interest to the 
life insurance business, has been signed 
by the President. 

In its final version the Act incorpor- 
ates provisions from both the House and 
Senate Housing Bills and omits or modi- 
fies several financing provisions which 
life insurance spokesmen had_ termed 
unsound. 

The measure gives the Federal Hous- 
ing Administration discretionary author- 
ity to lower FHA down payment re- 
quirements from 5% on the first $9,000 
and 25% on the balance to 3% on the 
first $10,000, 15% from $10,000 to $16,000 
and 30% on the balance. Included in 
the final version was a Senate provision 
requiring the FHA Commissioner to 
take into account the national economy, 
conditions in the building industry and 
availability for funds prior to establish- 
ing the lower schedule. 

The Act increases the borrowing. au- 
thority of FNMA to $2.25 billion. Public 
Law 10, passed earlier this session, had 
authorized a ceiling of $1.6 billion. 


Voluntary Program Extended 


The Voluntary Home Mortgage Credit 
Program is extended by the Act until 
July 31, 1959. This course was strongly 
recommended by life insurance spokes- 
men. Government-insured and guaran- 
teed mortgage loans placed through 
VHMCP since it started operating more 
than two years ago totaled $270 million 
as of May 31. Although the volume of 
VHMCP loans decreased when mortgage 
interest rates rose and Congress declined 
to bring the VA interest rate into closer 
relationship with FHA and conventional 
mortgage market interest rates, after 
considerable debate the program was 
considered sufficiently useful to be con- 
tinued even if only on a standby basis. 

As finally approved the Act sets a 2% 
maximum and 1% minimum on the Fed- 
eral National Mortgage Association 
stock purchase requirement. While this 
represents no change from last year’s 
requirement, the law governing FNMA 
stock purchase requirements had _ pre- 
viously imposed no maximum. Under 
the new law, purchase of FNMA “special 
assistance” loans is set at par through 
August 6, 1958. 


Some Provisions Omitted 


Certain provisions which had _ been 
cited by American Life Convention and 
Life Insurance Association spokesmen 
during hearings on the legislation were 
omitted from the Act in its final version. 

Among these deletions of significance 
to the life insurance business was the 
rejection by the House of a proposal to 
utilize $1 billion of NSLI reserves for 
purchasing loans under a special FHA 
veterans’ preference program. Opposing 
the use of these reserves for mortgage 
lending in appearances before Senate 
and House committees, ALC and LIAA 
spokesmen pointed out that the use of 
NSLI funds for these loans offered no 
real solution to the problems of Gov- 
ernment-insured and guaranteed mort- 
gage credit. Such a provision, the life 
company spokesmen pointed out, would 
carry the risk of further inflation in the 
housing field. The ALC and LIAA urged 
the freeing of VA and FHA home loan 
interest rates from present fixed levels 
so that funds could normally find their 
way into these loans. 

Also among the proposals omitted 
from the Act was a Senate amendment 
which would have provided for a new 
program of 40-year maximum term spe- 
cial assistance loans. The amendment 
would have enlarged the scope of the 


section of the National Housing Act 
under which assistance is provided to 
persons displaced by urban renewal con- 
struction by including moderate income 
families, persons with five or more de- 
pendents, elderly persons and minorities. 

Prior to the Senate-House conference 
on the bill, the ALC and LIAA strongly 
opposed expansion of this program. The 
associations had pointed out that it 
would induce pressures for liberalization 
to a point where the Government would 
have to subsidize a still larger segment 
of the housing market. This in turn, 
they said, would create further infla- 
tionary pressure. The life associations 
said that a program of government lend- 
ing in so broad and vaguely defined an 
area would constitute an incursion into 
an area now normally served by pri- 
vate lenders. 

Proposals were discussed which would 
have ruled out discounts on government- 
insured loans. Life insurance spokes- 
men opposed such provisions on the 
ground that prohibition of discounts 
would merely add to the inflexibility of 
presently pegged VA and FHA interest 
rates and would result in fewer govern- 
ment-insured loans. The final version 
of the legislation contains a_ sharply 
modified discount provision giving dis- 
cretionary authority to the FHA to reg- 
ulate maximum discounts under certain 
conditions. 


Family Policy Introduced 
By Life Ins. Co. of Georgia 


Life of Georgia is introducing a fam- 
ily policy with a new feature called 
“triple accidental protection.” This pro- 
vision calls for payment to insured or- 
phans of three times the face amount 
of insurance on both parents in case of 
their accidental death within 90 days of 
each other. Double indemnity on the 
parents is also in the package. There is 
paid-up and extended Term on the 
father. 

The plan is sold in units and _ half 
units from one to three. A unit is 
$5,000 on the father (half whole life and 
half Term to age 65). $2,000 Term on 
the mother for any age, and $1,000 Term 
on each child. The premium reduces by 
more than half at the father’s age 65. 
There is premium waiver for the father’s 
disability before 60. 


Premium rate is based on the father’s 


age in relation to the mother’s age in 
one of three brackets. Limits are 18 
through 45 for the father and 17 for 


who can be no more than 
younger nor six years older 
father. Insurance on the 


the mother, 
14 years 
than the 





A. MAXWELL KUNIS, F.S.A. 
Consulting Actuary 
Specializing in 
Life Company Problems 
500 - 5th Ave., New York 36, N. Y. 
Telephone: LOngacre 3-1774 











Nolley Publicity Director 

J. Robert Nolley, Jr., has been named 
director of publicity for the Life Insur- 
ance Co. of Virginia, it was announced 
by Charles A. Taylor, president. 

Mr. Nolley, a graduate of Virginia 
Military Institute, joined the company’s 
staff in 1955 as editor of the employes’ 
magazine. 





mother runs to the father’s age 65. In 
case of the father’s death, coverage for 
the rest of the family becomes paid up 

Children must be under age 18 at 
issue, but are insured to 22. The num- 
ber of children does not affect the pre- 
mium rate. Between 18 and 22, while 
continuing to be covered under the pol- 
icy, children have the option to buy five 
times the amount of their coverage with- 
out evidence of insuraility. Babies be- 
come automatically covered for full ben- 
efit eight days after dav of birth. 











Now...the more life insurance you buy 
the less you pay per thousand... with 


4-DIMENSIONAL 


Premium Rates 


Lincoln National's new 4-Dimensional life insur- 
ance rates are based on age, plan, insurability, 
and amount of insurance. The more you buy, the 


less you pay per thousand. 


to help its field men. 


The 


These new 4-Dimensional premiums are another 


reason for our proud claim that LNL is geared 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 
Its Name Indicates Its Character 

















Page 16 






July 19, 1957 








Guardian Agency Asst. 





EDMUND L. SOUDER, JR. 


Edmund L. Souder, Jr. has joined the 
home office staff of Guardian Life as 
agency assistant, according to an an- 
nouncement by President John L. Cam- 
eron. 

Mr. Souder entered the insurance field 
as a field representative with Guardian’s 
Stanley B. Brooks Agency, San Fran- 
cisco. He qualified for the company’s 
Leaders Club in both 1955 and 1956, and 
was appointed brokerage manager of the 
San Francisco agency in May, 1956. 
Prior to entering the insurance business, 
Mr. Souder was a war and foreign cor- 
respondent in the Far East, and is a 
well-known lecturer in the San Francisco 
area on subjects concerning Asia. A 
graduate ot Harvard, he at one time 
served as a public relations associate of 
Gen. Claire Chennault. 

Charles Kosmak succeeds Mr. Souder 
as brokerage manager in San Francisco. 
Mr. Kosmak, a graduate of Occidental 
College, has six years’ experience in the 
Group insurance field with John Han- 
cock, and for the past year and a half 
has been associated with Aetna Life in 
San Francisco. 


Welfare Fund Book by Dept. 

The New York State Departments of 
Insurance and of Banking have placed on 
publication entitled, “Employee 
Welfare Funds Registered with the In- 
surance and Banking Departments of 
the State of New York under the Em- 
ployee Welfare Fund Act of 1956.” This 
74 page booklet lists the names and ad- 
dresses of 958 employe benefit plans reg- 
istered with these state agencies as of 
June 1, 

Copies of the booklet may be pur- 
chased for $1.00 at the New York office 
of the Insurance Department, 61 Broad- 
way, or at the office of the Banking 
Department, 270 Broadway, New York 


City. 


sale a 


Central National Names 
Baldwin Vice President 


Central National Insurance Company 
and Central National Life of Omaha an- 
nounced the appointment of Jack E 
3aldwin as vice president of the two 
companies 

Mr. Baldwin was formerly executive 
vice president and a director of the 
Southern Insurance Company and vice 
president of the Industrial Life, both of 
Dallas. Prior to this, Mr. Baldwin 
served five years as vice president of the 
Resolute Insurance Company of Hart- 
ford. He has been in the insurance field 
since 1937, serving primarily in various 
production capacities. 


Frank Rowland Consultant 
With North American Re 


A. H. McAulay, president of North 
American Reassurance Co., has an- 
nounced the appointment of Frank L. 
Rowland as management consultant. Mr. 
Rowland recently retired as managing 
director of Life Office Management 
Association after 33 years of service, 
to engage in consulting work. He re- 
cently completed a six month world tour 
visiting life companies in Hawaii, Japan, 
Manila, Bangkok, Ceylon, India and 
Mexico. His present assignment with 
the North American Re will include 
rendering advisory service to client com- 
panies in the area of office administra- 
tion. 


Some Speakers for NALU 
Detroit Meeting Sept. 15-20 


Washington—National Association of 
Life Underwriters announces some of the 
speakers for the annual convention at 
Detroit Sept. 15-20 including: 

Dudley Dowell, executive vice presi- 
dent of New York Life; Holgar J. 
Johnson, president Institute of Life In- 
surance; Ralph Engelsman, well known 
New York life insurance man and co- 
editor of the life insurance newsletter 
“Probe.”; Dr. Stanley F. Teele, dean 
Graduate School of Business of Harvard; 
C. Hamilton Moses, Little Rock lawyer, 
retired chairman Arkansas Power & 
Light Co.; Robert Osler, editor the In- 
surance Salesman; Umberto A. Palo of 
New Jersey, Prudential agent who tells 
how he made records in selling. 


Convention Commemorates 


Historic Plane Flight 

The dedication of a bronze plaque on 
Roosevelt Field, Long Island, commemo- 
rating Charles A. Lindbergh’s historic 
flight to Paris May 20, 1927, will high- 
light the national convention of Wood- 
men of the World Life Society in New 
York July 22-25. More than 800 per- 
sons will attend. Lt. Gen. Albert C. 
Wedemeyer (U.S.A. Ret.), former Dep- 
uty Chief of Staff and Far East Ambas- 
sador, will be principal speaker at the 
dedication July 24. E. E. “Blue” Howell 
of Omaha, Woodmen boys’ national ac- 
tivities director, will be marshall of the 
tour to the airfield. 

Howard M. Lundgren, Woodmen pres- 
ident, Omaha, will preside at the cere- 
monies at which the U. S. First Air 
Force Band will play. The Mitchel Air 
Base Color Guard will present the col- 
ors. Abe Stark, New York City Council 
President, will welcome the Woodmen 
at the opening convention session Mon- 
day. President Lundgren will introduce 
Former Georgia Governor, E. D. Rivers, 
chairman of the board of directors, who 
will make the keynote address. 

Field Manager T. E. Newton will pre- 
side Monday afternoon at a meeting of 
over 125 prize-winning. field men. Thir- 
ty-eight state managers will also attend. 





LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N.Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 











Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 











Union Central Life Appoints Two Actuaries 


W. GILBERT COOK 


Union Central Life has appointed W. 
Gilbert Cook Group actuary. A Fellow 
of the Society of Actuaries, he was as- 
sociate actuary of Lincoln National Life. 
Graduate of Williams College, he did 
graduate work at Cornell and Rutgers 
and had previously been with Metro- 
politan Life and Reliance. 





REA B. HAYES 


The company has also appointed Rea 
B. Hayes assistant actuary. He 
to Union Central from Volunteer State 
Life where he had been actuary. Native 
of Canada, he graduated from Univer- 
sity of Toronto and had been actuary 
of a Canadian company for four years 
before coming to the United States. 


comes 





Great-West Life Opens 
Two District Offices 


Great-West Life announced the open- 
ing of a district office in Medford, Ore- 
gon, under its Portland branch, and a 
district office in Wenatchee, Washington, 
under its Spokane branch. 








General Agency opportunities available! 


When you need a little extra on the 
ball, something that is distinctly dif- 
ferent, something that strikes out your 
competition — call Postal! 


Our Ordinary and Group plans are 
flexible, can be issued to meet those 
“different” cases that require special 
handling, often liberal underwriting. 





Postal Life of New York 


R. H. Organ has been appointed dis- 
trict manager at Medford, and L. F. 
Rued has been named district manager 
at Wenatchee. 

Mr. Organ joined the Portland branch 
early this year as a representative in 
Medford. Mr. Rued joined the company 
in 1955 as Wenatchee representative of 
the Spokane branch. 


When you need a “‘different’’ pitch —try Postal! 


Our contracts for Brokers are unusu- 
ally liberal — no minimums, no penal- 
ties. Your renewals are fully vested. 
You can qualify for our free Group 
insurance and continuous service fees! 
Single case contracts, too! 


Contact one of our General Agents 
today! 





GEORGE KOLODNY, President * 511 FIFTH AVE., N. Y. 17, N. Y. 
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Construction of Vermont’s largest office building, the new home office of National 
Life, Montpelier, is scheduled to start this fall. The five-story, 450-foot long building, 
with space of 290,000 square feet, will be able to house a thousand employes, nearly 
double the company’s current staff. The two-story annex at the left will house the 
main entrance, lounge and cafeteria. The new building will be located on a wooded 
bluff facing the state capitol and overlooking a section of the proposed federal 
throughway. National Life’s present home office has been bought by the State of 
Vermont for office use. The company has bought an area of nearly 350 acres for its 
new home office site and for a proposed residential section. The Boston architec- 
tural firm of Hoyle, Doran & Berry, designed the new building. General contractor 
is Gilbane Building Company, Providence, R. I. 


London Life Has Passed 
$4 Billion in Force 


The London Life passed the $ billion 
mark in life insurance in force at the 


New Program Presented to 
First Colony Managers 


An entirely new program for recruit- 
ing, training and financing was _ pre- 
sented to the First Colony Life agency 
managers during meetings held in the 
home office city, Lynchburg, Va. Roy 
A. Foan, vice president and director of 
agencies presided at the daytime ses- 
held the Virginian 


end of June. This amount does not in- 
clude annuities or business reinsured 
with other companies. Well over $234 
billion is Ordinary insurance, while 
Group life amounts to more than $650 
million, and Industrial exceeds $550 mil- 
lion. The company’s total life insurance 
in force has virtually tripled in the last 
ten years. 

The London Life has 84 agency offices 
and some 1,400 field representatives, all 
of them in Canada. In addition to life 
insurance, this company issues Group 
sickness and 


sions recently at 
Hotel. 

Throughout the day various phases of 
the completely new program were out- 
lined by Vice President Foan and other 
members of his staff. James L. Carter, 
vice president and treasurer discussed 
the financing plan for prospective new 
insurance, and 


agents accident 

The new family plan policy and a new = @nnuities. 
competitive whole life policy with pre- a7 
miums graduated by amount, was intro- 


duced to the gathering for the first time. 


Bankers of Iowa Meeting 

One hundred sixty-two salesmen of 
Bankers Life, Des Moines, have qualified 
for the 1956-57 President’s Club, the 
company’s top honor sales organization 

Membership in the club was achieved 
by meeting specific sales requirements 
over a 12-month period. 


A report on the current direct mail, 
newspaper and success being experienced 
with the trade journal advertising cam- 
paign featuring the theme “The Man 
From First Colony” was given by Jay 
Seibel, advertising-public di- 
rector. 


relations 



















MONEY-MAKING PROPOSAL 
FOR 


GENERAL AGENTS 
LIFE* ACCIDENT and SICKNESS 
HOSPITALIZATION » GROUP 


PENNSYLVANIA * OHIO « ILLINOIS 
INDIANA * MARYLAND » DELAWARE 
KENTUCKY * TENNESSEE * ARKANSAS 
LOUISIANA + MISSISSIPPI ° FLORIDA 
MINNESOTA ° VIRGINIA °¢ MICHIGAN 








LI.C.A. offers a com- 
th unusual selling fea- 
uw can get your teeth 


MORE COMPETITIVE... + 
plete portfolio — policies filled wi 
tures... loaded with advantages yo 


into — and really S-E-L-L! 
MORE MERCHAND! 
i am, 
hitting, sales producing progr 
Everything furnished to you without charge. 
MORE ADVERTISING .- - he 
sales potential through local advertising, 
quality-lead programs. "o é 
This is truly : 
MONEY FOR YOU... is : 2 
rite floor” situation. L.1.C.A.’s “anon building pro .* 
poste spells O-P-P-O-R-T-U-N-I-T-Y for you: 
WIRE OR PHONE COLLECT 


President in Charge of Sales 


SING... We offer a hard- 
from “mail to sale”. 


We help you develop 
direct mail, 
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LEADS PACIFIC MUTUAL 
Robert P. DeOrsey, Washington, D. C 
has led the national field 
Mutual 


ing the past fiscal year 


Financial World Award 


The Merit Award for distinguished 
achievement in annual reporting was" 
awarded to Pan-American Life of New fie 
Orleans by Financial World, national 
weekly financial magazine. This is the 
sixth time that Pan-American has won 
this award. 


staff of Paci 


Life in new production ¢ 


R. L. Hindermann, vice president, pub The report was judged a 12 the 
lic relations of Pan-American Life, re- most modern from the stan Ipoint of 
ported ee weg pens Be annual re- content, typography and format and was 
ort was judge ry ndepe - ane : 1 “ec ve ] 

I Judged by an independent panel given the award “in recognition of the 


of judges and was selected from some 
5,000 annual reports examined during 
1957. 


(Pan-American’s) 1956 


report to shareholders.” 


excellence of its 


annual 











Mr. Foan presented each of the agency 
managers with one of the new briefcase 
selling kits, fitted with the new sales 
training procedures, selling visuals, forms 
and other material. 

First Colony Life is now licensed in 
Virginia, Delaware and the District of 
Columbia. 





Pacific Mutual Promotions 


Richard L. Richards has been named 
superintendent, field service division of 
Pacific Mutual Life’s Group department. 
Formerly a supervisor for new business, 
Mr. Richards will now assume responsi- 
bility for liaison between the home office 
and Group insurance representatives 
operating throughout 42 states, Hawaii, 
and the District of Columbia. 

Other promotions within the Pacific 
Mutual Group department announced at 
the same time included Richard H. Hei- 
man from supervisor to superintendent, 
underwriting division, Arthur L. Addie 
and Myrtle L. Betts to assistant super- 
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Union Mutual Life’s Agency Conference 


New Sales Tools and Equipment Revealed to Field; President 
Irish Heads Home Office Group at Meeting; 
Staff Officers Advanced 


Portland, Me.—A restatement of the 
company slogan “Service Is Our Most 
Important Product” was the theme which 
sparked Union Mutual Life’s recent bi- 
ennial 4-day sales conference. Over 300 
agents, managers and their wives gath- 
1 at the Wentworth Hotel in Ports- 


ered 
mouth, N. H. to exchange ideas, view 
and learn 


new and competitive sales tools 
how the country’s 8th oldest life insur- 
ance company plans to meet the chal- 
lenging days ahead. , 

Highlighting a number of 
announcements made at this 
was news that company’s current 
goal—“$750 Million in Force By ’58” has 
already been surpassed. President Rol- 
land E. Irish was presented with a rep- 
lica of the “750 by ’58” symbol and in- 
formed of the achievement by Vice 
Presidents John R. Carnochan, Alfred 
W. Perkins and Robert C. Russ. No 
production goal was formally set up for 
the future, but both the field force and 
members of the agency department and 
the sickness, accident and Group depart- 
ment are determined to put a_ billion 
dollars worth of insurance in force be- 
fore the next conference. 

New tools of interest to the field in- 
clude the creation of a new life manual, 
an Abridged Life Rate Book Supplement 
covering 10-year level term riders now 
being written, a new simplified applica- 
tion form which is to be introduced in 
the near future, a new Direct Mail Kit, 
a new Non-Can Coverage which pro- 
vides disability protection to age 65, a 
new Key Man Non-Can sales kit, and 
a newly published Sample Book of all 
Union Mutual sales material which will 
be placed in every agency. 


Staff Promotions 


important 
meeting 
sales 


President Irish announced the follow- 


ing new appointments and changes in 
company organization: Samuel P. Bri- 
migion, Jr., manager of agencies, West- 


ern Division, has been elected a second 
vice president, effective September 1. 
He will return to the home office to 
assist John R. Carnochan, agency vice 
president. Carl N. Honer, supervisor of 
the Policy Issue Department, and Wil- 
lard R. Moulton, chief underwriter of the 
S. & A. department, have been elected 
assistant secretaries. The company’s serv- 
ice facilities are to be improved through 
the creation of a Policyowners’ Service 
Department, which will be headed up 
by James H. Flynn, who has also been 





promoted to assistant secretary. The 
company’s underwriting activities, which 
have previously been divided into sep- 


and S & A departments will 
consolidated into one 


arate life 
henceforth be 


group under the supervision of Henry 
J. Southern, Jr., vice president 
Of interest to the field, and particu 


members of the 
newly organized President’s Club, the 
company’s top production group, was 
word that the President’s Club award for 
"57 — be made at a meeting at Wil- 
liamsburg, Va., next May. 

Vice Pre sident Alfred W. Perkins un- 
veiled a new, comprehensive major medi- 
cal Group policy which will replace an 
existing hospitalization and surgical ben- 
efit program. 

Agency Vice 
chan reaffirmed the 
company’s slogan in his talk “Service 
Is a Polygon.” He said, “I think a 
frank discussion on f 


larly to the charter 


President John R. Carno 
importance of the 


some of the many 
angles and sides of today’s polygon in 
the life insurance business is both timely 
and of i importance to all of us. If we can 
look at the issues objectively, decide on 
those we should support and then join 
together in a united effort to move 
ahead, we should avoid much of the con 
fusion that seems to be affecting so 


many companies and individuals today.” 


He detailed the issues as follows: 
“This year, with the public better 
equipped economically to buy insurance 
and more willing to invest in life in- 
surance than ever before in our history; 
with sales of all our lines at an all-time 
high, a number of companies are engaged 
among themselves in the most intensive 
competition for business we have ever 
seen. During an era when the public 
is able and willing to buy our product 
at established premium rates, compantes 
are vying to outdo each other in cut- 
ting rates, heedless of the dangerovs 
implications for the future that might 
attach themselves to such action. In 
times when the public has a better ac- 
ceptance of the service rendered by the 
life underwriter than ever before, some 
of our most respected companies are 
abandoning the very principles that have 
built up this public acceptance to com- 
pete for more and more manpower. The 
implication of all this is that a contin- 


uance of such activities can lead to a 
loss of our hard-earned public confi- 
dence and disillusionment among. the 


good men representing these companies.” 
Features of Conference 

The Wentworth Conference opened 
with a dinner for the two top produc- 
tion clubs. Seated at the head table 
with President Irish were the 18 charter 
members of the President’s Club and 
directly below, the 42 men who qualified 
for the Distinguished Service Club. 

At the opening business session the 
following morning a group of five execu- 
tives from the home office spoke on 
“Five Areas of Service.” Administra- 
tive Vice President Stephen W. Johnson 
discussed electronic data processing ma- 
chines and their use in the life insur- 
ance industry. He described the steps 
necessary to convert to this type of 
equipment and pointed out that while 
Union Mutual was not yet actively 
studying the feasibility of installing a 
computer, it is keeping abreast of de- 
velopments in the field. 

Robert C. Russ, vice president in 
charge of Group sales, discussed current 
trends in the business, including high 
limit Group, cash and paid-up values, 
credit insurance, Group Accident & Sick- 
ness Weekly Benefits, and Group Hos- 
pitalization and Surgical Benefits. He 
pointed up the growth of the Group de- 
partment since the last conference and 
discussed what is in the works for the 
future. He advised the fieldmen present 
to rely on the assistance of Union Mu- 
tual’s 13 Group field representatives and 
to utilize all Group sales made as a 
springboard for sales of personal in- 
surance. 

Perkins on Outlook 


Alfred W. Perkins, vice 
charge of the Group, Sickness & Acci- 
dent and Claim Departments, discussed 
new trends in the sickness and accident 
business. He stated that in his opinion 
the era of commercial business is aout 


president in 


ended due to FTC investigation and 
changed state laws. Union Mutual, for 
some time, has emphasized its non- 


cancellable, guaranteed renewable cov- 
erages and this year ceased taking com- 
mercial business entirely. He went on 
to discuss the possibility that surrend>r 
values may be the next new step now 
that companies have started to writ 
long Term to 65 contracts. He discussed 
the tremendous pressure on A & H com- 
panies to provide some sort of reim- 
bursement coverage for those over age 
65. If this can’t be done, in his opinion 
government intervention is quite pro’) 
able. As an alternative to government 
intervention he mentioned the possibility 
of a paid-up hospital policy, a policy 
which is paid for during the working 
years of life with benefits available after 





New York Life Appoints 


Training Supervisors 

William H. Creamer, 3rd, and John 

Huber, 3rd, formerly associated with 
New York Life in the Philadelphia area, 
have been appointed training supervisors 
in the company’s home office. Both will 
supervise training activities for the com- 
pany’s Middle Atlantic division. 

Creamer, native of Narbeth, Pa 
joined the company in 1951 as an agent 
in the Philadelphia general office. He 
later served in the Delchester office in 
Upper Darby and was appointed sales 
supervisor for the Middle Atlantic divi- 
sion in 1956. He graduated from Villa- 
nova University in 1951. 

Mr. Huber joined New York Life in 
1952 as an agent in the Philadelphia 
general office. He later served in the 
Delchester office and in the Mayfair 
office in Philadelphia. In 1956 he was 
named assistant manager in charge of 
the company’s Norristown sales office. 
Mr. Huber is a graduate of Temple 
University. 





retirement. He then went on to discuss 
the forgotten groups in major medical 
underwriting—those families with in- 
comes either under $6,000 a year or over 
$25,000. As his final thought he cau- 
tioned about the possibility that rate 
regulation may not be t»o far off in the 
\ & H business. Needed is the vigorous 
opposition on the part of all agents and 
managers to any move at intervention 
in this field and consequent regulation 
of allowable commissions. 


Some Other Speakers 

William L. Barber, actuary, talked on 
the close triangular relationship which 
must exist between the field, the agency 
department and the actuarial depart- 
ment if service is to be top quality. He 
reviewed the changes accomplished by 
the actuarial department in the past 
year and pointed out the new 10-Year 
Level Term Rider which has just been 
introduced. Also new is a completely re- 
vised life manual. Coming is a new and 
simplified life application which will en- 
able agents to make less demanding and 
smoother closings. Other subjects cov- 
ered included Family Policies. Write- 
Down in Age for Females, Quantity 
Discount policies and other elements in 
the fringe benefit area. 

Director of Agencies B. Richard 
Markham discussed the fifth area of serv- 
ice, which is sales. “Increased distribu- 
tion of our product is vital to the finan- 
cial health of our policyowners and 
potential policyowners. It is vital to the 
financial health of the company, and it is 
vital, of course, to the financial health 
of you, the agent.” He went on to men- 
tion the factors involved in good sales 
service—an expanding market, quality 
training and up-to-date sales material. 

Succeeding business sessions of the 
conference were conducted by Michael 
J. Denda, resident vice president in New 


York and man: ager of the company’s 
New York Midtown Agency, and Robh- 
ert C. Webb, director of agencies, Mid- 


West division. Receiving special recog- 
nition was the company’s Saginaw 
agency, managed by Herbert R. Schnet- 
tler and Aarol W. Trish. Saginaw 
earned the President’s Scroll, the com- 
pany’s highest agency Award, durine 
1956. 

Keynote speaker for the president’s 


dinner was Dr. Charles F. Phillips, presi- 
dent of Bates College and a member of 
Union Mutual’s board of directors. Dr. 
Phillips spoke on the American economy, 
the contributions of the life insurance 
industry to this economy and the chal- 
lenging opportunities to increase this 
contribution. “Our population is growing 
rapidly and the average family is not 
adequately protected. We may make a 
real contribution to the public good 
through finding new ways to carry the 
message of life insurance to those who 
need it, and to increase family protec 
tion to adequate levels,” he said. 

Charles T. Kingston, Jr., manager at 
Hartford and a top producer in both 
life and non-can, spoke on “Serve More 
and Sell More,” 





APPOINT J. M. HOWARD 
James M. Howard has been appointed 
director of the preferred management 
division of National Bankers Life of 
Dallas, it was announced by President 
Lester F. Hall. Mr. Howard has been 
in the insurance business 11 years, with 
wide experience in all phases. He at- 
tended the University of Texas and 
served three years in the Air Force. 
Mr. Howard will work under the im- 
mediate supervision of Agency Vice- 
President E. A. Lange, Jr., in the build- 
ing of the company’s agency force. 





WAYTTMLY ATR AL EAT 
Benefit 
Life Man 
{ 





planning 
does more 


than hard 
selling.” 


It’s the first thing Mutual Benefit 
Life men learn—that clients buy 
while 





well planned life insurance 
unplanned “ready-to-wear” 
insurance has to be sold, hard! 
That’s why Mutual Benefit Life’s 
intensive Home Office training 
programs are so popular, and why 
graduates like Allen H. Stoecker 
of Newark, N. J., find success 
more quickly. The ability to give 
sound, helpful service creates more 
clients than attempting to sell 

an unwilling prospect. 





The Mutual Benefit Life 
Insurance Company, Newark, N. J. 
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SAUL S. VORT NEW PRES. 





Prudential Manager in Newark Heads 


General Agents & Managers Assn. 
of N. J.; His 40-Year Career 


Saul S. Vort, manager of The Pru- 
dential’s brokerage agency at 744 Broad 
Street, Newark, has been elected presi- 
dent of the Life Insurance General 
Agents and Managers Association of 
New Jersey for the 1957-58 term, suc- 
ceeding Paul L. Guibord, general agent, 


SAUL’ S. VORT 


Mutual Benefit Life. Elected to vice 
president of the organization was Verne 
Phillips, Occidental Life manager in 
Newark, and to secretary-treasurer, Wil- 
liam Crouse, general agent, Fidelity Mu- 
tual Life. 

Mr. Vort, one of Newark’s most active 
life managers, is a past president of the 
local Life Underwriters Association and 
the local Life Supervisors Association. 
He is currently vice president of the 
Accident and Sickness group in Newark, 
a member of Newark Rotary and the 
Downtown Club. 

Mr. Vort completed 40 years’ service 
with The Prudential last October 2. He 
spent his first 12 years in the home office 
followed by many years of managerial 
activity in the field including several 
vears as agency manager in downtown 
New York. He assumed his present post 
in 1952 and in five years’ time his agency 
has won two citations for all around ex- 
cellence of performance and the Presi- 
dent’s brokerage trophy in 1956. 


Equitable Life of Iowa 


Sets Production Record 


New paid production for the first six 
months of 1957 by Equitable Life of 
Iowa set an all-time high with $87,244,- 
333, a gain of 15.7% over the corre- 
sponding period in 1956, 

Production for the month of June was 
$13,106,956, representing the largest June 
in the company’s 90-year history. This 
continued the unbroken record wherein 
production during each of the first six 
months of this year established a new 
all- time record for that month. 

Life insurance in force at the end of 
June increased to a record total of 
$1,535,000,951. 


Increase Discount Rate 


On Advance Premiums 


Life Insurance Company of Virginia 
has announced that discount rates on 
premiums paid in advance will be in- 
creased from 2%% to 3%, effective July 
15, Other liberalization in rules applic- 
able to discounted premiums were also 
announced, 








Members of the awards committee are: 


Mass. Mutual Life Names 


Suggestion Committee 
Simmons, assistant Serecarseeed 
at Masuahuanates Mutual Life, 
named chairman of the —— any’ ‘s. sug- 


president and financial secretary; 


Secretary Robert Pease. 

Other members of the committee are: 
vice-chairman, Philip F. Jones, manager 
of the valuation department; 
i i director of agency 


reviews ide: as for improvements in pro- 
cedures submitted by 
gestions approved by this Sounaieeas 
recommended to the 
which reviews the recommendations and 


awards ponds 


Group accounting aie artment; ‘and Rich- 
, claim department. 













Professional 





Overhead 


Coverage 





Guardian is adding to its complete 


-line of quality A & H coverages a new 


PROFESSIONAL OVERHEAD 
DISABILITY POLICY 


(Now available in most states) 


® providing first-day benefits on 
disabilities lasting thirty days or more 


® participating 
®@ low gross premiums 


Example: Doctor in independent practice — age 40 
$500 a month protection. Annual Premium — $112.00 


Call your Guardian manager for complete information, or write 
The GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company—Established 1860 


50 Union Square—New York 3, N. Y. 





Occidental Life Secretary 





CLAUD S. GILLESPIE 


Claud S. Gillespie was elected secre- 
tary of Occidental Life of California ac- 
cording to an announcement by Presi- 
dent Horace W. Brower. Mr. Gillespie 
relinquishes his position as assistant vice 
president to assume the secretarial duties 
of the company following the retirement 
of Vice President and Secretary Howard 
3race. Mr. Brace retired June 30 after 
being associated with Occidental for 33 
years. 

Elected assistant vice president in 1953, 
Mr. Gillespie was named executive as- 
sistant to Vice President and Secretary 
Brace early in 1956. Prior to this, Mr. 
Gillespie has been administrative hez ad of 
the life and accident and sickness under- 
— eg cb of the company. 

Mr. Gillespie joined Occidental in 1937 
after serving as an underwriter for five 
years with another company. He was 
named assistant manager of the life un- 
derwriting department in 1947 and de- 
partment manager the following year. In 
= _ was promoted to assistant sec- 
retary and then assistant vice president 
two saan later. : 

He is a graduate of the University of 
Nebraska and served in the Army dur 


ing World War IT. 


Clifford L. Lundgren Named 
Detroit Ass’n President 


Clifford L. Lundgren, CLU, agency 
manager for Equitable Life Assurance 
Society in Detroit has been elected 
president of the Detroit Life Under- 
writers Association. Serving with Mr 
Lundgren for the coming year are Carl 
E. Moody, first vice president; Frank 
W. Howland, CLU, second vice presi- 
dent; Clare E. Cronkright, CLU, secre- 
tary; Russell F. Mathews, CLU, treas- 
urer. Also serving with these officers as 
directors are Louis P. Gepford, CLU; 
E. Joseph Gryson, CLU; Austin A. 
Kanter, CLU; Don C. Kent, CLU; Wil- 
liam H. Klingbeil ; Donald F. Lau, C LU; 
Florence E. Lorf; E. A. Meyers, CLU; 
John W. Paige, CLU ; Joseph B. Davis, 
CLU, national committeeman, and Dar- 
rell R. Couey, CLU, chairman of Council 
of Field Underwriters. 


Joins Canada Life Board 


J. Roy Gordon of New York City has 
been elected to the board of directors 
of Canada Life. He is executive vice 
president of International Nickel Com- 
pany of Canada, Limited. 
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Prudential Leads In 
Newspaper Advertising 


INSTITUTE OF ‘LIFE INS. 3RD. 


American ee " Publishers Assn. 
Survey for 1956 Places Allstate 


Insurance Co. 2nd 


Results of the newspaper ad- 
tion by American News- 
paper Assn. for 1956 
that The Prudential was the largest ad- 
vertiser groups with a 
advertising 
ice, an increase af 5 over the 
$1.415,597 spent in 1955. This increase 
put the company in 45th place among all 
newspaper advertisers compared with 
lace a year earlier. 

ate Insurance Co., Skokie,  IIl. 
neipal business automobile insur- 
ice), was second with expenditures last 
F $1,271,224, a gain of 40.8% from 
its 1955 figure of $903,096 placing it in 


85th position in ANPA 


Chicago 
vertising compila 


Publishers show 


among insurance 


total of $2,203,603 spent for 
ss 7 








records of the 





top 100 advertisers. 
Institute of Life Insurance was in third 
expenditures last year of 
for newspaper advertising alone 
compar ed with $1,102,294 in 1955. This 
was an ‘rease of only 64% whicl 
dropped the Institute to 97th position 
from the 88th rank it held previously. 
Other Advertisers 
\llstate’s increase in newspaper adver 
tising expenditures put it in top place 


nk advertisers 
ide Insurance Co., Columbus, 
with $778,174. Other 
nsurance advertisers, in the order of 
their expenditures, are as follows: (3rd) 

Kemper Approved Insurance Advisors 
$332,194; (4th)—Liberty Mutual Insur- 
auce Co., $290,812; (S5th)—North America 
Cos., $263,837; (6th)—Farmers Insurance 
Group, $143,686; (7th)—State Farm Mu- 
tual Automobile Insurance Co., $94,979; 
(8th)—National Board of Fire Under- 
$91,779; (9th)—Harleysville Mu- 
tual Casualty Co., $79,405; (10th)—Mich- 
igan Mutual Liability Co., $76,511; (11th) 

Pennsylvania Threshermens, $56,283; 
(12th)—Atlantic Insurance $56,120; 
(13th)—Safeco Insurance Co., $47,230; 
(14th)—Continental Casualty Co., $45,- 
427: (15th)—Utica Mutual Insurance Co., 


m-life insurance 


was second 





writers, 


Cos. 





$42,712: (16th)—General Insurance Co. 
of America, $31,172; (17th)—Pacific Em- 
ployers Insurance Co., $29,091. 

The ANPA report also listed adver- 
tising expenditures of the Blue Cross- 
Blue Shield ot nizations Largest 
pender in thi is category was the Asso- 
iated Hospital Service of New York, 

hich devoted $249,187 to newspaper ad- 








*T in 1956. Ten other Blue 
Cr Id pl ans were listed, their 
1956 - advertising expenditures 
rangi! $97,526 for Texas down 
to the $32, f Connecticut Blue Cross 
only. 


Geo. J. Wolf Sales Manager 


Of Heritage Securities 


Columbus, Ohio—George J. Wolf, for- 








merly director of personal insurance 
sales for Nationwide Insurance, has 
been named sales manager of Heritage 
Secu S, Inc., an associate company of 
Nationwide Heritage is distributor of 


shares in “Mutual Income Foundation, 


an open-end common stock investment 
trust which is being marketed through 
the Nationwide agency force. 

Mr. Wolf has been with Nationwide 
since 1942 when he joined the com- 
panies as a local agent in Athens Coun- 
ty, Ohio. He has since’ held a number 


of supery 1isory 


person. il in 


positions. As director of 
surance sales he headed the 


successful campaign last year when Na- 
tionwide Life Insurance reached $1 bil- 
lion of insurance in force 


CANADA LIFE MANAGER 
Robert B. Edwards has been ap ypointed 
manager of a new branch of Canada Life 
in Albuquerque, New Mexico. 


Dates for State Meetings, 
Life Underwriters, GAMC 


The dates for the state-wide meetings 
of New York State poses of Life Un- 
derwriters have been set by the execu- 
tive committee as follows: 

The New York State Association of 
Life Underwriters’ fall meeting will be 
held November 14-15, 1957 at the Hotel 
Van Curler, Schenectady, N. Y. 

The General Agents and 
Conference wiil be held February 
1958 at the Gideon-Putnam Hotel, 
toga Springs, N. Y. 


Managers 
= 15, 


Sara- 


David F. Whorf Promoted 
By Union Mutual Life 


John R. Carnochan, vice president of 
the agency department, Union Mutual 
Life, has announced the promotion of 
David F. Whorf from = mz inagement 


trainee to home office field supervisor. 
\ native of Boston, Mr. Whorf gradu- 


ated cum laude from Amherst Colle<e, 
with an A.B. degree, in 1950. He then 
joined the Marine Corps Inactive Re- 


serve, serving three years as intelligence 
officer for the Central Intelligence 
\gency, after which he became an active 
member of the Army Counter Intelli- 
gence Corps as special agent. He served 
two years in the latter capacity, 
ington, D. C. 


in Wash- 









THE EXECUTIVE SPECIAL 
$25,000 minimum 

Extra low premium — high values 
ANICO CO-OP PENSION PLAN 


Designed and priced for the 
small employee group 


BROKERAGE CONTRACTS 
SURPLUS LINE CONTRACTS 
BROKERAGE AGENCY 

CONTRACTS 


Our contract is the best in its line 
Our insurance plans are super 
competitive 
We can prove the points! 


(See information instructions at the 
bottom of this advertisement! 


OTHER EXAMPLES OF 


ANICO SALES LEADERS 


Equitable of N. Y. Half Year 


Ordinary insurance in force as of June 
30, 1957 for Equitable Society totalled 
$12,407,711,303, while Group life insur- 
ance in force climbed to $16,517,670,951 
for a combined total of $28,925,382,254, 
the highest in Equitable’s history. Bene- 
fit payments to policyholders also estab- 
amounting 


lished a new Society record 


to $361,873,670. 


Biggest Paid-for Month for 
Meyers-Crisona Agency 


The Meyers-Crisona Agency, Inc., of 
Jamaica, L. I., general agents of Con- 
tinental Assurance, reached the million 
dollar class in June by paying for 
$1,100,009. This is the largest month to 
date in the history of this agency which 
completed its 11th year as Continental 
general agents in May. Since inception 
Meyers-Crisona has built up total in- 
surance in force of over $30,500,000 as of 
last December 31, a creditable record. 

Harry Meyers, president, and George 
J. Crisona, secretary-treasurer of the 
agency, gratified by the June paid-for 
score, give full credit to their broker and 
agent friends on the Island, saying: 
“This performance is the result of their 
splendid cooperation.” 
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BROKERAGE? 
YES SIR! 




































JUMPING JUVENILE W. L. 
5 for 1 at 21. Insured can get all 
premiums at 65 plus a profit if 
desired. 







Complete Sub-Standard consideration. 
Franchise. Bank Draft. Non-Medical. 






Openings everywhere in territory for 
REPRESENTATIVES, BROKERS, SPECIAL BROKERS 
Inquiries about these or other openings for 
those with special qualifications and experience will receive 
prompt attention and answer. For information address: 


COORDINATOR OF SALES 


AMERICAN NATIONAL 
INSURANCE Co. 


GALVESTON, TEXAS 





OVER : 3 BILLIONS 
762 MILLIONS IN FORCE 





HEARD On The WAY 














“Life Insur- 
written by Joseph B. MacLean, 
published by McGraw-Hill 
Book Co., Ltd. He is a former presi- 
dent of the Actuarial Society of America 
and former vice president and chief ac- 
tuary of Mutual of New York. 

It is the general opinion of life insur- 
ance executives that MacLean’s book is 


The eighth edition of 
ance,” 


has been 


Blank & Stoller 
MacLEAN 


JOSEPH B. 


the ablest which has been written in 
describing the principles and practices 
of sound life insurance and it gives a 
splendid conception of the business as 
a whole. It is used as a textbook in all 


colleges and universities which teach 
life insurance os its circulation .has 
been considerably larger than any book 


describing life insurance itself. 

Since his retirement Mr. MacLean has 
made his home in Yarmouthport, Cape 
Cod, and has been doing independent 
actuarial consultant work. He has re- 
turned home from a hospital following 
a recent illness. 

Leo Goodwin, president and_ board 
chairman of Government Employes In- 
surance Co., has signed a contract for 
the construction of a $5,000,000 office 
building to be located on a 28-acre site 
at Wisconsin and Western Avenues in 
the national capital. Building contract 
has been awarded to Turner Construc- 
tion Co. Vincent G. Kling of Philadel- 
phia is the architect. 


New building will be four stories tall, 
constructed of reinforced concrete and 
will be faced with colored porcelain 


enamel panels and tinted glass. Work will 
be completed early in summer of 1959. 

The New York Times covered the 
waterfront of economics trend with the 
following headline: 

“Business is Going This ’N Thataway 
—Conflicting Signs Mark Path of Econ- 
omy and Bemuse the Trend-Detectors— 
Over-all, It’s a Boom—But Rate of Rise 
has Slowed, Factory Jobs are Down, 
Key Industries Lag.” 

Uncle Francis 


Named Editor of Pulse 


Richard J. Farrell has been named 
editor of Pulse, a field publication of 
Occidental Life of California, according 
to H. Dixon Trueblood, vice president i in 
charge of public relations and advertis- 
ing. 

Mr. Farrell, who joined Occidental in 
April of 1956, has been acting editor of 
the publication since November. 
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Travelers New Branch 





C. CABELL HANCOCK, JR. 
The Travelers Insurance Companies 
have opened a new branch office at Nor- 
folk, Va. The will be a direct 
reporting office for life, and 
health lines. The office will replace an 
agency office which has been located at 


office 
accident 


the same address. 

In a statement made in Hartford, M. 
T. Wilson, stated that 
the change is being made as the result 


vice president, 
of rapidly expanding business in this area 
and to better serve the agents, their cli- 
ents, and the general insuring public. 

Cabell Han- 
accident and 
B. Jordan, 


include C. 
life, 
Edward 


Resident men 


cock, Jr., manager, 
health department; 
district adjuster, claim department, and 
Ak. 


gineering and loss control division. 


Hollomon, resident engineer, en- 
The 
following lines will continue to be serv- 
iced through Richmond, Va., and Char- 
lotte, N. C. 
fidelity and surety, fire and marine lines. 

Mr. Hancock joined The Travelers in 
1947 as a field supervisor at Richmond. 
His insurance interrupted 
when he entered the Army for two years 
during the Conflict. Upon his 
return, he was reappointed field super- 
visor at Richmond in 1952 and was pro- 
assistant manager there the 
In 1956, he went to the 
Norfolk branch office. He at- 
tended Virginia Polytechnical Institute 
and is a veteran of three years’ service 
with the Army in World War II and 
was separated from active duty as a 
captain. 


They are Group, casualty, 


career Was 


Korean 


moted to 
following year. 
agency 


Franklin Stockholders to 
Vote on Capital Revisions 


Chas. E. Becker, president, Franklin 
Life, announces that a special meeting 
of stockholders will be held August 12 
to effect certain revisions in capital 
structure preparatory to consummation 
of a program involving the payment of a 
50% stock dividend. The board of direc- 
tors, he says, also proposes to initiate 
payment of a 5% annual stock dividend 
in addition to cash dividends after this 
year. “This will not effect the company’s 


traditional policy of substantial stock 
distributions from time to time.” 
President Becker also reported this 


week that new sales by Franklin Life 
during the first half of 1957 reached an 
all-time high of $329 million. Premium 
income increased nearly 10%; mortality 
was 32.2% of actual to expected; invest- 
ment income reflected an expansion of 
17.1%, and outstanding insurance as of 


June 30 exceeded $2,550,000,000. 


Group Will Not Displace 
Ordinary, Says H. S. Beers 


Henry S. Beers, president, Aetna Life, 
in a regional talk at Lake Placid decried 
the belief that legislation is needed to 
stop growth of Group insurance “before 
it crowds the Ordinary business out of 


existence.” He deplored the view pic- 
turing the risk of Group as a manifesta- 
tion of “the cancerous growth of mass 
selling.” Asserting his strong belief in 


low maximum limits of Group life he 
regretted that “high limits are becom- 
ing more popular and are being de- 
manded by Group insurance purchasers.” 
He pointed out, however, that his rea- 
sons for favoring low Group life limits 
does not include a belief that “the field 
of Ordinary sales needs to be protected 
by legislation or other mandatory rule 
against the competition of life insur- 
ance. Group insurance and Ordinary 
insurance are complementary,” he con- 
tinued. “The popularity of one does not 
detract from the popularity of the other.” 


GREAT-WEST NAMES TRUMBULL 

Great-West Life 
appointment of W. M. 
district manag 





has announced the 

Trumbull as 
+r at Klamath Falls, Ore- 
under the 


Mr. 


branch 


gon, 


Portland 
Trumbull joined the Port- 


company’s 
branch. 
1. 

land last year as a representa- 
tive in Klamath Falls. In his new posi- 
tion, he will now supervise Great-West 
operations throughout southern Oregon, 
in association with G. D. Elonka, mana- 
ger, Portland branch. 





imagination ..ingenuity..and income! 


is carefully designed to enhance this status, and help pro- 
duce commensurate income. This is our creed. It is, we 


The difference between $1,500 and $15,000 of commission 


income is imagination and ingenuity. 


At Berkshire, we say that the role of training is to teach 
skills and techniques and develop these valuable ingredients. 
The role of sales promotion is to provide the tools and moti- 
vation that implement the sales training track and inspire 


this type of creative salesmanship. 


We recognize and heartily endorse all methods of life insur- 
ance selling from the simple policy sale to the complex es- 
tate analysis. We know how the promotional needs of the 
Agent differ from those of the Broker. We view the life 
underwriter as a professional man, and our sales promotion 







feel, an important reason why today 


Berkshire presents the greatest potential 
for personal growth in the industry! 


ERKSHIRE 


LIFE INSURANCE CoO. 


Life, Accident & Sickness, Pension Plans, Annuities 
W. Rankin Furey, C.L.U., President 
George D. Covell, C.L.U., Agency Vice President 
PITTSFIELD, MASS. * AMUTUAL COMPANY »* 


1651 
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LAWYERS CONVENE HERE 

almost a week 
insurance left New 
York City either for their homes or for 
London to attend the 
American Bar Association in that city. In 
New York City are held the largest con- 
ventions in the country. When the doc- 
their 


After meeting here for 


many lawyers have 


convention of 


instance, have annual 


here the 


tors, for 
taxes 

the 
dele- 


convention attendance 
facilities of 


10,000 


the accommodation 


hotels as there are about 
gates. 

Not 
A.B.A., 


bre vad 


that many lawyers were here for 
but the 


segment of 


attendance reflected a 
the legal profession 
including a group of chief justices of 
individual 
important 


held its 
the most 
Albert Conway, chief 
Appeals and former 
New 


states which own 


meetings, one of 
speakers 
justice of 
Superintendent of 
York State. 

With dozens of addresses on the pro- 


being 
Court of 
Insurance of 


grams of the lawyers it was impossible 


for daily papers to cover meetings in 


detail, but they did well in summarizing 
outstanding addresses. New York Times 
and New York Herald Tribune were 
particularly generous in space given talks 
which struck them as having particular 


news value. The impression of al] these 


legal views made upon the public was 


a deep and thoughtful one. General 


opinion was that these were among the 
gatherings of an 
the 


most important aca- 


demic nature which city has har- 


bored. 


Among the outstanding and most val- 


uable conferences was that of the insur- 


ance section, American Bar Association. 


HENRY H. EDMISTON 
The appointment of Henry H. Edmis- 
ton, vice president of Kansas City Life, 
as a director of the Federal Home Loan 


Bank of 


nounced. 


Des Moines has been an- 
Sank of Des 
president is Robert H. 
one of the 11 Federal 


loan banks throughout the country which 


The Federal Home Loan 
Moines, 
3ush, is 


Ww h« se 


home 


act as reserve banks for Federal savings 
and loan associations and state chartered 
institutions are members of the 


Moines bank’s terri- 


which 


system. The Des 


tory includes Missouri, Iowa, Minnesota, 
North and South Dakota. 

As of March 31, 1957, the Federal 
Home Loan Bank of Des Moines had 
total assets of nearly $150 million and 
total capital of approximately $44 million. 
The capital stock of the Federal Home 
Loan Banks is now wholly owned by 
member institutions. 

Mr. Edmiston, long active in the field 
of banking and finance, was formerly 
vice president of the Federal Reserve 
Bank of St. Louis, and since 1949 has 
been vice president and director of Kan- 
sas City Life. As an investment officer 
he has had a broad experience of mort- 
gage lending and was first chairman of 
the regional sub-committee of the Vol- 
untary Home Mortgage Credit Program 
for the states of Missouri, Kansas, Col- 
orado and Oklahoma. In 1956 he served 
as chairman of the financial section of 
American Life Convention whose mem- 
include legal reserve companies 
98% of the assets of the 


insurance business. 


bers 


having life 


MATCHING THEORY WITH 
PRACTICE 


match with 


A “task 


practice in the 


unit” to theory 
American College of Life 
Underwriters’ new management educa- 
tion program has been appointed to work 
with Thomas J. Luck, director of man- 
agement education of the college. This 
new editorial committee is 


divided into six sections each of which 


advisory 


will act as a watchdog in a specific sub- 


ject area with the responsibility of 
measuring up study materials with the 
yardstick of realism. Members of the 


committee will be given the job of read- 
ing texts and study materials, appraising 
them with respect to the way they gear 
in with the actual daily problems of the 
manager and making suggestions for 
change. 

William Eugene Hays, CLU, general 
agent, New England Life, Boston, is 
chairman of the management education 
committee of the American College. 

The subjects to be covered by the new 
advisory committee are these: 
psychology, human _ relations 
leadership, principles of manage- 
ment, management, market re- 
search and sales. 


editorial 
business 
and 
sales 


The father and 
honorary chairman, 
is approaching the age of 90; F. W. 


accompanying son 


picture is 
and Frederic W. Ecker, 
is 61. 








Photo by New York Times 
L. to R.: Frederick H. Ecker, Frederic W. Ecker 


that of Frederick H. Ecker, 
president, Metropolitan Life. F. H. 
The picture was taken at a luncheon 


of American Bar Association in New York last week. 


Reporters, 


struck by the resemblance, 
being taken for brothers except when people ask which is the elder.” 


don’t mind our 


F. W. had 


were told by F. W.: “I 


talked to the lawyers of President Eisenhower’s Program for People-to-People Part- 
nership which, he said, was widening every possible chink in the Iron Curtain so 


that the voice of truth may be more clearly heard everywhere. 
luncheon 
banking and business law and was held in Waldorf-Astoria. In 
London 
To these especially Mr. Ecker pointed out 
“to promote unity and understanding among people 


this program committee. The 
corporation, 
audience were many enroute to 
Association scheduled there this month. 
the opportunity thus provided 
as well as among governments.” 


was of 


He is chairman of 
the bar association’s section of 
the 
the American Bar 


for the sessions of 





Nelson Gary, Jr., son of Nelson Gary, 
well-known independent insurance ad- 
juster of Los Angeles, a 16-year old stu- 
dent of the Van Nuys High School, has 
been named by the American Legion as 
one of the two students selected to be a 
member of the Boys’ State, which met 
in Sacramento, July 18, to form a state 
government to function in acquainting 
the youth of the state with governmental 
affairs. He also has been chosen as one 
of two from California to visit Washing- 
ton, D. C., to form a Boys National 
State. The - younger Gary is a member of 
the Van Nuys varsity baseball team and 
the junior basket ball team, has won one 
scholarship, is a member of the San 
Fernando Valley All Star Colt league, 
and has pitched five games, of which he 
won three, tied one and lost one. These 
achievements are noteworthy due to the 
fact he lost an arm in an accident a few 
years ago. 

et ae 

William R. Carey, joint manager of the 
aviation department of Stewart, Smith 
& Co., Inc., New York, has been elected 
to the board of directors of Pennsylvania 
Exchange Bank of New York City. Mr. 
Carey has heen with Stewart-Smith for 
10 years, and last year was elected to 
membership of the board of that com- 
pany. He was a naval aviator on active 
duty with the United States Navy for 
four years. 

aa * * 


Guy B. Phillips, Jr., assistant secretary 
and manager of the personnel division 
of Jefferson Standard Life of Greens- 
boro, N. C., has been named chairman 
of the General Business Division of this 
kvl s United Fund Campaign in Greens- 

oro. 


Patricia Belknap, daughter of Ray- 
mond H. Belknap, president, United 
States Life, and Mrs. Belknap, was a 
June graduate of Occidental College, Los 
Angeles, where she majored in physical 
education. Her mother and father at- 
tended the graduation exercises. In the 
fall Miss Belknap will teach in a Los 
Angeles public school. 

a 

Mildred F. Stone, CLU, staff assistant 
to the president of Mutual Benefit Life 
Insurance Co., was awarded the annual 
“Outstanding Citizen” award presented 
July 4 by the Miles A. Suarez Post, 
V.F.W., Bloomfield, N. J. Presented an- 
nually for the past 20 years, the award 
was presented to Miss Stone as part of 
the Fourth of July celebration at Foley 
Field under the direction of the Bloom- 
field Chamber of Commerce. 

x * x 

Jeanne Donnelly Byers, New Castle 
High School senior and 18 year old grand- 
daughter of M. J. Donnelly, New Castle 
life insurance agent, has been presented 
with a scholarship by the F. W. Wool- 
worth Foundation. She is first student 
in Pennsylvania to have been honored 
in this way by the Foundation and she 
will use it to study psychology at Welles- 
ley College. 

+ 

Walter R. McCord, executive secretary 
at Louisville of the Kentucky Associa- 
tion of Insurance Agents, who had ex- 
pected to be away from the office at 
least six weeks and perhaps two months, 
with a spinal fusion operation, is making 
a fast recovery. He started coming 
back to the office for a couple of hours 
a day, on July 5. He underwent his 
operation in the closing week of May. 
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Chubb & Son History Written 
Under the title of “If There Were 
No Losses” the story of Chubb & Son, 
the outstanding 
ganizations in America, especially in 
insurance, has been written by 
Thomas Caldecot Chubb. It contains 
fascinating, inside stories of the 
insurance business. While not connected 
with the firm of Chubb & Son, the 
author is a grandson of its founder. 
3y profession a biographer and historian 
he has been given access to files of the 
firm for purpose of preparing his volume. 
Its founder was London-born Thomas 
Caldecot Chubb who came to New York 
via Australia and San Francisco, and 
with his son Percy founded the firm in 
1882. It has been a dramatic 75 years. 
Thomas C. Chubb’s family for some 
time had been wealthy and successful 
merchant tailors. Around 1853 he shipped 
aboard a merchant sailing vessel which 
in due time reached Australia and there 
he met an attractive English woman, 
Victoria Eddis, who was visiting a sister. 
They married. He obtained employment 
as manager of a mercantile establishment 
and in 1866 decided to try his luck in 
the United States. Crossing the ocean 
he left his wife and three children to 
follow when he was established. Arriving 
in San Francisco he advertised himself 
as an accountant and in 1868 the San 
Francisco directory contained this entry: 
Chubb, Thomas C., marine insurance, 
residence 1820 Stockton Street. But later 
he decided to go on to New York, 
traveled with his family through the 
Isthmus of Panama and arrived here in 
1870. Immediately, he went into the 
insurance business, his first job being 
manager of the loss and adjustment de- 
partment of an established firm of brok- 
ers. Soon he went into partnership with 
Charles F. Wreaks, then the New York 
representative of California Insurance 
Co. He remained a partner in Wreaks 
& Chubb until the former died. 
Thomas Chubb’s children were growing 
up. In 1874 Percy, who was to be the 
“son” of Chubb & Son, was 17; Sidney, 
18, studied law at McGill University in 
Canada. Percy got a job with G. Ben- 
tham Rae, a Liverpool grain merchant, 
who in 1876 was appointed New York 
agent of a group of Mersey-side ship 
owners who organized the Sea Insurance 
Co. Rae was only mildly interested in 
insurance, but Percy was fascinated by 
it and became manager of the new de- 
partment at age 19. When he was 22 
the Boston Insurance Co. offered him 
its San Francisco agency which he de- 
clined although his relations with Rae 
became so chilly that in 1882 the two 
Chubbs decided to set up their own part- 
nership and asked Rae if they could 
not continue to manage the insurance 
department. He acceded and in 1888 


one of insurance or- 
marine 


many 











Percy Chubb on behalf of Chubb & Son 
took over the title of agent of the Sea. 

The business was not large enough to 
hold their entire interest and so they 
hit upon a so-called “Lloyd’s type” enter- 
prise which they planned to call the New 


York Marine Underwriters. It is the 
lineal ancestor of the most important 
Chubb entity still in being. Today, there 
is no small number of stockholders in 
the Chubb current Federal Insurance Co. 
whose fathers or grandfathers made their 
initial investment in New York Marine 
Underwriters. The phrase “Lloyd’s type” 
—although accepted in the United States 
for this kind of an organization—was 
a misnomer. The Lloyd’s underwriter 
subscribed—or wrote his name under— 
for such part of any offered risk as 
he saw fit. He wrote his own participa- 
tion. In contrast, the New York Marine 
Underwriters were a group of 100 in- 
vestors, each of whom subscribed $1,000 
plus $100 for the expense of opening 
the office, and each of whom had un- 
limited liability for his share of such 
risks as his attorney, Chubb & Son, might 
assume. There was a five-man advisory 
committee, and a general policy of limit- 
ing single risks to $50,000. But the sub- 
scribers did not make underwriting 
decisions. That was the manager’s job. 
Among the subscribers were A. A. Low, 
whose ships sailed to China; John Claflin, 
the dry goods merchant; Mayor William 
R. Grace of Grace Line fame, and Sena- 
tor Chauncey Depew. 

To the agency of the Sea, Chubb & 
Son added in 1884 the American repre- 
sentation of the Marine Insurance Co. 
of London. The marine business of the 
London Assurance was added in 1898 
and the Alliance Assurance in 1911. After 
being very successful, New York Marine 
Underwriters went into the red in 1884. 
The City of Columbus sank with a loss 
of 97 lives and NYMU line was $20,000. 
In 1887 Thomas C. died and Percy took 
into the firm Charles Myers who had 
been a loss adjuster. 

Working through the Marine and later 
the London Assurance they set up a 
number of agencies, including Curtin & 


Brockie, Philadelphia; W. H. Markham 
& Co., St. Louis, and G. W. Neare & 
Con Cincinnati. 

In 1892 Percy Chubb and Charles 


Myers bought land and building at 5 and 
7 South William Street and moved the 
firm there. In 1899 Percy Chubb en- 
gaged Carrere and Hastings, famous 
architects (they designed New York Pub- 
lic Library), and the firm moved into 
a Renaissance- type edifice, then regard- 
ed as “one of the most exquisite business 
buildings in the country.” 

Hendon Chubb, who became one of 
the world’s most important marine in- 
surance men, joined the firm. 

Youngest son of Thomas C. Chubb, 
he was born in 1874, graduated from 
Yale, and after a short period of London 
residence he was taken on the Chubb 
payroll at $12 a week. At the time there 
were 16 employes, a telephone operated 
by the colored porter, and a stenogra- 
pher. Industry associations did not exist. 


Hendon Chubb said that he went into 
only one other office during his first 
two years with Chubb & Son. The big 
lines of insurance were on cotton, ocean 
grain, flour and lake grain. Biggest cot- 
ton account was that of P. C. Ralli & 
Co., London Greeks. The provision busi- 
ness was growing, was highly desirable 
because carried on liners. The Atlantic 
Transport Line had just begun to develop 
a safe and humane method of cattle 
shipment. Drygoods constituted the most 
important inward cargo. Chubb & Son 
also insured hulls. 

It was decided to liquidate the NYMU 
and incorporate a stock company, thus 
the Federal Insurance Co. was formed. 
Percy Chubb became president and Hen- 
don Chubb vice president. The New York 
Marine Underwriters ceased underwrit- 
ing. Percy Chubb took over the assets, 
paying the Federal cash, and slowly 
liquidating the assets. 

One of the early problems was cotton 
insurance where competition was un- 
usually brisk with much rate-cutting. In 


1909 the S.S. Irada sailed from Texas 
with the largest cotton cargo ever 
shipped from the United States. On 
Christmas Eve it dashed against the 
southern coast of Ireland, a- total loss. 
However, Chubb & Son, having grave 


doubts about the ship’s structural fea- 
tures, had reinsured their line 100% 

The loss of the Irada resulted in the 
formation of the first cotton insurance 
pool. Percy Chubb and William G. Will- 
cox of Albert Willcox & Co. spearheaded 
this. It was the solution for many prob- 
lems in the cotton insurance business. 

When U. S. Steel was set up in 1901 
it was decided to handle all the insurance 
through an insurance manager. That 
post was filled by Henry W. Marsh, 
later of Marsh and McLennan, the brok- 
ers. Previously, it had been handled by 
the traffic managers of the constituent 
companies “who resisted the change with 
all the vigor that befits those who do 
not want to give up what they have long 
had.” Marsh worked for the change, but 
was handicapped by the fact that up to 
then he had little experience in marine 
insurance. Hendon Chubb was responsi- 
ble for the insurance company end of 
the negotiations and, says the Chubb 
history, Hendon described it as the most 
exhausting experience in his career. But 
in the end he won the confidence of the 
corporation and acceptance of his rates 
and terms. 

The International Mercantile Marine 
insurance involved a matter of principle. 
Even before it was set up, Percy Chubb 
had helped persuade the owners of one 
of its component fleets to insure through 
American brokers, and to some extent 
in the American market. Chubb & Son 
received one-fourth of the commissions. 
Says the author: “But shortly after the 
IMM came into being Percy Chubb was 
made a director and head of its insur- 
ance committee. Thereafter — although 
his fellow IMM directors did not think 
that this was necessary—he turned back 
all his remuneration to the company. 

Chubb & Son in 1903, in association 
with R. C. Rathbone’s Assurance Co. of 
America, entered the field of fire insur- 
ance. In 1906 came trouble: the San 
Francisco fire and earthquake. Hendon 
Chubb went out to the city which had 
met this catastrophe. As a result of his 
observations E. C. Gibbs of Neare Gibbs 
Co. was sent to the Coast with full 
powers to settle direct claims and to 
keep an eye on a German company 
whose shaky condition involved Chubb & 
Son through reinsurance. It also enabled 
him to protect the Federal’s good name. 
The company had been erroneously list- 
ed by a San Francisco newspaper as one 
of those that would not pay their claims 
in full. Efforts to secure a retraction 
failed until Hendon Chubb remembered 
that they had made an extremely fair 
settlement with the Roman Catholic 
bishop, and that the bishop had asked 
them to let him know if he could ever 
assist them. He was told of their prob- 
lem. The correction was published in 
two days. However, the losses at San 
Francisco were estimated at $750,000. 
Percy Chubb wrote the stockholders 
stating that when the losses were paid 
surplus would be down to about $100,000 





Third Generation 


PERCY CHUBB II 


and recommending new financing. He 
proposed that each stockholder have an 
option of subscribing up to 120% of his 
“present hol« lings.” Chubb & Son would 
underwrite the issue, buying what stock 
was left. The recommendations were 
ratified. 

In April, 1912, the Titanic on its maid 
en voyage sank with appalling loss of 
life. The Federal had a special line of 
$100,000 on the vessel and under a tech 
nical provision a considerable portion of 
this would have fallen on the reinsurers 
But the Federal informed them it would 
make no claims. 

Charles Myers retired in 1898 and 
Hendon Chubb was taken into the firm 
July 1, 1899. Although not ever active 
Sidney Chubb had been made a “signing 
partner” a few years before. In 1901 
the firm was further enlarged. George 
Ogden and Max Grundner were made 
partners. William A. Hamilton was also 
made a partner as was Thomas Allen 
at a later date. 

It was not until the end of the Nine- 
teenth Century that the Boston Insur 
ance Co. wrote the first automo'ile pol!- 
icy. In 1901 Chubb & Son were hard 
on their heels. In 1901 a broker came 
to the firm to offer some anmania He 


don Chubb asked him if he had nothin 


else to offer. “Only automobiles, and | 
know you don’t write them,” said th 
broker. Chubb’s rejoinder: “As of now, 
we do.” 

By 1906 the firm had a separat: auto 
mobile department. In the same year 
they were prime movers in setting up 
with the Boston, U. S. Lloyds, North 
America and the Mannheim—of the first 


Automobile Underwriters Conference 
Chubb & Son took their first tentative 
steps in aviation insurance when they 
accepted a share of the risk on the Ford 
trimotor plane which was flown to 


Greenly Island, Quebec, to pick up the 
first westbound transatlantic fliers- 
Koehl, von Hunefield and Fitzmaurice 


who had been forced down there. Both 


the insurance angle and the rescue made 
front pages and helped build up public 
interest in the transport age which was 
about to begin. The rescue plane was 
called the Floyd Bennett-Bernt Balchen 

The purchase by Chubb & Son inter 
control of the United States 
marked the first step in 
the evolution of Chubb & Son from 
what had been primarily a marine insur 
ance operation into a rounded multiple 
line operation. 

The opening of the firm’s first branch 
offices in Chicago in 1923 was followed 
by opening of similar branch offices in 
Montreal—1928: Washington—1932 (U.S 
Guarantee only) and Atlanta, 193. 

In 1939 Chubb & Son established the 
Vigilant Insurance Co., as a_ wholly 
owned (by Federal) subsidiary. Also 
the Federal in 1941 established in Ha- 

(Continued on Page 29) 
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Fireman’s Fund Handsome New Home 
Office Opened in San Francisco 


Impressive dedication ceremonies offi- 


cially opened the new home office of the 


Fireman’s Fund and affiliates on Laurel 
Heights, San Francisco last week. Mayo 
George Christopher and James F. Crafts, 


president of the Fund, delivered the 
principal addresses. 
The program, attended by top ofiicials 


of San Francisco and executives in the 





tect, Edward B. Page, studied details 
of the business, mapping work flow with- 
in departments and between depart- 
ments. To meet exacting needs, he liter- 
ally designed the building from the in- 
side out. 

The move to the new Laurel Heights 
location was made because The Fund 
nose outgrown its downtown office build- 
ings. One of these buildings, a four- 


sine structure at 401 California Street, 


Three level, $4,500,000 new home office of the Fireman’s Fund and affiliated companies 
on Laurel Heights, San Francisco. 


insurance business, included singing of 


the National Anthem and a ribbon cut- 






ting ceremony. Guests then toured the 
three-level, $4,509,000 structure of con- 
crete, steel id glass 

The build contains 195,000 square 
feet of floor space, about the same area 
is might be found in a 20-story down- 

wn office building on a 100-foot-square 
lot. Sightseeing was made easy, how- 
ever, by the convenience of major in- 


stallations and by step-saving guides 





Because of construction innovations, 
the us wide columns are largely ab- 
sent, allowing for sweeping vistas and 
great freedom in placement of desks 
and other iture. In the matter of 
furniture, it is all new, $600,000 worth 
of it. The visitors were impressed by 
the extensive use of glass in the new 
structure. About an acre of it went into 





idows, giving an 


g-to-floor ( 
and providing 


the ceilins 
unusual view of the city 


excellent illumination, which can be reg- 
ulated by Venetian blinds. The build- 
ing is completely air conditioned. 
Welfare of Employes 
Installations for the welfare of em- 
ployes include a cafeteria with a com- 
plete, modern kitchen to serve hot 
lunches, a nurse’s office, with a regis- 
tered nurse in constant attendance, 
lounges, game rooms, reading rooms and 
a sheltered outdoor terrace for recrea- 
tional periods. Lighting is glare-proof, 


Bone a 
coiors are 


music 


wall 
soft, relaxing 
parts of the building. 

The entire edifice 


pleasing and soft. And 
is available in many 


has been designed 
for utmost efficiency on the part of the 
staff. In fact, for a full year before the 
actual design was undertaken, the archi- 


is being retained for the convenience of 
and brokers. It will be exten- 
remodelled. 


agents 
sively 
94 Years in San Francisco 


While most companies that need room 
for expansion are looking to the Penin- 
sula or the East Bay for building sites, 
The Fund looked first in San Francisco. 
Several factors contributed to this deci- 
sion to try to find a new home office 
site locally. Historically, Fireman’s Fund 
has been associated with San Francisco 
since 1863, when its doors were first 


opened to serve the insurance-hungry 


America Fore and Loyalty Group 
Affiliation Proposal Is Offered 


President William B. Rearden of the 
Loyalty Group of Newark stated Tues- 
day of this week that a proposal for an 
affiliation of the group with the America 
Fore Group of New York was discussed 
at a meeting of directors of the Fire- 
men’s Insurance Co. on Monday. No 
action was taken, as the directors asked 
more time to study the plan. Another 
meeting of directors will be called July 
29 when the proposal may be accepted 
or rejected. The America Fore proposal 
was placed before the Firemen’s execu- 
tive committee Thursday last week and 
then referred to the board of directors. 

The affiliation would be effected, it is 





Unlisted Securities 
Still Exempted by SEC 


The U. S. Senate Banking and Cur- 
rency Committee has voted to continue 
the exemption of insurance companies 
issuing unlisted securities from the finan- 
cial reporting and disclosure provisions 
of the Securities Exchange Act of 1934. 

The committee approved legislé ition to 
extend these requirements to over- the- 
counter securities issuers, but rejected a 
recommendation by the Securities and 
Exchange Commission to include in- 
surance companies under the provisions 
of the bill. As introduced by Sen. J. W. 
Fulbright (D.-Ark.), chairman of the 
Banking Committee, the measure would 
have applied to insurance companies. 





pioneers of the fire-ridden town. Today, 
two-thirds of its staff lives in San Fran- 
cisco, and the balance commutes from 
the East Bay, Peninsula and Marin. A 
site that is reasonably convenient for a 
large percentage of the staff was an 
important consideration. Balancing these 
factors was the necessity for off-street 
parking facilities, good public transpor- 
tation from diverse areas and room for 
expansion with future growth. 

The site at California and Presidio, up 
for sale by the San Francisco Pu lic 
Schools, proved ideal on all counts, and 
offered additional andvantages. Since 
no major commercial property was im- 
mediately available in the financial dis- 
trict, The Fund couldn’t consider a new 
downtown location. But with the new 
site, because of its residential surround- 
ings and the absence of buildings im- 
mediately adjacent to it, a saving of 
$1 million in building costs could be 
realized over the cost of building down- 
town. Also, it lent itself to a low-level 
building which studies proved was pref- 
erable for efficient operation of the com- 
pany’s business. 
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stated, by an exchange of stock. In New 
York stock of the ‘Firemen’s reflected 
consolidation talks by rising over 6 
points to 40%4 bid on Tuesday morning. 
The transaction would not, if accepted, 
be a merger in the general sense of the 
word. The Loyalty Group, Mr. Rearden 
says, would continue as a separate en- 
tity with its home offices in Newark as 
at present, assuming the proposal offered 
by President J. Victor Herd on behalf 
of America Fore is accepted. 

The merger of America Fore Group 
and Loyalty Group would give America 
Fore, the controlling factor, assets of 
more than $1,325,000,009, based on Janu- 
ary 1, 1957 figures. Assets and premiums 
of Americ: 1 Fore companies as of June 30 
were made public yesterday after this 
issue went to press. At the end of 1956 
America Fore assets were $1,041,281,000 
while those of Loyalty Group were $301,- 
105,399. America Fore premiums in 1956 
totaled $271,637,341 and Loyalty Group 
$157,554,530. 

Companies in the America Fore Group 
are the Continental, Fidelity-Phenix, 
Niagara and Fidelity & Casua'ty. The 
Loyalty Group consists of the Firemen’s, 
Milwaukee, National-Ben Franklin, Co:n- 
mercial, Metropolitan and Royal General 
as active insurers. Mr. Herd, chairman 
and president of America Fore, would 
have overall leadership of the two groups 
if the affiliation is approved, with Mr. 
Rearden presumably continuing as presi- 
dent of Loyalty Group. 


Vose, Killed in hei, 
Handled A. & P. Risks 


C. R. Vose, who was killed in the 
Alaska airplane in which several A. & P 
executives also met death, was a daz- 
zling Saute in the insurance brokerage 


field in Chicago. He occupied a niche 
of his own. 


Just a partial inventory of his pos 
sessions includes such items as Blu 
Beard’s Castle, along with vast rea 
estate holdings in the Virgin Islands: 
the big schooner “Gypsy,” large ranch 


in Montana, a large nursery at Sara 
sota, Fla. 

He was brought up at Joliet, Il., by 
his mother who was in straitened cir- 
cumstances. She helped to put him 
through Cornell. Early in his career 


Mr. Vose got a job with the New York 
Workmen’s Compensation Rating Board 
He coupled what he learned there with 
the opportunity afforded by his next con- 
nection to originate one of the finest 
insurance accounts. 

He went with A. 
the bakery. Mr. 
idea of how the A. 
pensation line ought 
after a dozen or more 
the head office he landed the 


& P. at Newark in 
Vose developed an 
& P. workmen’s com- 
to be handled and 
interviews wit) 
account. 


Cooney Trial Oct. 21 


Denying a defense motion for a delay 
until after election a4 in New Jersey 
Superior Court Judge A. P. Waugh this 
week in Newark set October 21 for the 
trial of John R. Cooney, former presi- 
dent of Loyalty Group, on charges of 
misappropriating funds of the group. Co- 
defendant is John Dearden of Philadel- 
phia, publisher of an insurance journal, 
charged with conspiracy on conversion 
of funds. 





Zimowski Special for 


Northern Assurance in Pa. 
The Northern Assurance Group an- 
nounces the appointment of Stan Zimow- 
ski, Jr., as special agent for western 
Pennsylvania with headquarters at Pitts- 
burgh. He is succeeding Mr. William J. 
Brassell who has been transferred to the 
Harrisburg office, servicing eastern 
Pennsylvania. 
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Taylor President of 
Mill Owners Mutual 


FORMER ORE. E, COMMISSIONER 
Succeeds Sharp, Grandson of Founder, 
Who Has Resigned Because of IIl 
Health; Taylor Headed NAIC 


Len K. Sharp, president of the Mill 
Owners Mutual Insurance Co. of Des 
Moines, announces his resignation as 
president and the selection of Robert 
Oregon Insurance 


B. Taylor, former 


B. TAYLOR 


ROBERT 


Commissioner as his successor. Mr. 


Sharp resigned as president and director 


founded by his grand- 
effective 


of the company, 
father, because of ill health, 
July 1. He plans to take an extended 
rest. 

Mr. Taylor is the immediate past presi- 
dent of the National Association of In- 
surance Commissioners and had _ just 
completed eight years as Oregon Com- 
missioner. He started in insurance in 
1939 at San Francisco as an agent and 
broker. In 1942 he became a _ special 
agent for Crum & Forster group in 
Washington state and in 1944 was named 
state agent for Oregon and Idaho. 

Before being appointed as Oregon 
Commissioner June, 1949, he had served 
president of the Oregon Fire Under- 
writers Association. He is a native of 
Des Moines and attended school here 
before his family moved to San Fran- 
cisco in 1927. 

Mr. Sharp joined the Mill Owners in 
1926 and successively became advertising 
manager, assistant secretary, executive 
vice president and secretary before his 
election as ene in 1955. He is the 
grandson of J. G. Sharp, founder of the 
company, and a son of J. T. Sharp, who 
retired as president in 1940 after 56 years 
witlf the firm. 

Mill Owners Mutual was organized in 
1875 to provide lowa flour millers with 
fire insurance. Later it was extended to 
other fire coverages and in 1952 entered 
the automobile field. The company has 
total assets of over aon ae million dollars. 


George Tatnall Dies 


George Tatnall, an employe of the 
National Board of Fire Underwriters for 
nearly 35 years and assistant chief engi- 
neer in charge of engineering activities 
of the Chicago office, died July 10. Dur- 
ing his career with the National Board 
he specialized in municipal fire protec- 
tion problems and had made surveys and 
consulted with city officials on many 
special engineering problems. 

Mr. Tatnall was born in Wayland, 
Mass., and following his graduation from 
Worcester Polytechnic Institute, with 
a B.S. in Civil Engineering in 1924, he 
joined the National Board. 





Reliance to Supplant 
Fire Assn. of Phila. 


DIRECTORS APPROVE MERGER 


Pres. Hatch States Fire Assn. Name No 
Longer Adequately Describes Mul- 
tiple Line Activities 

Directors have voted to approve an 
agreement of merger of the Reliance of 
Philadelphia and the Eureka Casualty 
into the Fire Association of Philadel- 
phia and to change the name of the 
surviving company to Reliance Insur- 
ance Company. A special meeting of 
stockholders will be called September 
12 to vote on the approval of the agree- 
ment of merger and change of name. 

The Fire Association of Philadelphia 
was formed in 1817 for the dual purpose 
of providing citizens with fire fighting 
service and fire insurance. Subsequently 
its fire fighting activities were dropped. 
Later, additional lines of insurance were 
added until today the company writes all 
forms except life, accident and health. 
Kenneth B. Hatch, president, stated that 
the Fire Association bears an old and 
illustrious name but he felt that it no 
longer adequately describes the multiple 
line activities in which the company is 
now engaged. 

In addition, Mr. Hatch commented 
that with the reduction of the number 
of companies in the group, substantial 
operating economy would result. The 
surviving companies of the group will 
be the Reliance and the General Casualty 
of Wisconsin. Thereafter these com- 
panies will be known as the Reliance 
Insurance Group. 


Ploeser Is Appointed 
Ambassador to Paraguay 


Walter C. Ploeser, head of the general 
insurance agency firm of Ploeser, Watts 
& Company, Clayton, Mo. and allied 
insurance concerns, and a former Con- 
gressman from the old 12th District of 
Missouri, which included St. Louis 
County and portions of St. Louis, has 
been named by President Eisenhower 
as Ambassador to Paraguay. Mr. Plo- 
eser, a Republican, is to succeed Arthur 
A. Ageton, who resigned on March 18. 
Nomination is subject to confirmation 
by the Senate. 

A native of St. Louis, Mr. Ploeser 
served in the U. S. House of Represen- 
tatives from 1941 to 1949. He served in 
the Missouri House of Representatives 
before going to Washington, D. C. Mr. 
Ploeser is 50 years old. 


New President of N. J. 
Chapter of the CPCU 





Hahne & Co. 
SYDNEY A. DE RONER 


Sydney A. De Roner, vice president 
of Walter A. Schaefer & Co., agency in 
Newark, is the new president of the 
New Jersey Chapter of the Society of 
Chartered Property and Casualty Un- 
derwriters. Also elected are two vice 
presidents; Abner 
Schlesinger, Lowy & Benisch, Newark, 
and Thomas D. Fazio of the National 
Surety Co., Newark. The new secretary 
is Donald L. Anderson of the Home In- 
surance Co. with Peter A. Thistle of 
Burt Whistle & Livingston, Englewood, 
treasurer. 


Benisch, of Jay, 


Canadian Groups Unite 
To Restore Profits 


The Canadian Underwriters Associa- 
tion and the Independent Insurance Con- 
ference of Canada are reported to have 
joined in a movement to stabilize insur- 
ance underwriting by reducing price 
competition in an effort to restore under- 
writing profits. A liaison committee has 
offered the following proposals which 
the two organizations will move to put 
into effect: 

Establishment of a voluntary rating 
bureau for fire and multi-peril business, 
mutually acceptable to both parties. 

Adoption of proposed rules for devia- 
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MEYNER DEFENDS HOWELL 


Rejects Charges of Cover-Up in Cooney 
Case; Defends Non-Disclosure 
in Probing Charges 
Gov. Robert B. Meyner of New Jersey 


stated last week that his executive de 


partments had already given full )- 
operation to the state L: Enforcement 
Council in its investigation of alleged 
insurance improprieties and there is “no 
necessity” for his maa irance as a wit 


ness. He also strong lV defended 
and Insurance Commissioner Ch 
Howell and Attorney General 











Richman, Jr., for their h ! I 
investigations of expenditures made by 
John R. Cooney while he was presiden 
of the identi Group 

‘At this point I have seen no evidence 
to indicate that there has been any 
wrong doing on the part of any public 
official,” the Governor | 

In defending the f his de 
partment officials in the three-year de 
ay in making public the alleg d scandals 
Gov. Meyner said, “I ; 





closures of fa 
can create an embar1 
only to persons making 
but to persons agains 
tions are made 

“It seems to me good conduct in any 





prosecution calls for careful investiga 
tion and a certain amount of non-dis 
‘losures until an indictment is had. This 
loesn’t prejudice the trial of the person 
accused and de 
cutor if there 


said. 


vesn’t embarrass the prose- 


is not enough evidence,” he 


tions, which virtually eliminate such 
deviations. 

Concerted action on commissions—a 
move to cut producers’ fees on fire busi 
ness from 30% to 25% was unanimously 
supported; abolition of IIC contingent 
profit commissions, effective December 
31, and the adoption of a proper scale 
of agency commissions. 

A joint effort to get more premium in 


come—a bid for a 25% increase in fire 
rates was indicated. 





But | thought all 
,°” ___ Insurance Companies 
were the same. 








Join the growing number of i 


agents and brokers who know 
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and profitable for producers. 
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Royal Exchange Results In 1956 
Not As Satisfactory As In 1955 


“A lean year,” in spite of comfortable 
gains in premium income, was experi- 
enced by Royal Exchange Assurance in 
1956 according to the Rt. Hon. Lord 
Kindersley, governor of the Group, be- 
fore the annual general court. Bad 
general accident experience, many high- 
cost disasters in the fire and marine 
fields, and the general effect of inflation 
on claims were causes of the narrow 
profits, or in the case of general accident 
area, actual net losses, Lord Kindersley 
stated, Extracts from his report fol- 
low: 

“In all the circumstances, the results of 
our group of companies as shown by the 
annual accounts must be considered as 
not unsatisfactory even though, except 
as regards expansion, they do not com 
pare favorably with those of the last 
few years. 

“The aggregate of premiums in the 
fire, accident and marine accounts since 
1950 reads as follows :- 


3 
1 OO | Lk aap AES SPP 19,131,829 
RSE on eabek chur 22,019,017 
1) A EOE i PS SRP ees 24,917,487 
IDAR GkG cane rape sae 25,613,912 
AS, BGR ANS edhe Cea EN 26,016,542 
US BEER lee pgeaear menage Pee 27,176,614 
| Re Seer pear 30,664,073 


“The notable progress in the year 
under review has however had a con 
siderable effect upon the fire and acci 
dent revenue accounts where increased 
premiums of over 3% million pounds 
have required additions to departmental 
reserves of more than 114 million pounds 
We have a substantial equity in these 
increases in reserves and we look upon 
the planned expansion of our business 
as of the utmost importance. 


Gains in Investment Field 


“As 1956 wore on many of the very 


-—— 






factors which had exercised such a harm- 
ful influence upon our primary business 
of insurance were able to be turned to 
our advantage in the investment field 
because at the appropriate moment we 
were holding large cash balances and 
substantial amounts of treasury bills and 
other short term securities. 

“The opportunities we took of ac- 
quiring, at home and overseas, during 
the latter half of 1956 and the first 
quarter of 1957, both high yielding long 
term fixed interest bearing securities 
and relatively cheaply priced industrial 
equities are likely to have a significant 
effect upon the future income earning 
capacity of our funds. The early fruits 
of this policy can already be observed 
in the higher interest income earned 
during the year. 


Fire Underwriting Account 


Surplus 
transferred to 
Profit & Loss 
Year Net Premium A/c. 
£ £ 
IDSe scaaecue 9,300,241 895,819 
PUSS fccmaaes 9,541,464 1,142,952 
LOS: SRR eo 9,763,652 700,944 
Ue ee 9,597,570 998,408 
Xx Qe 10,831,189 305,924 


“For the first time the group premium 
income in the fire department has ex- 
ceeded £10,000,000 and the increase of 
over £1,233,000, derived largely from 
abroad, was certainly not achieved 
through lack of competition, which re- 
mained as keen as ever. Substantial rat- 
ing concessions were made in various 
directions and the account produced 
the highest loss ratio and the lowest 
surplus for many years. Nonetheless, 


the surplus realized was still quite sub- 
stantial and in all the circumstances 
very creditable 


“At home, the nation was put to a high 
and unnecessary expense through the 
failure of domestic plumbing to with- 
stand the sudden spell of cold weather 
which occurred early in February, 1956. 
The total of the claim payments made 
under Householders’ Comprehensive pol- 
icies as a result of frost during this 
brief period exceeded the cost of the 
fire claims under the same policies for 
the whole year. 

“On the industrial side there were 
several very serious fires, and one mat- 
ter which is causing us great concern 
is the rapidity with which they have 
spread. I have previously drawn atten- 
tion to the increasing tendency for mod- 
ern methods of mass production and 
automation to increase the concentration 
of production and storage in one large 
block of communicating buildings, and 
thus expose enormous wealth to de- 
struction by conflagrations involving a 
fire loading which taxes the resources of 
the fire service. 

“IT sincerely hope that those respon- 
sible for industrial planning will give 
added consideration to the desirability 
of further sub-dividing premises by ade- 
quate fire breaks; and in particular to 
segregating valuable stores, in which 
fires are lesss likely to originate, from 
manufacturing processes where such out- 
breaks must be anticipated. 


Marine Underwriting Account 


Surplus 
transferred to 
Profit & Loss 
Year Net Premium A/c. 
4 
WBE cauass 2,242,256 202,112 
W585 1,883,979 208,525 
IOS he as 1,766,950 289,548 
BBO os Sate 1,829,182 275,091 
PUSDine ss tac 1,836,829 233,375 


“The results of the 1954 underwriting 
account proved satisfactory and permit- 
ted a transfer of £233,375. This was 
largely through freedom from majojr 
casualties in that year, but 1955 and 1956 
were not so fortunate in this respect. 

“This last year was of course notable 
for the sinking of the Italian liner ‘An- 
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drea Doria,’ which imposed very heavy 
claims upon the London market, where 
the greater proportion of the value was 
insured. In recent months, there have 
been many other casualties which, al- 
though individually not comparable with 
the loss of a liner, have in total reached 
a formidable figure. With the continued 
increase in the cost of ship repairs, 
which has now spread to all ports of the 
world, I am afraid the outlook for the 
1956 account is uncertain, but it is evi- 
dent that its profit is unlikely to reach 
the levels we have experienced in recent 
years. 

“The cargo market is still very com 
petitive, and we have reached a stage 
when little more than the war risk pre- 
mium is left in hand to underwriters 
after the close of an underwriting year.” 


Casualty Underwriting Account 


Surplus 
transferred to 
Profit & Loss 
Year Net Premium A/c. 
£ £ 
LOY tae 13,374,990 558,847 
1S ES Pearce 14,188,469 942,925 
ke Jay, Ceara er 14,485,940 867,910 
(MSV arareginsr es 15,749,862 611,876 
1956 55 2 see 17,996,055 — 57,468 


Two features of account mentioned by 
Lord Lindersley were: “increasing appre- 
ciation by the public of the extent to 
which insurance serves their interests 
in the social scientific and industrial 
development of the day and the wast- 
age of human and material assets arising 
from motor accidents. 

“Those same features have been even 
more prominent in the year under re- 
view. While even greater use is made 
by the public of the services we offer is 
reflected in the addition of almost 2% 
million pounds to our aggregate income, 
I am sorry to say that substantial losses 
have been incurred in the transaction 
of our world wide motor account, due to 
continued worsening experience in many 
parts of the world but particularly in 
the United States. It is clear that rate 
revisions are overdue in many territories 
in which we operate.” 
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NATIONAL ADVANCES FOUR 





Denne and Swift Secretaries, With 
Arnold and Breeding Promoted 
to Assistant Secretaries 

R. G. Denne and C. W. Swift have 
been advanced to secretaries of the Na- 
tional of Hartford and Transcontinental. 
H. L. Arnold and R. L. Breeding are 
advanced to assistant secretaries. 

Mr. Denne, a native of Connecticut, 
joined the National in 1946 and was 
elected assistant secretary in 1952. He 
continues as associate counsel for Na- 
tional of Hartford Companies. Mr. Swift 
is a graduate of Colby College, joining 
the National in 1940. He served in the 
field in West Virginia. New Jersev and 
Pennsylvania before being recalled to 
Hartford in 1953. He will continue re- 
sponsible for planning and methods. 

A native of Connecticut, Mr. Arnold 
went with the National in 1920. As assist- 
ant secretary he will continue in tee 
of brokerage and fire and allied lines 
underwriting for the eastern department. 
Mr. Breeding is a graduate of Tulane 
University and served in marine insur- 
ance before joining the National in 1954 
as marine supervisor in New Or'eans. He 
became marine manager at Hartford 
earlier this year and as assistant secre- 
tary has responsibility for the com- 
panies’ marine-multiple peril operations. 


Condon Secretary of 


Hanover and Fulton 
F. Elmer Sammons, president of the 
Hanover Fire Insurance and the Fulton, 
announces appointment of David T. Con- 
don as secretary of both companies. Mr. 
Condon was formerly vice president of 
the Security of New Haven. He will be 
in charge of production and underwrit- 
ing in the New England territory. 





Sprague Succeeds Gregory 
As Aetna I.B.M. Mgr. 


Appointment of Raymond F. Sprague 
as manager of the home office I.B.M. 
processing division of the Aetna Insur- 
ance Group is announced. Mr. Sprague, 
who has been assistant manager of the 
department for many years, succeeds 
George Gregory, who has accepted a po- 
sition with the electronic center SPAN 
as director of processing. 

Mr. Sprague marked his 40th anni- 
versary with the Aetna on July 1 and 
has been a member of the department, 
which handles the accounting records of 
the Aetna Group and which was _for- 
merly called the tabulating department, 
since he joined the parent company in 
1917. 


Win Top Honors For 
Best Annual Reports 


Annual reports from Fire Association 
of Philadelphia and New York Life won 
top honors in The Spectator’s yearly 
selection of best reports from insurance 
companies. They lead the booklet classi- 
fication for fire and casualty, and life 
and health sections, respectively. Kan- 
sas City Fire and Marine and Mutual 
Life of New York led in the pamphlet 
division and Hardware Mutuals of Ste- 
vens Point, Wisc., and Provident Mutual 
Life of Philadelphia topped the leaflet 
divisions. 

Special art awards went to reports 
from Fireman’s Fund Insurance Group 
for best cover and best overall appear- 
ance among fire and casualty reports, 
and from Northwestern National Life 
for best cover and Metropolitan Life 
for best overall appearance among life 
and health reports. 

Among the other winning annual re- 
ports, listed in June issue of The Spec- 
tator, are: National Union, second, and 
Insurance Company of North America, 
third among fire and casualty booklets; 
New England Mutual Life, second, and 
State Mutual Life, third, among life and 
health booklets. General Reinsurance 
Corporation of New York topped the 
special class for reinsurance reports, 
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Sargent President of 
Jefferson of New York 


SUCCEEDING JAMES MATHER 





Latter Retires After 50 Years in Insur- 
ance; Sargent Formerly Deputy 
U. S. Manager London Assur. 





Dr. Max Wollner, chairman of the 
board of the Jefferson Insurance Co. of 
New York, announced that Joseph W 
Sargent is appointed president succeed- 
ing James Mather, who has retired. 

Mr. Sargent started his insurance ca- 





JOSEPH W. SARGENT 


reer with the Scottish Union and Na 
tional in 1925. He then was associated 
with the Home Insurance Co. from 1942 
to 1955, and left the Home to assume a 
post as assistant U. S. manager of the 
London Assurance and vice president of 
the Manhattan Fire & Marine. He was 
advanced to deputy U. S. manager of 
the London Assurance and executive vice 
president of the Manhattan. He served 
on the board of directors of the Man- 
hattan and the Guarantee. 

Mr. Sargent has also been elected to 
the board of directors of the Jefferson 
Mr. Mather, who retires after 50 years 
in insurance, was president of the Jef- 
ferson since it was organized in 1950. 


C. A. Philbrick Retired 
From St. Paul F. & M. 


The St. Paul Fire and Marine has an- 
nounced that Charles <A. Philbrick, 
executive assistant of its new England 
department, retired June 30 under 
the company pension plan, From 1921 
through 1955 Mr. Philbrick was asso- 
ciated with the Saint Paul through the 
company’s then managing agents, 
O’Brion, Russell & Company, Boston. 
He served as special agent until 1930 
when he took over the duties of general 
agent. 

On January 1, 1956, when the New 
England department of the Saint Paul 
was formed, Mr. Philbrick, along with 
his staff, joined the offices of the Saint 
Paul. 


SECURITY RESIGNATIONS 

Several resignations from the Security 
of New Haven have been reported. These 
include Ernest V. Goodwin, vice presi- 
dent and secretary; David T. Condon, 
Marion H. McCown, and Ralph G. Tan- 
ger, territorial vice presidents for New 
England, the South and Midwest; Ken- 
neth J. Rowley, treasurer; M. H. Black- 
burn, market research and sales promo- 
tion director, and F. H. Hall, secretary 
in charge of the Pacific Coast. The com- 
pany is continuing to adiust its opera- 
tions to selected areas. Several general 
agency appointments are reported made. 
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Underwriting, Collections And 
Advertising Held Vital To Agents 


A “grass roots” analysis of how agents 
can help themselves and their companies 
in the fields of underwriting, collections 
and advertising has been made by Wil- 
liam H. Paul, past president of the Cam- 
den-Gloucester County Insurance Agents 
Association which has headquarters in 
Camden, N. J. With 
writing, Mr. Paul wrote in a_ recent 
issue of the association’s “Bulletin”: 

“You owe it to your insureds and to 
your companies to see to it that your 
clients are not under-insured. Make cer- 
tain that they have insurance to value, 
and that their liability limits are ade- 
quate to meet a severe judgment in 
these days of extremely high awards. 
The NBFU, and many of the individual 
companies, are pushing an advertising 
campaign stressing insurance to value 
and this is the time for you to follow 
through. 

“Do not renew policies automatically 
but review them carefully. You will find 
most of your insureds are receptive to 
increasing their protection to cover newly 
possessions, improvements to 
and the like. Turn down 


respect to under- 


acquired 
their buildings, 


the undesirable risks yourself—do not 
attempt to foist them on your com- 
panies. 


“Don’t let the direct writers take the 
cream of the business and then because 
sales are off, attempt to force your com- 
panies to take the poor or borderline 
cases. Think of our companies’ problems; 
after all, many of them have been losing 
money consistently of late; when you 
help them you will in turn be helping 
yourself. 

Collections 


“When you sell a policy, make an ar- 
rangement with the insured as to how 
he is to pay the premium. In no other 
field of merchandising does the buyer 
make a purchase and assume he can pay 
the bill whenever he feels like it. Most 
of us either mail or deliver a bill with 
the policy and this usually takes place 
about a month prior to the expiration 
date. Your client does not think of pay- 
ing the bill at that time because ‘after 
all, it is not yet due.’ 

“The logical time to send your first 
follow-up bill is on the anniversary date 
of the policy, and it is surprising how 
many people will pay the premium in 
full at that time. From then on, a 
checkup by you personally of your ac- 
counts receivable every 15 days will do 
wonders to keep them up to date, and 
you will not have to ask your companies 


for those 60, 90 and 120 day cancella- 
tions. Those cancellations cost you money 
and they cost your companies money. 

“I firmly believe that if every agent 
was on an account current basis with all 
the companies he represented, and was 
required to pay his accounts in full at 
the end of 60 days, there would be 
much less extension of credit than when 
he is operating on an item basis and 
paying the company only when he him- 
self has been reimbursed by the insured. 

“Finally, every agent owes it to him- 
self and to his fellow agents to spend 
some of his own money for advertising. 
The new seal of the National Association 
should be widely used on stationery, en- 
velopes, inserts, and in newspaper ad- 
vertising. Make sure that you tie in your 
own agency advertising with that of 
your fellow agents to the end that you 
are recognized as an independent busi- 
nessman, and, as such, are different 
from the direct writer or captive agent. 
Be proud of your chosen vocation. You 
have a valuable service to render—tell 
the public about it. And when your client 
requests your services in time of trouble, 
be sure you give him full measure.” 


Erie Exchange “Adopts” 


Two as Foster Parents 

The Erie Insurance Exchange of Erie, 
Pa., has become a Foster Parent again 
and this brings the number of children 
the exchange has “adopted” through 
Foster Parents’ Plan to the grand total 
of 21, An Italian girl and a Polish lad 
living in a DP camp in Western Ger- 
many are the two new children who will 
benefit from the insurance agents’ gen- 
erosity. Tonina Sanna, the Italian girl, 
lives with her widowed mother, two 
sisters, and a brother in a dilapidated 
hut with only $3 a month to provide 
for all their needs. The poverty-stricken 
village where they live offers no em- 
ployment and the little family was half- 
starved and almost without shelter be- 


fore the Erie Insurance Exchange 
“adopted” Tonina. 
Six-year-old Jurgen Orzel, whose 


whole life has been spent in a cheerless 
refugee camp, is always under medical 
check because of his tendency toward 
TB. The boy, whose father is too ill 
to work, and the family of four exist on 
$39.40 a month from sickness insurance. 
After paying for rent, light, and fuel, 
they had only 18¢ a day each on which 
to live. But now that Jurgen is “adopt- 
ed,” the whole family will enjoy more 
nourishing food and warm clothing. 
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Franz Chairman 1958 
EAC Convention Group 


Arthur B. Fair, Natick, Mass., chair- 
man of the Eastern Agents Conference, 
has announced that the dates of March 
16, 17, 18, have been confirmed with the 
Hotel Claridge, Atlantic City, as the time 
of the 1958 meeting of the conference. 

At the same time Mr. Fair named, as 
the committee to plan and handle details 
of the meeting, Henry A. Franz of 
Clifton, N. J., chairman of convention 
committee; William Carrington of At- 
lantic City as vice chairman and Charles 
J. Unger of Newark as secretary to the 
committee. 


N. Y. Agents Back Gov. 
In Fight on Auto Evils 


George A. Kramer, Jr., of Williston 
ark, chairman of the auto dealer com- 
petition committee of the New York 
State Association of Insurance Agents, 
has telegraphed Gov. Harriman compli- 
menting the Governor on his stand con- 
cerning installment plan practices in 
automobile and insurance sales. 

Gov. Harriman had stated that his 
consumer counsel and the State Insur- 
ance and Banking Departments are look- 
ing into a wide variety of such practices 
including “kick backs” to auto dealers 
and use of “credit life insurance.” He 
further went on to state that although 
there are some new laws designed to 
curb bad practices that “certain import- 
ant problems remain unsolved.” 

Mr. Kramer pointed out that during 
the past five years the New York State 
Association has fought such practices 
in the automobile finance field and that 
the association has been offered sugges- 
tions of ways and means to combat these 
evils in testimony before various inves- 
tigating authorities. Mr. Kramer pledged 
the full support of the association to the 
Governor 


i 


C. Gilbert Waldo Dies 


_ Funeral services were held recently 
from Grosse Pointe Memorial Church for 
C. Gilbert Waldo, 68, Grosse Pointe, of 
the Bosquette & Co., Detroit agency, a 
former president of the Michigan Asso- 
ciation of Insurance Agents. Mr. Waldo 
died following a heart attack. 

A state director representing the 
Michigan Association on the national 
board of state directors since 1953 until 
his retirement this year, Mr. Waldo 
headed the state association in 1951. He 
had had 38 years agency experience, all 
with the Bosquette agency. 





LOCKPORT INCORPORATION 

The R. B. Smith Agency, Inc., insur- 
ance, of Lockport, N. Y., has been in- 
corporated with capital stock of 
shares. Named as directors are Robert 
H. Boysen, Joan M. Boysen and Cecelia 
Jarembeg. 
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Alexander & Alexander 
« Promotes Grasty, Schmidt 


Alexander and Alexander, Inc., nation- 
wide insurance brokers, has named John 
S. Grasty, Jr., vice president in Chicago, 
to the newly created post of vice presi- 
dent and operating manager of the New 
York office. In a switch of personnel, 
Fred S. Schmidt, vice president in New 
York, has been assigned as vice presi- 
dent and operating manager of the Chi- 
cago office. 

Mr. Grasty has been associated with 
Alexander and Alexander in Baltimore 
and Chicago for 20 years, and Mr. 
Schmidt has been with the firm 30 years 
in New York. 





Werbel Daytime Course 


Bernard G. Werbel, coordinator of 
general insurance courses in several 
schools and colleges, announces that en- 
rollment has begun for the Accelerated 
“Daytime” General Insurance Course to 
be given at Browne’s Business School, 
West Hempstead, N. Y. The acceler- 
ated course was designed by Mr. Wer- 
bel for the purpose of assisting those 
persons who, because of other commit- 
ments, are unable to attend the regular 
evening classes. 

This course will commence on August 
12 and will terminate on August 30. 
Classes will be held from 9:00 A.M. to 
4:00 P.M. every day except Saturdays 
and Sundays. It will prepare the student 
for the state examination to be given 
on September 19. 


ROCHESTER AGENCY CHANGE 

Andrew J. Micklse, insurance pro- 
ducer, announced that he has assumed 
control of the J. L. Hilton Jr., Insur- 
ance Agency in Rochester, N. Y. The 
agency was transferred to Mr. Mickles 
by the estate of Mr. Hilton, who died 
in March. 


JOINS MURRAY AGENCY 
The John F. Murray Co. of Newark, 
N. J., announces that J. Clifford Mor- 
rison has joined the agency. 
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Navarre on Regulation 
(Continued from Page 1) 


ship, might well sponsor legal institutes 
in insurance regulation. 

“The wisdom and philosophy under- 
lying the work of the American Bar 
Association in connection with the study 
of conflict of laws should be applied to 
insurance law. The Insurance Section of 
the ABA has for years been largely com- 
posed of insurance company lawyers. 
The emphasis in their deliberations has, 
quite naturally, been on problems relat- 
ing to insurance companies. A review 
of their agenda in the past will show 
that the approach to problems of insur- 
ance regulation has been largely nega- 
tive or defensory in character. The place 
of the adversary is important and neces- 
sary. I, for one, would be the last to 
minimize its significance. In a represent- 
ative democracy such as ours, however, 
the quality of citizenship essential to 
good government in the public interest 
calls for active participation on a con- 
structive basis. 

“To keep pace with progress in insur- 
ance today and to preserve and make 
effective our regulatory system requires 
the dedicated effort of all segments of 
the insurance industry. The contribution 
which could be made by the Insurance 
Section of ABA could be of inestimable 
value. 

Competitive Practices 


“A competitive system such as ours in- 
evitably gives rise to new policies and 
new practices which require control, as 
each company seeks to obtain a greater 
share of the market. This is a healthy 
process. It is good for the public be- 
cause it leads to the development of new 
products as well as lower costs to the 
consumer. But at the same time this 
sort of aggressive competition, which 
we Americans cherish and which is 
fundamental to our economy, some- 
times leads to competitive practices 
which require governmental restrictions. 
This is true in the insurance business as 
it is true in all American industry. The 
State Insurance Departments must ever 
be alert to see that the public as well as 
the business gets the kind of protection 
to which it is entitled in this ever- 
expanding and ever-changing business,” 
stressed Comm. Navarre. 

“We come to the question of the best 
way to proceed in finding answers to 
new problems as they develop. 

“First, I think there should be some- 
what greater emphasis on uniform laws 
and administration. It seems to me 
there are a number of areas in the in- 
surance field where the problems of the 
respective states are essentially similar. 
This is not true, of course, in those areas 
where the citizens of the different states 
require different laws because of the 
peculiarity of their problems. 

“But in those areas where the prob- 
lems are the same, the development of 
uniform laws, patterned after the best 
that the several states have been able 
to devise, will materially assist in pro- 
YWding better protection to the public. 

“At the same time, it will reduce the 
problems of companies doing a multi- 
state business which are sometimes 
needlessly harassed by the requirement 
of complying wih varying laws and ad- 
ministration in the several states. The 
consequent reduction in the cost of doing 
business will inure to the benefit of the 
insurance-buying public. 


Avoid Extra-State Regulation 


“Second, I think that to the extent 
possible the states should seek to avoid 
extra-state regulation. By this I do not 
mean regulation which merely has extra- 
state repercussions. Obviously each state 
nfust protect its own citizens, and in do- 
ing so it is sometimes necessary to con- 
trol acts which take place beyond the 
state’s borders. But I do think that the 
respective states should be careful to go 
no further than necessary to protect the 
state’s interest. Each state should be 
cautious to avoid extra-territorial regu- 
lation which bears no close relationship 
to those interests in fact. To follow any 
other course may result in imposing un- 


necessary hardships on the companies 
as well as impinging on the rights of 
other states. 

“Finally, I think we should make 
greater use of the National Association 
of Insurance Commissioners and the In- 
surance Section of the ABA to accom- 
plish all of these purposes. Through 
these mechanisms, we should be able to 
keep pace with new problems as they 
arise, to develop the best possible regu- 
latory solutions, and to obtain speedy 
and effective legislative reforms wher- 
ever they may be necessary. Use of this 
approach will also inevitably lead to the 
greater uniformity in regulation which 
I believe to be desirable. 


Effective Regulation Needed 


“Whether at some future time Con- 
gress will change its mind, with the re- 
sult that the system of regulation and 
supervision will take a different form 
in the United States, will depend upon 
the effectiveness of the system of state 
regulation in protecting the public inter- 
est. 

“A valid reason for retaining primary 
regulatory authority in the states is the 
consequence of dual Federal and state 
regulation, with all its implications. 
Such a system would of necessity be 
unduly burdensome and costly to the 
companies and the  insurance-buying 
public, Neither as a practical nor as a 
legal matter could it be expected that 
the Federal Government would ever take 
over the regulation and supervision of 
this business to the exclusion of the 
states. In the very nature of the busi- 
ness there would always be matters of 
purely local interest which would be 
subject to control by the states. The 
history of the business and its regulation 
to date does not warrant the imposition 
of the severe and unnecessary burdens 
such a dual system would impose.” 


Big Bill 
(Continued from Page 23) 


vana the Compania de Seguros Federal 
de Cuba. 

Narration of Hendon Chubb’s activi- 
ties in the insurance industry and in 
Washington would fill a lot of space. 

Because of the tremendous losses in 
World War I the Government set up 
its Bureau of War Risk which had power 
to insure any war risk shipment to or 
from Britain and its colonies or Domin- 
ions at a rate of 1%. New York Cham- 
ber of Commerce set up a war committee 
of city’s leaders to act on complex prob- 
lems growing out of the war. Hendon 


Chubb was named chairman of a com- 


mittee of three to draw up a bill which 
the Administration could submit to Con- 
gress. When the bill passed Mr. Chubb 
was appointed to the advisory committee 
of the newly created War Risk Bureau, 
the other two being William Davey, a 
leading average adjuster with great 
knowledge of admiralty law, and William 
Wallace of Boston later replaced by Wil- 
liam E. Hedges, president of Boston In- 
surance Co. Hendon Chubb began to 
spend much time in Washington. He 
was director of insurance for the Ship- 
ping Board; and became an expert ad- 
viser to the Treasury Department in 
handling of insurance matters under 
the Trading with the Enemy Act. 

_In the establishment of the American 
Cargo War Risk Reinsurance Exchange 
in 1939 a partner in Chubb & Son played 
an important role. Hitler was on the 
rampage at this time. The Exchange 
wrote premiums which totalled more 
than: $300 million. 

In 1928 was established the Associated 
Aviation Underwriters in which Chubb 
& Son have always maintained a 50% 
interest and of which they have always 
been co-managers. : : 
_Percy Chubb II, now chief partner in 
Chubb & Son and who went to work for 
Chubb & Son in 1931 after his gradua- 
tion from Yale, has followed in his 
father’s footsteps in being a leader in 
the insurance field as well as an impor- 
tant figure in Washington. The day 
after Pearl Harbor he went to the na- 
tional capital and was appointed direc- 
tor of War Risk Insurance for the War 
Shipping Administration when the latter 
was set up February, 1942. Upon taking 
the post he resigned from the firm and 
also as au officer and director of Federal 
Insurance Co. He has been prominent 
in insurance industry associations and 
has served on numerous committees. At 
the present time he is chairman of the 
Atomic Energy Committee of the insur- 
ance companies. He was made a partner 
in Chubb & Son in 1935. 

Seven new partners were added to the 
firm beginning in 1921 with Louis May. 
When the latter retired he had been for 
41 years with the loss department. The 
others were Hawley T. Chester, Thomas 
J. Goddard, J. Russell Parsons and 
Junius Powell in 1925; Percy Chubb, II, 
and John Rodgers, Jr., in 1935. Mr. 
Chester died in 1954. His most important 
contribution was his management of the 
cotton department. 

Mr. Powell came to Chubb in 1920 
after having been for some years a 
claims attorney in Washington. In the 
first World War he had served over- 
seas under General Clarence Huebner, 
making a distinguished combat record. 
Thomas Goddard came to Chubb in 
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April, 1909. He began as an auto un- 
derwriter and later assisted the agencies 
with marine underwriting and ended by 
being the first partner to have general 
responsibilities for office management. 
Russell Parsons, also with a_ distin- 
guished war record, went with Chubb in 
the marine loss department after the 
war. His first experience with Chubb & 
Son was in reinsurance and transporta- 
tion. He is a director of Federal Insur- 
ance Co. and of Associated Aviation 
Underwriters. John Rogers in 1920 came 
to Chubb directly from Yale where he 
had been a naval reservist attached to 
Yale Naval Training unit. He now heads 
the commercial inland marine depart- 
ment. 

There have been a number of changes 
in Chubb & Son partnerships. Hawley 
Chester had died tragically in 1954. 
Thomas J. Goddard retired and became 
a consultant and student of the firm’s 
history. Hendon Chubb, although re- 
maining the senior partner, withdrew 
from the active direction of Chubb & 
Son which he had assumed in 1911. 
Thomas Goddard’s connection with 
Chubb & Son went back to five years 
before World War I. 

Six new men were later added to 
the partnership. William A. Bonner, 
who had been active in war risk cargo 
activities and in other functions, was 
made a member in 1949 as was Albert 
Cary Wall—back from war duties which 
took him from Guadalcanal to North 
Africa—and Robert E. Wallace, now 
head of all branch offices. Nathan Mob- 
ley, who had come to U. S. Guarantee 
in 1934 and is now president of that 
company, was made a partner in 1951. 
William M. Rees and H. Addison Tay- 
lor, Jr., were taken into the firm in 
1954. Archie M. Stevenson was made a 
partner the following year. The latter 
was the only new partner whose busi- 
ness career—or most of it—had not been 
spent with Chubb & Son. But he was a 
director of the Federal and also had 
been in long working for Chubb on 
legal matters as a member of the law 
firm of Bigham, Englar, Jones & 
Houston. 

Chubb & Son not only insured every 
cup defender since they opened their 
doors but such famous yachts as the 
Corsair, the Nourmahal, the Sea Cloud 
and the Aloha. “This is understandable 
as many of the firm members love and 
handle boats themselves,” says author 
Thomas Caldecot Chubb. The firm’s 
yacht losses in the 1954 hurricanes— 
Carol, Edna and Hazel—were heavy. At 
the time the firm announced in print 
that while 1954 “wasn’t any fun” it was 
going to offer a broader policy at no 
higher rate. 
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AMA Insurance Division Seminar 


The Insurance Division of the Amer- 


ican Management Association has an- 


leaders for the seminar 
during the 


July 22- 


nounced the 
meetings it plans to hold 
course of the summer program, 
26, at AMA’s headquarters at 
Colgate University, NY. 
Robert J. Ruppel, manager 
of Joseph E. Seagram & Sons, Inc., New 
York, will lead a five-day workshop dis- 
cussion on “How to Cut Risk Manage- 
ment Costs.” This small group will ex- 
change information and experience on 
self-insurance and the use of excess and 
deductible coverage. The workshop sem- 
inar is limited to 20 participants. An 
i discussion leader will be Louis 


summer 
Hamilton, 
insurance 


associate 


Glueck of The Ujohn Co., Kalamazoo, 
Mich 
Carl Schmidt, manager, annuity and 


insurance department for Standard- 
Vacuum Oil Co., will lead another work- 
shop seminar on “Planning and Ac Imin- 
istering the Employe Benefit Program. 

During the five-day period, the group 
will exchange information on the latest 
developments in the employe benefits 
and pension fields. Assisting the discus- 
sion leader will be John Dyer, vice pres- 
ident of Towers, Perrin, Forster & 
Crosby, of Philadelphia. 

The larger scale orientation 
for up to 40 participants, will be 
irnest Clark, president of 
Advisors, on the subiect of “Basics < 
Insurance Buying.” This five-day meet- 
g is a classroom-type for the less ex- 
perienced buyer. Other speakers taking 
part are Horace Brogley, assistant con- 
troller of Johnson & Johnson, and 


seminar, 
led by 


Cornorat: 








Texas Fire Loss Ratio 


Up 10%; Sharp EC Drop 


Texas experienced a 10% increase in 
its fire loss ratio in 1956 to 54%. ac- 
cording to figures released by the 
of Insurance covering fire and extended 
coverage business 

The 1956 totals are: fire earned pre- 
miums, all cl: $74,201.963, and paid 
of $40,149,927, or 54% EC earned 
premiums, statewide, of $51,065.778, and 
paid $9,031,765, or 18%. The 
feature of the EC tabulation is a 4% loss 
ratio in the area, 

Fire loss ratios were up substantially 
in all major classes of risks from the 
44% figure of 1955, with brick protected 
risks increasing from, 37% in 1955 to 58% 
in 1956 and with dwellings of all types 
going up from 47% to 51%. 

The five year (1952- 56) 
show total earned fire premiums of 
$348.852,994 and losses of $176,783,383, 
or 51%. On EC business, the 10-year 
experience figures, whicl h still include the 
Texas City disaster of 1947, show e arned 
premiums of $384,185,184 and 
$115,332,966, or 30%. 
McElveen Co. Names 

Two Florida Managers 

Thomas M. McElveen, of Thomas M 
McElveen Company—adjusters and sur- 
veyors—with home office in Miami, Fla. 
announces appointment of James FE 
Chaddock as manager of the branch 
office at 711 Broadway, Daytona Beach. 
Mr. Chaddock is a graduate of the Uni- 
versity of Michigan, and was active in 
civic organizations in Pennsylvania and 
Delaware. He was with GAB, as all line 

adjuster, in New Castle, Pa., before his 
present employment. 

C. A. Davies replaces Harry Tressler 
as manager of the Tampa office. Mr 
Davies is a longtime resident of Tamna, 
and prior to his connection with the 
McElveen Company was associated with 
Graybill & Neblett, adjusting firm in 
Ti ampa 

C. J. Willis, manager of the 
Fla., office, and Ocala office, is a mem 
ber of the Florida Bar Association and 
practiced law before entering the adjust- 
ment field over 25 years ago. 


3oard 


isses, 


} 
losses 
losses of 


seacoast 


aggregates 


losses of 


Leesburg, 


George McEwen, assistant vice president 
of Marsh & McLennan. 

Information about these meetings may 
be obtained by telephoning the AMA 
Seminar Registrar, 1515 Broadway, New 
York 36, N. Y. Fees for workshop sem- 
inars is $300 for AMA members; $350 
for nonmembers. Fees include tuition, 
food and lodging, and use of recreational 
facilities. Orientation seminar fees are 
$350 for AMA members and $400 for 
nonmembers and include tuition, food, 
lodging, and recreational facilities. 


Talks on Improving 
California Water Supply 


Southern California Fire Underwriters 
Association, at its June meeting heard 
Max Bookman, district engineer of the 
Department of Water Resources of Cali- 
fornia, discuss the problem of water in 
California, in relation to fighting fire. 
He spoke of the pending plans for dis- 
tribution to Southern California and the 
objectives of the current legislation af- 
fecting those plans, the measures now 
being in a snarl as the legislature is 
about to adjourn. 

He stated that River 


the Feather 


AMER. UNIVERSAL EXPANDS 


Maurice H. Saval, president of the 
American Universal, Providence, R. I, 
announces that the company was ad- 
mitted recently into Iowa, Maryland and 
Pennsylvania, bringing the number of 
jurisdictions in which the company is 
licensed to 44. 





Project, one of the largest of its type 
in the world, still is the only plan which 
is economically feasible to accomplish the 
task of replenishing the depleted water 
tables in some areas of California, this 
phase of his talk centering around the 
areas in Los Angeles, Orange and Ven- 
tura counties. 
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OUR FUTURE IS HERE 


HERE ... on an historic site overlooking San Francisco, 
where we dedicated our new home office building 


on July 9. 


HERE .... in our 95th year is a symbol of the confidence, 
loyalty and support of our 23,500 independent 
agents and brokers in the United States, Canada 
and overseas who have entrusted THE FUND 
with the protection of more than 2,000,000 


policyholders. 


HERE ... in our functional new home office, we pledge 
further progress ... and the continuance of our 
tradition of service to the American Agency 
System. 
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Soft colors and even, glare-free light 
characterize the large office areas, pro- 
viding the optimum in comfortable 
working conditions. Completely air- 
conditioned, the interior is designed 
along modern ‘“‘open plan” lines. 
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The spacious cafeteria adjoins a large 
wind-sheltered terrace which over- 
looks a panorama of San Francisco. 
Bright, cheerful colors and contempo- 
rary furnishings were used throughout 
the cafeteria and employees’ lounge. 
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Inchmaree Clause Continually More 
Useful To Shipowners, States Aherne 


rent in 1950, the present clause includes 


Developments with respect to the 
Inchmaree Clause in the last seven years 
were reviewed by John M. Aherne of the 
New York admiralty and marine insur- 
ance law firm of Bigham, Englar, Jones 
& Houston in an address presented 
aboard the “Queen Elizabeth” July 13 
while the British liner was carrying the 
American Bar Association convention to 
its concluding sessions in London. Mr. 
Aherne confined his talk to the last seven 
years as Edward G. Dobrin of Seattle, 
chairman in 1950 of the Committee on 
Marine and Inland Marine linsurance 
Law, had then given a treatise on the 


background and development of the 
Inchmaree Clause. 

“The genesis and evolution of the 
Inchmaree Clause,” stated Mr. Aherne, 


“might be taken as a good example of 
the continuing effort by marine under- 
writers to meet the needs of the steam- 
ship industry. From its origin in the 
closing decade of the nineteenth century, 
down to the present day, the clause has 
followed a consistent pattern of widening 
coverage, so as to afford vessel owners 
broad protection from losses by perils 
not peculiar to the sea. 

“The first Inchmaree Clause was intro- 
duced to fill the gap in the hull coverage 
needed by vessel owners, found to exist 
as a result of the 1887 decision in The 
Inchmaree (Thames & Mersey Marine 
Insurance Company v. Hamilton) 12 App. 
Cas. 484. It was a simple clause com- 
pared to the Inchmaree clauses of to- 
day. It extended the hull policy ‘specially 
tc cover’ loss or damage to the hull or 
machinery ‘through the negligence of 
masters, mariners, engineers or pilots, 
or through explosions, bursting of boil- 
ers, breaking of shafts, or through any 
latent defect in the machinery or hull,’ 
followed by the proviso that such losses 
have not resulted from the want of due 
diligence on the part of the vessel 
owner,” Mr. Aherne continued. 

“The present day clause is far broader, 
both in the London Institute and the 
American Institute forms, 

The American Institute form of Inch- 
maree Clause today reads as follows: 
American Institute Form Today 
“*This insurance also specially to cover 
(subject to the Average Warranty) loss 
ot or damage to the subject matter in- 
sured directly caused by the following :- 
“‘Accidents in loading, discharging or 

he indling < cargo, or in bunkering; 


‘Accidents in going on or off, or 


while on drydocks, graving docks, ways, 
gridirons or pontoons; 
“*Explosions on shipboard or else- 


where; 

“‘*Breakdown of motor generators or 
other electrical machinery and electrical 
connections thereto, bursting of boilers, 
breakage of shafts, or any latent defect 
in the machinery or hull, (excluding the 
cost and expense of replacing or re- 
pairing the defective part); 

“Contact with aircraft or 
land conveyance; 

“‘Negligence of charterers and/or re- 
pairers, other than an assured, master, 
mariners, engineers or pilots; provided 
such loss or damage has not resulted 
from want of due diligence by the As- 
sured, the owners or managers of the 
vessel, or any of them.. Masters, mates, 
engineers, pilots or crew not to be con- 
sidered as part owners within the mean- 
ing of this clause should they hold 
shares in the vessel.’ 

“In the past seven years the clause has 
been broadened considerably. In addition 
to perils enumerated in the form cur- 


with any 


loss or damage caused by drydocking 
accidents, by breakdown of generators, 
electric machinery and connections, and 
contact with land conveyances; also, loss 
or damage caused by the negligence of 
charterers and ship repairers. 

“These are far reaching changes. Ac- 
cumulated loss experience had revealed 
a significant incidence of loss from these 
non-marine perils, and again the gap 
was filled by an expansion of the area in 
which the protection of the Inchmaree 
Clause was made available to vessel 
owners. It should be noted, however, 
that in certain special fields, notably 
on some fishing vessel forms, the loss 
experience was such as to make it neces- 
sary to eliminz ite the negligence of mas- 
ters, mariners, engineers and pilots from 
the general coverage of the clause, and 
to make that type of Inchmaree protec- 
tion available only by special endorse- 


ment,” Mr. Aherne pointed out. 

“So far as the British Law Reports 
reveal, there have been no decisions on 
the Inchmaree Clause by the English 


Courts since 1950. The clause has been 
before the American Courts on several 
occasions since 1950, and it is gratifying 
to report that none of the American 
decisions departs in any radical degree 
from the law as it theretofore existed. 
In Ferrante et al. v. Detroit F. & M. 
Ins. Co., 125 Fed. Supp. 621, 1954 A.M.C. 
2026 the United States District Court 
for the District of California was called 
upon to consider a crankshaft broken 
through the back main bearing of the 
purse-seiner ‘Rosanna.’ 

“The cost of replacing the broken shaft 
was $10,601 and the cost of repairing the 
damage to other parts of the machinery, 
caused by the broken shaft, was $1.080. 
The insured value of the vessel was $52,- 
500, and the policy was warranted free 
of particular average under 3%. The 
assured claimed the broken crankshaft 
resulted from the negligence of the engi- 
neer in failing to lubricate properly. 


Underwriter Claims Latent Defect 


“The underwriter, on the other hand, 
claimed the broken shaft resulted from 
a latent defect. Each of these opposing 
contentions had its economic signifi- 
cance. If the assured’s contention pre- 
vailed, negligence of the engineer being 
an insured peril, the $10,601 cost of re- 
placing the crankshaft would be re- 
coverable, as well as the $1,080 damage 
to other parts of the vessel consequent 
thereupon. The total of these repair 
costs, $11,682; being excess of the 3% 
franchise in respect of particular aver- 
age losses, the assured would collect 
its loss in full. 

“On the other hand if underwriter’s 
contention prevailed the breakage of the 
crankshaft would be attributed to a 
latent defect and the cost of renewing 
the latently defective shaft would be 
excluded by parenthetical exception of 
the Inchmaree Clause. That would elim- 
inate the $10,601 and the $1,080 damage 
to the other parts of the vessel conse- 
quent upon such defective ceumiakadt, 
being less than 3% of the insured value, 


would not be recoverable at all, be- 
cause it would not be sufficient in 
amount to reach that level of partial 


losses which the underwriter had agreed 
to assume. Hence the assured would 
take nothing,” stated Mr. Aherne. 


Ruling in Favor of Assured 


“These opposing contentions raised 
sharp issue of fact which the District 
Judge resolved in favor of the assured, 
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holding that the shaft broke because of 
the engineer’s failure to give proper 
attention to the lubrication of the engine. 
The assured was thus permitted to re- 
cover its loss in full, and the court then 
went on to deal, by way of dictum, 
with the assured’s contention that re- 
gardless of the cause of the broken shaft 
(apart from latent defect) the clause 
required the underwriter to pay for its 
restitution. 

“This contention was grounded on the 
fact that the clause, after reciting that 
it covers damage caused by latent de- 
fects in the machinery or hull, goes on 
expressly to say in parentheses *(exclud- 
ing, however, the cost and expense of 
repairing or renewing the defective 
part). Thus, argued the assured, the 
express exclusion of the cost of renewing 
a ‘defective part’ necessarily implied the 
inclusion of the cost of a boiler which 
burst, or shaft which broke, from causes 
other than latent defect. 

“The court declined to ‘buy’ that con- 
tention. It pointed out that even before 
the express exclusion of the cost of re- 
placing the defective part was incorpo- 
rated into the clause, both English and 
American courts (with one exception) 
had declined to construe the clause as 
covering the cost of the defective part, 
or the broken shaft, as distinguished 
from the damage consequent upon such 
occurrence. The court's view was that 
the parenthetical exclusion was intro- 
duced ‘to make doubly clear the mean- 
ing of the Inchmaree clause where 
latent defects were involved.’ 

“Also that neither the cost of renewing 
the broken shaft or removing it and re- 
placing it with a new or repaired shaft 
are covered per se, under the ‘Inchmaree’ 
clause ... but only the resulting damage 
to ‘hull or machinery.’ In this case the 
shaft break was proximately caused by 
negligence of the engineer, a described 
peril, hence the cost of the replacement 
shaft is recoverable and also the cost 
of removing the shaft and putting in 
the replacement shaft as well as the re- 
sulting damage caused by the break. 


“Esso Manhattan” Case 


“The United States District Court for 
the Southern District of New York also 
dealt with an Inchmaree situation in 
‘Esso Manhattan’ 1953 A.M.C. 1153. 
There the ‘Esso Manhattan,’ a tanker in 
part ballast, was proceeding along the 
channel seaward from Ambrose Light- 
ship in a moderate breeze and long 
ground swell when she suddenly split in 


two. She had no straps, slots, or other 
crack arresters which later came into 
common use on welded ships. It was 


found as a conclusion of fact that there 
were certain latent defects in the weld 
which under certain conditions of stress 
in the vessel’s hull caused her to crack 
open and split. The consequent damage 
was held to be recoverable under the 
Inchmaree Clause of the marine policy. 

“The next two cases should be consid- 
ered in light of the fact that it is the 


assured’s burden to prove a loss by a 
covered peril. In ‘The Bertie Kay,’ 106 
Fed. Supp. 244, 1952 A.M.C. 1812, decided 


by the United States District Court for 
the Eastern District of North Carolina, 
the facts were that a shrimper had 
foundered in fair weather and a calm 
sea, and the question for the court was 
whether this sinking should be attributed 
to a latent defect or an undetected sea 
peril, on the one hand; or to an unsea- 
worthy condition of the vessel, on the 
other. 

“The court, after reviewing the author- 
ities, held that an unexplained sinking 
creates an inference of unseaworthiness 


Bennett Joins Hull Dept. 


American International 


American International Marine Agen- 
cy announces appointment of Robert M. 
Bennett to the hull underwriting staff 
Until recently, Mr. Bennett was hull 
secretary of Wm. H. McGee & Co. Inc. 
He entered the marine underwriting field 
in June, 1946. 

A native of Orange, N. J., Mr. 
was graduated from Peekskill Military 
Academy and received the Bachelor of 
Arts degree from Princeton University 
For two and a half years during World 
War II he seh tes with the U. S. Marine 
Corps. 


Sennett 


Atlantic Cos. in New 


Quarters in New Haven 

The New Haven, Conn., office of the 
Atlantic Companies has moved to larger 
quarters at 261 Bradley Street. The of- 
fice is under supervision of Thomas F 
Smith, manager. John O’Donnell has 
joined the firm as supervising adjuster 
ot casualty claims in the New Haven 
office. He has had several years experi- 
ence in the claims field in Connecticut. 


Appleton & Cox Changes 

Appleton & Cox, Inc., of New York 
announces that Joseph P. Ferraro has 
been transferred to the Indianapolis 
branch from New York as state agent. 
He will service Indiana and Kentucky 
Mr. Ferraro joined Appleton & Cox in 
December, 1946, and since then has been 
in the underwriting department at the 
home office. 


_ Frank E. Outwater has been trans- 
ferred to the production staff in the 
home office after serving as State agent 


in various states since 1951. He joined 


the organization in 1945 and served in 
the home office in New York before 
going into the field. In 1951 he was 


assigned to Des Moines as special agent 
for lowa and Nebraska and in 1955 went 
to Indianapolis as state agent for Indi- 
ana and Kentucky. 


and that the assured might not recover 
It rejected the argument that proof of 
apparent seaworthiness immediately prior 
raised a presumption of 
an undetected insured peril. 


tc loss loss by 


“An opposite result was reached in 
Glens Falls Ins. Co. v. J. E. Long, 1953 
\.M.C. 1841, by the Supreme Court of 
the State of Virginia, in the case of a 
motor boat which unaccountably sank 
one hour after starting on a fishing 
trip. Taking into consideration the 
‘proven’ good condition of the vessel 
before she sailed, the court concluded 


that the most reasonable explanation of 
the was that it took place as a 
result of latent defect in the hull of the 
vessel. It may be observed that the 
decision of the Virginia Court leaves out 
of account the possibility of undetected 
unseaworthiness in favor of the 
bility of undetected perils. 

“In a few other reports of American 
cases are found passing references to 
the Inchmaree Clause, but none is of 
any significance. The cases reviewed 
and the continued expansion of the 
clause reflected in the insured perils 
added to it since 1950, demonstrate quite 
clearly, it seems, that Inchmaree con- 
tinues to be a conspicuous element in 
marine insurance, and a form of protec- 
tion which grows more useful to vessel 
owners every day— especially as the 
complexity of the machinery of vessels 
increases,’ Mr. Aherne concluded. 


loss 


possi- 








Page 32 





July 19, 1957 











Program to Ease 
Court Congestion 


BY ARBITRATION IN NEW YORK 





Set up by Association of Casualty & 
Surety Co’s and National Association 
tion of Mutual Casualty Cos. 


A new program to ease court conges- 
tion through arbitration in metropolitan 
New York has been adopted by major 
of the casualty industry. It 


segments 
Dewey Dor- 


went into effect July 15, J. 
sett, general manager of the Association 
of Casualty & Surety Companies and 
Newell R. Johnson, general manager of 
the National Association of Mutual Cas- 
Companies announced. The plan 


ualty 
calls for participating companies to ar- 
inter-company differences rather 
than go to trial when they are involved 
co-defendants in damage claims. 
Settlement of such cases will be 
speeded up under the new program and 
thereby removed from crowded court 
dockets, according to Messrs. Dorsett 
and Johnson. “Some cases, where the 
settlement value is agreed upon, will be 
settled expeditiously, and the issue be- 
tween the insurance companies as_ to 
their interests in the settlement, if any, 
will be disposed of quickly by arbitra- 
tion. The finding of the arbitration 
panel will be final and no appeal may 
be made,” Mr. Dorsett stated. 


Areas To Be Affected 


Initially, the arbitration agreement will 
apply to claims or suits in the five bor- 
oughs of New York City and in West- 
chester, Nassau and Suffolk counties 
where court backlogs are heaviest. But 
early extension of the plan to other 
areas is anticipated, Mr. Johnson said, 
for court congestion is a critical prob- 
lem in many cities. 

This effort on the part of insurance 
carriers to contribute further toward the 
relief of overloaded calendars was under 
study for more than a year by the com- 
bined claims committee of the two 
groups. It was stimulated by a report of 
the Temporary Commission on_ the 
Courts which pointed out that unneces- 
sary litigation developed in cases where 
co-defendants were unable to agree on 
their proportionate share of settlement. 
The commission, headed by Harrison 
Tweed, declared that in a number of 
instances the parties agreed on what the 
plaintiff should receive but could not 
agree on what share, if any, should be 
borne by the respective co-defendants. 
Under terms of the new agreement, par- 
ticipating companies are required to ar- 
bitrate such issues following settlement 
with the pla uintiff. 

Arbitration of inter-company disputes 
on claims up to $10,000, which is about 
the average size of a Supreme Court 
verdict in New York, is required of all 
companies participating in the program. 
The arbitration procedure may be ex- 
tended, however, to include disputes 
where settlement value is in excess of 
$10,000 if the interested parties consent. 
Thus there is no limit to the amount that 
may be arbitrated. et arbitration ma- 
chinery set up by the Combined Claims 
Committee is available to all insurance 

carriers wishing to participate in the 
plan. 


bitrate 


as 


E. G. LOWRY ABROAD 
a G. Lowry, chairman of the 
board, General Reinsurance Corp., is on 
a three weeks’ trip abroad. His itinerary 
includes five countries on the Continent 
and stop-off in London. 


Norris P. Browne Opens 
Own Ad Agency in New York 


Norris P. Browne, formerly executive 
vice president of Allston Associates, Inc., 
has opened his own advertising agency 
at 15 West 44 Street, New York City. 


The new agency, Browne Advertising, 
will specialize in insurance advertising 
and public relations. 

Mr. Browne joined Allston Associates 
in August, 1955, as account executive in 
charge of fire and casualty insurance 
accounts. Six months later he was 
elected executive vice president and as- 
signed the responsibility for servicing 
all insurance accounts in the agency. He 
has had wide and varied experience in 
the field of company insurance promo- 
tion. Previously he served as assistant 
advertising manager and publicity super- 
intendent, Aetna Insurance Group, Hart- 
ford; assistant to the public relations 
vice president of mere Co. of Texas 
Group, Dallas; and A. & H. sales pro- 
motion manager, rhineh Casualty Co., 
Reading, Pa. 

A veteran of World War II, Mr. 
Browne was a newspaper reporter for 
12 years prior to his army service. He 
worked on newspapers in the United 
States, Mexico and Australia and for a 
wire service in China. 


Allston Associates Names 


Abrams and Bogue V.P.’s 


The appointment of Bruce R. Abrams 
and Robert M. Bogue as vice presidents 
has been announced by Allston Associ- 
ates, Inc., advertising counselors of 116 
John Street, New York City. 

Mr. Abrams, formerly with the Aetna 
— ulty & Surety of Hartford and the 
M. Harvey Agency of Syracuse, N. Y. 
= supervise client relations for All- 

ston Associates. 

Mr. Abrams, graduate of Hamilton 
College, was an account executive with 
the Harvey Agency (public relations 
counsel) and handled Ag-Empire pub- 
lic relations among other accounts. His 
prior connection with Aetna C. & S. 
was as a state agent in Syracuse for six 
years for Aetna’s fire insurance division. 

Mr. Bogue, in charge of production 
facilities, has been with the agency in 
various capacities since 1942. 


Rules Governing 
Arbitration Outlined 


IN TALK BY JOHN EASTMAN, JR. 


In Disputes Concerning UM and Family 
Protection Coverages; Friendly Atmos- 
phere and Orderly Rules of Tribunal 


The rules that govern arbitration of 
disputes arising out of the so-called 
“Uninsured Motorist Coverage” or 
“Family Protection Plan” insurance pol- 
icles were discussed in a talk at the 
meeting of the Automobile Insurance 
.aw Committee at the American Bar 
Association meet in the Plaza, New 
York, last week. The speaker, John 
Eastman, Jr., tribunals vice president, 
of the American Arbitration Associa- 
tion, outlined the problem of the insured 
motorist and his vulnerability to the un- 
insured irresponsible motorist. 

He pointed out: “The insurance com- 
panies that undertook to indemnify their 
policyholders against financial loss could 
expect that in a number of cases they 
would find themselves in dispute with 
their own policyholders as to the legal 
liability of the latter or the extent of 
injury.” 

In the circumstances he considered 
that the courts were an unsuitable place 
to resolve such controversies, for apart 
from crowded calendars, a more friendly 
atmosphere was needed, allowing that 
insurance companies would sell not only 
the uninsured motorist clauses, but a 
full line of public liability and collision 
insurance to the policyholder. Conse- 
quently it was desirable that friendly 
relations be maintained and a_ great 
deal was to be lost if the insured were 
put to great expense in asserting and 
adjudicating a claim. At the same time 
the insurance company had an obligation 
to its stockholders and the public to 
resist unjustified demands for settle- 
ment. 

Arbitration was the answer. Policies 
for the new protection automatically in- 
cluded a provision for impartial arbitra- 
tion, failing settlement by direct nego- 
tiation between the claimant and the in- 
sured carrier. The American Arbitration 
Association was chosen to administer 
the job, in accordance with newly de- 
vised Accidental Claims Tribunal Rules. 

Mr. Eastman explained the rules and 
workings of the arbitration setup. 

“To begin with, arbitration is initiated 
by either the insurer or the policyholder, 
by serving notice on the other party and 
sending two copies of this notice, which 
is technically called a “Demand for Ar- 
bitration,” to the Association. This De- 

(Continued on Page 33) 
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Court Reform in 

New York State 
CALENDAR CONGESTION CLEARED 
Readiness Rule Forcing Lawyers To 


Have Cases Prepared; Cuts Waiting 
Time 42 to 19 Months 





Chief Judge Albert Conway of the 
Court of Appeals presented an optimistic 
future in discussing progress of court 
reform in New York State, at a meeting 
of chief judges and chief justices of the 
highest courts in 45 states, Puerto Rico 
and Hawaii. The meeting part of the 
American Bar Association gathering was 
held at the Commodore Hotel, New 
York. 

Judge Conway reported that the State 
Judicial Conference, of which he is chair- 
man, is “working out well.” The Con- 
ference was established by the Legisla- 
ture on recommendation of the Tempo- 
rary Commission on the courts, of which 
Harrison Tweed is chairman. Judge Con- 
way described the campaign to reduce 
the calendar congestion in the State’s 
Supreme Court within the year on rec- 
ommendation of the Judicial Conference. 
It requires attorneys to file statements 
that their cases are ready for trial be- 
for they can get them on the court 
calendar. Previously, the judge ex- 
plained, long delays had resulted from 
lawyers putting cases on the calendars 
before they were ready for trial. 

Effect in Figures 

In the Supreme Court of New York 
County, he reported, 6,092 cases were 
pending Demember 31, 1956; 2,350 were 
struck off the calendar under the readi- 
ness rule up to last May 31, and 3,085 
are now pending. Delay in personal in- 
jury cases (which he said was the only 
category in which there was a serious 
delay) has been reduced from 42 months 
on June 30, 1956 to nineteen months as 
of today. 

Meanwhile, speaking the same day, 
Senior Associate Judge Charles S. Des- 
mond stressed “the doleful” side, before 
trial lawyers at the Waldorf Astoria. He 
held that “New York State had the 
most fragmented system of trial courts 
and the most complicated system of pro- 
cedure in the United States. He praised 
the Tweed Plan, and though parts of it 
had been rejected by the Legislature, 
he predicted the battle for court reform 
would be won. The problem was not 
merely a metropolitan one, he said. In 
his own upstate Erie County “a typical 
day saw seven different kinds of sep- 
arated courts each independent, all un- 
coordinated.” 


Aetna C. & S. Decmncies 
E. W. Ellison to N. Y. Post 


Edward W. Ellison has been appointed 
assistant vice president, New York office 
of Aetna Casualty & Surety at a meeting 
of the company’s board of directors. For 
the last two years, Mr. Ellison has 
served as a field supervisor in the Aetna 
C. & S. agency department. His New 
York appointment becomes effective Au- 
gust 1 and in his new duties he will be 
second in command of the Aetna’s largest 
field office. 

A native New Yorker, Mr. Ellison was 
graduated from Lafayette ‘ College and 
joined the Aetna organization in 1940 as 
field representative. He served in the 
New York City and Newark branch 
offices, and later as superintendent of 
agents in Pittsburgh. In 1953 he was 
named Rochester manager and in 1955 
was recalled to the home office and ap- 
pointed field supervisor. 


PULLEN BANK DIRECTOR 

Executive Vice President W. E. Pullen 
of United States F. & G. has been elect- 
ed to the board of directors of the First 
National Bank of Baltimore. He is a 
member of both the Indiana and Mary- 
land Bar Associations and entered the 
service of U. S. F. & G. in 1926 in its 
claim department. 
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Rising Verdicts in 
Personal Injury Cases 


DISCUSSED BY JAMES DEMPSEY 


Suggests Merit in Pre-Trial Discussions; 
Judges Should Cease to be 


Agents for Claimants 


James Dempsey, counsellor at law, 
White Plains, N. Y., took as his sub- 
ject title for an address to the insurance 
section of the American Bar Association 
July 15 aboard S.S. “Queen Elizabeth” 
enroute to London, “The Rising Tide of 
Verdicts in Personal Injury Cases.” Mr. 
Dempsey was of the opinion that “a 
verdict, no matter how substantial it may 
be, may not be exorbitant or excessive. 
There is no more difficult decision than 
to put a dollar mark on the sufferings 
and heartaches of another. 

“The next time you are confronted 
with a high verdict, before you condemn 
it as the product of a misguided jury, 
I suggest that you reflect upon the 
efficacy of money for human anguish and 
agony. “Remember,” he urged, “that it 
has been indelibly written since time 
immemorial; ‘He scoffs at scars who 
never bore a wound.’” 

The speaker suggested that it “is about 
time that judges ceased to be collection 
agents for claimants. Frank conferences 
in advance of trial between court and 
counsel have very decided advantages. 
The wheat can be separated from the 
chaff. As the result of such conferences 
cases can often be settled or assigned 
to lower tribunals in conformity with 
the stake at issue. 

“T most respectfully disagree with the 
attitude of many of our jurists in always 
insisting that every plaintiff's case has 
some monetary value. If that premise 
prevails, then the courts are helping to 
maintain a system which is fundament- 
ally unsound. No payment of any kind 
should be made in a case that is wholly 
without merit. Fewer spurious cases 
would be instituted, and there would be 
less of a case-load, if the judges recog- 
nized that a defendant, as well as a 
plaintiff, is entitled to judicial protec- 
tion.” 

In Favor of Certain Pre-Trials 


Mr. Dempsey further remarked that 
for the sake of expediency we should 
permit jury trials, whether for large 
or small sums if at the same time we 
ban jury trials in cases where one has 
suffered personal injuries or where a 
life has been lost. Our concept has al- 
ways been that personal rights should 
always transcend property rights, he 
said. 

Arbitration and Compensation 


The speaker pointed out that there is 
in vogue in parts of Pennsylvania a sys- 
tem of arbitration involving actions 
where amounts in litigation are under 
$1,000. These cases may, upon consent, 
be referred to selected attorneys, who 
will arbitrate the issues. However, in 
matters of such magnitude as the con- 
sideration of the evaluation of serious 
personal injuries or evaluation of a 
human life, the criteria are so crucial 
that we should not veer from the judicial 
process. He said: “The next step from 
arbitration is some form of administra- 
tion similar to workmen’s compensation. 
It will inevitably eliminate courts in per- 
sonal injury cases. It will eventually re- 
sult in compensation for all injury re- 
gardless of negligence.” ; 

Workmen’s compensation undoubtedly 
filled a great need at the time of its 
enactment, but in many instances, in its 
practical application today, all that can 
be said for its benefits is that they are 


Key Figures in ABA Insurance Section 





Left to right—John J. Wicker, Jr., Vice Chairman, American Bar Assn. Insur- 
ance Law Section; Thomas Watters, Jr., Former Chairman of the Section, welcome 
D. Pierson, Searetiny of the Section, and Stanley Morris, Chairman-Elect of the 
Section. 





better than none at all. In New York 
if a man loses an arm, the maximum 
he can obtain under compensation is 
$11,232 and for a leg $10,368. In a third 
party action that same arm or leg would 
be worth many times the compensation 
award,” 


Shortcomings and Dangers 


He stressed: “Such compensation 
benefits for all personal injury cases 
would push us over the cliff into the 
abyss and morass of socialized insurance. 
It would prove the death knell of the 
casualty insurance enterprise in this 
country.” 

However, Mr. Dempsey pointed out, 
“The insurance industry can, with im- 
provident action, project the tremendous 
facets of casualty insurance into the 
domain of "father socialization and of 
state insurance.” He recalled an instance 
some years ago of an insurance company 
taking a photogr aph of a large check 
made out for settlement of a claim. The 
photograph was used in an advertise- 
ment which was prominently captioned 
“Could you write a check for $35,000?” 
The details of the settlement were fully 
reported under the cut of the check. The 
business which the company received 
from the advertisement more than com- 
pensated_ it for the loss upon that par- 
ticular ris 

“Recently, settlement was effected in 
an action in New York State for a single 
injury in the case of a young woman 
who was standing upon the sidewalk 
awaiting the arrival of a bus when she 
was struck down by an _ automobile 
which leaped the curb and pinned her 
perilously agairst the wall of a building. 
The settlemert was for $115,000, of 
which the company paid $100,000 and the 
assured paid $15,000. The basis of the 
settlement and the respective contribu- 
tions towards the settlement were widely 
publicized.” 

Concern Over Unwarranted Payment 
of Large Sums 

Continuing the speaker said, “We 
should not be dismayed at the size of 
large verdict unless in the extension of 





See Page 36 for additional articles on 
American Bar Association addresses. 


the horizons there are definite abuses 
which should be eradicated. A verdict 
of $5,000 in a certain case may be ex- 
cessive. A verdict of $250,000 in another 
case may be inadequate. A low plaintiff's 
verdict may be more excessive in an un- 
warranted case than a high plaintiff's 
verdict in a justifiable action. It is not 
the size of the verdict which should 
cause concern so much as the unwar- 
ranted and unjustified payment of large 
sums for trivial, minor and inconse- 
quential injuries. 

“In my opinion counter-publicity is not 
a complete solution,” Mr. Dempsey 
stated. “One cannot combat figures by 
figures. The newspapers in this country 
have adopted a policy of seldom publi- 
cizing libel actions. Even when the 
verdict is in favor of the newspaper 
which was sued, the paper usually re- 
frains from publishing its gratification 
and exultation, The refusal to dissemin- 
ate the news concerning libel cases, has 
undoubtedly paid dividends to the news- 
paper industry in that many potential 
libel suits die aborning. 

“A cogent and graphic method of im- 
pressing upon the public mind that prac- 
tically everyone pays for excessiveness 
in jury verdicts was the national cam- 
paign conducted by the American Auto 
which published full page advertisements 
showing the closed door of a jury room 
with the caption, ‘The Jury Is Out De- 
termining Your Auto Liability Insur- 
ance Rates.’ Legal actions were insti- 
tuted to compel the discontinuance of 
the publication of these advertisements 
but the insurance company successfully 
defended all such lawsuits. Contrary 
to popular belief, the truth is frequently 
startling, never dull.” 

In closing Mr. Dempsey said things 
will find a proper level, when it is 
brought home to the American people, 
by and large, “that no economy can exist 
on a ‘something for nothing’ ne apibaa any 
that compassion can be combined with 
common sense, that. courts are mi aintain- 
ed for justice not for charity.’ 


The great thing in this world is not 
so much where we stand as in wliat di- 
rection we are moving. 


—Oliver Wendell Holmes 


nities on Abritration 


(Continued from Page 32) 


mand should indicate what the claim is 
and it should quote the arbitration pro- 
vision of the policy. If a dispute should 
arise between an_ insurance 
and a policyholder growing out of a 
policy which has no arbitration clause, 


arbitration can still 


company 


arranged and the 
rules would be the same, except that in 
this case both 


parties,” he stressed, 


‘would have to sign a statement of the 
issue. This is called a Submission Agree- 
ment. 

“Because of the widespread use of 
arbitration clauses in policies, the De- 
mand for Arbitration predominates as 
a method of initiating arbitration. The 
party upon whom the demand is made 
is given an opportunity to file an answer- 
ing statement within seven days; if he 
fails to do so, it is assumed he denies 
the claim 

Selecting the Arbitrator 

“The next step involves selection of the 
arbitrator. A special Accident Claims 
Panel of Arbitrators has been created 
consisting of attorneys who have been 
nominated by Bar Associations through- 
out the country or by other attorneys 
who are now commercial arbitrators on 
AAA’s National Panel. To give the in- 
surance companies and the policyh olders 
the most acceptable arbitrators, it is one 
of the rules that no attorney working for 
an insurance company or specializing in 
negligence cases may serve in accident 
claims cases. Even after an appointment 
is made by the Association, any party 
objecting to the arbitrator may do so 
and another will be substituted. 

_“All rules of accident claims arbitra- 
tion were adopted to give insurance 
companies and policyholders the same 
access to ‘speed, economy and justice,’ 
which is the slogan and the promise of 
the American Arbitration Association. 

; “Five days notice is given for hear- 
ings. The parties indicate their prefer- 
ence for time of hearing on a special 
calendar sent to them by the Association 
when receipt of the initiating naners is 
acknowledged. The place of arbitration 
is also at the mutual convenience of the 
parties; in case of dispute on this point, 
the administrator makes the decision.” 


Order in the Hearing Room 


Mr. Eastman, while agreeing that ar- 
bitration hearings are informal, stressed 
that, nevertheless, there is no lack of 
order in the hearing room. “On the 
contrary,” he said, “there are precise 
rules governing proceedings—rules which 
have evolved out of many decades of 
experience and out of intensive discus- 
sions with authorities in the insurance 
field.” 

The most important rule of arbitration 
is that an arbitrator must listen to all 
the evidence and that each party must 
have full opportunity to rebut the oher’s 
arguments. Direct communication be- 
tween the parties and the arbitrator is 
to be avoided. 

Mr. Eastman explained: “Many tech- 
nical arrangements are necessary in ar- 
bitration, such as setting a time and 
place, re-convening hearings, exchanging 
briefs, etc. But all of these functions 
are performed through the American 
Arbitration Association’s tribunal clerk. 
AAA rules bar consultation between the 
parties and the arbitrator. In this way, 
the danger that one side may have 
offered arguments to which the other 
had no opportunity to reply is avoided. 
This insulation of the arbitrator, not 
only against unregulated access by the 
parties but also against many purely 
technical, housekeeping and record-keep- 
ing functions, is one of the important 
rules which makes it possible for par 
ties to practice arbitration with utmost 
confidence in the fairness and the en- 
forceability of awards.” 
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Realistic Appraisal Of Jobs Urged 
In Light Of Contractor Failures 


By Dattas SMITH 
President, National Association of Bond Producers, Dallas, Texas 


The services of the bond producer in assisting the general contractor is stressed in 
Mr. Smith’s timely address which was delivered at a recent meeting of the Texas 
Construction Council in Dallas, attended by repre sentatives of the League of Texas 


Municipal Contractors 


Municipalities, the I 
Section, 


Engineers, the Texas 
Dealers of Texas. Mr. 


attributed to constantly diminishing margin of profit in bids. 


American Insti itute of « dD 
Smith expressed his concern over contractor failures which he 


Association, the Texas Society of Professional 


Architects and the Municipal Bond 


He said that the current 


and 


situation calls for realistic appraisal of job costs to consider all contingencies 
tangible expenses. He also brought out the helpfulness of the bond producer to his 
contractor clients in forming jomt ventures, arbitrating disputes, checking source of 
building materials, necessary msurance coverage and studying their contracts to eliminate 
undesirable obligations which the contractor should not assume. His address follows: 
be cancelled at any time, but a surety 


Let us take a contemplative philosoph- 
ical look at bonding business as a whole. 
Suretyship is a very highly essential 
and laudable 
embedded in our modern economic struc- 
ture that American business and industry 
Various 


positive 


business. It is so deeply 


could not function without it. 


classes of surety bonds give 


protection in many situations where no 
other form of security is either practical 
or obtainable. 

Suretyship originated in the very 
There are 


Scrip- 


civilization, 
in the Old 


tures to suretyship in one form or an- 


beginnings of 
numerous references 
other. There are actual records of con- 
tracts of suretyship as far back as 2750 
years before Christ. In First and Second 


Kings and First and Second Chronicles 


we learn that Solomon, King of Israel, 
entered into a seven year bonded con 
tract with Hiram, King of Tyre as the 


General Contractor, for the erection of 
the Temple. The payments 


money as we 


were not 
made in know it, but in 
annual stipulated amounts of corn, wine 
Romans, several centuries 
developed highly 


and oil. The 
before Christ, techni- 
cal laws concerning suretyship. 


us connected with the busi- 


suretyship who fully 


Those of 
ness of corporate 


understand our obligations, duties and 
high!y 
this 
business. We 
have imposed 
some ol 


responsibilities feel that we are 
konored to be an important part of 
and honorable 

keenly that we 
many responsibilities, 


ancient 
feel very 
upon us 


which are not fully understood by those 
whom we try to serve. 

There is an essential difference be- 
tween suretyship and insurance. The 


business of insurance contemplates the 
certain occurrence of losses and is writ- 
ten with the pnespclcorth an that losses will 
occur with some regularity. The rates 
are calculated on the basis of producing 
sufficient premiums to cover losses and 


expenses and leave some underwriting 
profit. In suretyship the principal and 
not the surety has the primary responsi- 
bility and obligation to meet any losses 
which may develop. In theory, sound 
underwriting should eliminate any prin- 


cipal who is not able to mect his con- 


tractual obligations or who does not 
have sufficient assets to meet the con- 
tingency of a default. Of course, surety 


losses do occur, due to unavoidable de- 
fects in underwriting, to catastrophes 
and to changes in economic situations 
over which the principal has no control 

The rates for suretyship cannot be 
calculated on a statistical or analytical 
basis. The should be called a 
“service charge” rather than a “premi- 
um.” Banks lend credit. Surety com- 
panies guarantee credit, but they do 
much more than that. In the case of 
contract bonds they guarantee perform- 
ance in strict accordance with plans and 
specifications. An insurance policy can 


cost 


company is bound to the bitter end of 
a contract. 

There are many services which the 
surety performs other than the payment 
of losses due to defaults. The requiring 
of bid bonds goes a long way toward dis- 
couraging bids by incompetent. inexperi- 
enced or marginal type bidders. A_ bid 
bond, properly underwritten, has the ef- 
fect of pre-qualifying the contractor. 
While there is no positive obligation on 
the part of the surety to furnish final 
bond when a bid bond is executed, yet no 
competent, experienced producer or un- 
derwriter will ever execute a bid bond 
unless he feels willing to execute the final 
bond if the contractor is awarded and 
accepts the contract. 

By obtaining frequent status reports 
the surety is often able to assist a falter- 
ing contractor by giving aid, counsel and 
advice so that eventually the job is com- 
pleted to the terms and conditions of the 
contract, 


Quotes Opinion Handed Down by 
Price Daniel 


To the members of the Texas Con- 
struction Council representing the League 
of Texas Municipalities | would respect- 


fully call attention to Article 2368-A, 
Section 2, Texas Civil Statutes, which 
in effect requires that there always be 


free and open competition in the taking 
of bids on public works. There must 
be no unreasonable restrictions placed 
on the contractor’s bidding. For ex- 


ample, he cannot be required to purchase 
materials from certain sources, nor em- 
ploy certain personnel. By an opinion 
rendered July 19, 1951, by Price Daniel, 
then Attorney General, it was held that 
a political subdivision was without au- 
thority to require that the statutory 
performance bond should be secured 
from any particular surety company or 
agent. This was held to be restrictive 
to free and open competitive bidding 
and could produce a status of an illegal 
contract ( am sure that all of you are 
entirely familiar with Article 5160, Texas 
Civil Statutes, which in effect requires 
that all contracts over a certain amount 
shall be guaranteed by a good and suffi- 
cient bond for the faithful performance 
of such contracts executed by a surety 
company authorized to do business in 
this state. 

There are specific statutes, backed up 
by numerous court decisions, fully de- 
lineating the extent of liability of the 


surety. The laws clearly outline the legal 
steps necessary to establish claims 
against the surety by the obligee and 
for payments of labor and materials. 


While it is true that most all reputable 
surety companies take an affirmative 
attitude toward obligations created by 
contract bonds and propose to discharge 
them ungrudgingly, yet no public body 
should consider a bond in the light of 
it being an insurance policy. It is a 
legal contract and claims must be estab- 
lished in accordance with the laws gov- 
erning suretyship. 

Various proposals have been made for 
changes in the laws concerning liens 
and claims. Before any such changes 


are submitted for legislation there should 
be full and complete discussions among 
all segments of the construction indus- 
try. 

Speaking particularly to the contrac- 
tors, gunning bond producers and under- 
writers are constantly striving for a 
better iiiebetan tlie of the problems of 
the construction industry. A surety 
man’s approach to the problems of the 
industry is somewhat different from that 
of the contractor whose concern is main- 
ly in field operations. We have, however, 
many common problems and in these 
areas a better understanding on the part 
of each will contribute to their solution. 


After all, we have a common goal; the 
successful prosecution of a contract at 
a profit to the contractor and to the 


satisfaction of the owner. 

There is no industry which surmounts 
more insurmountable obstacles or solves 
more imponderables with optimism, in- 
genuity and vigor than does the con- 
struction industry. I am referring to 
your ability to judge for bidding pur- 
poses the physical hazards in the job 
itself, the effect of weather, the adapta- 
bility of equipment, the availability of 
suitable labor and its production capacity, 
the problem of organization and super- 
vision, coordination of subcontractors 
and your understanding and interpreta- 
tion of specifications, and the ways and 
means of financing your whole construc- 
tion program. 

None of these problems can be solved 
with a slide rule or calculating machine. 
You cannot say when you submit your 
bid, “this is what it will cost.” You may 
have a fairly accurate idea of what it 
will cost on the day you submit your 
bid but six months or a year later may 
be a different story. Most all contractors 
are confirmed optimists. You believe that 
every job you bid will be profitable, but 
many of you fail to make provisions for 
financing a losing job. The contractor’s 
ability to absorb a loss is of prime con- 
cern to the surety. It should be of simi- 
lar importance to the contractor because 
without properly appraising that possi- 
bility a losing contract may well put a 
contractor permanently out of business. 
It is theretore of equal importance to 
the contractor and the surety that he 
have sufficient loss paying power in his 
resources to absorb any reasonable loss 
on anything he undertakes. 


Every conscientious bond producer is 
constantly trying constructively and in- 
telligently to build up his clients from 


smaller operators into larger contractors. 
We advise with them in countless ways 
concerning their operations. We try to 
assist them with their banking connec- 
tions, their personnel, their contacts with 
engineers, architects and awarding bod- 
ies. We study their contracts to elimi- 
nate undesirable obligations which the 
contractor should not assume. We adyise 
concerning necessary insurance cover- 


ages. We assist in the aribtration of 
disputes. We help them form joint ven- 
tures. We keep them posted concerning 


contemplated projects, plans in progress 


and bids wanted. We try to arrange 
suretyship to cover maximum commit- 


ments and consistent with their experi- 
ence, ability, organization and_ financial 
strength. 


Necessity for Accurate Accounting 


One of the greatest hazards to a con- 
tractor is the failure to have completely 
accurate bookkeeping and accounting 
procedure. Many contractors operate 
trom year to year without accurate finan- 
cial information. A contractor will thor- 
oughly investigate a job, take test bor- 
ings, check sources of materials, analyze 
his past bids and those of his competitors 
on similar work, and do many other 
things before he feels competent to mak > 
up a bid but he will often neglect his 
bookkeeping. In these days of tight 
money it is more than ever important 
for a contractor to have accurate finan- 
cial data so that he will know whether 
he can finance his work and meet un- 
expected contingencies. 

All of you are aware of the trend 
during the past few years relating to 
contract prices and the resulting increase 
in contractor failures. From month to 
month during the past two years there 


has been substantial increases in the 
number of contractors who are in finan- 
cial difficulties. We believe that this 


situation has been caused in large part 
by constantly diminishing margin of 
profit provided for in bids. Of course, 
some of it is coming from a large num- 
ber of inexperienced operators who have 
gone into competitive bidding. Never 
before has so much construction work 
been awarded as is now in progress or 
on the boards. Notwithstanding all that 
work, contractor failures are pyramiding. 
No one knows the complete answer to 
this perplexing problem. It is obvious 
that work has been bid too cheap, but 
was it improper supervision, or was the 
contractor operating on too little liquid 
resources, or did he invest beyond his 
needs in ‘equipment, or did he divert his 
liquid assets into secondary assets? Did 
he become largely an office operator and 
leave field) supervision primarily to 
others ? 
Apparently a 


combination of these 


various factors has been operating in 
the construction industry, because the 
failures have not been confined alto- 


inexperienced and im- 
contractors but have 
who apparently 

May I express the 


gether to young, 
properly financed 
included contractors 
were well qualified. 
opinion that this situation will not be 
cured until job costs are realistically 
appraised and all contingencies and tangi- 
ble costs considered and computed in 


the bids. Accurate knowledge of the 
cost of work, skill, ingenuity and eff- 
ciency in its performance, with close 


supervision of both field and office opera- 
tions, will contribute in large measure 
to the successful solution of the current 
problems of contractors. Unsuccessful 
contractors hurt everyone, the owner, 
material men, equipment companies, 
banks and surety companies. But they 
hurt themselves worst of all because to 
rise again from the stigma of failure 
is most difficult at best. 

The work performed by architects and 
engineers requires long years of educa- 
tion, training and experience. It is in- 
dispensable to all major construction. 
You have your own code of ethics and 
practices. There are also laws deline- 
ating your legal liabilities. Yours also 
is an ancient and honorable profession. 


Assuming Too Wide Liability 


instances there 
be a tendency, particularly on public 
construction, for some architects and 
engineers to include in the specifications 
and contract documents various assump- 
tions of liability on the part of the con- 
tractor which in reality should be im- 
posed upon either the owner or the 
architect or engineer. These impositions 
sometimes extend so far as to make the 
contractor responsible for sufficiency or 
adequacy of design. Often there are 
inserted hold-harmless agreements which 
go far beyond that which may be caused 
by acts of negligence on the part of the 
contractor, even to the extent of making 
the contractor responsible for acts of 
negligence on the part of the owner 
and the architect or engineer. They 
may feel that they are protecting the 
owner, but that sort of protection usually 
comes at very high cost. Every prudent 
contractor will add to his bid enough 
to cover the cost of all special forms 
of insurance obtainable and an estimate 
of other contingent costs which cannot 
be insured. Inadequate, insufficient and 
incomplete plans and specifications, or 
incompetent inspection service, always 
bring trouble to all concerned. 

Of course the vast majority of all 
architects and Ha Te stay who are mem- 
bers of your societies are well trained, 
ethical, highly experienced and_ thor- 
oughly competent. You recognize that 
you have been selected by the owner 
to prepare plans and specifications of 
adequate design and sufficiency in order 
to produce a building, plant or structure 
which will properly serve its purpose. 
You do not include unfair provision-, 
you cover up nothing in the specifica- 
tions with such phrases as “By order of 
the engineer,” “To the satisfaction of 
the architect” or “By direction of the 
engineer.” You delineate the work in 

(Continued on Page 39) 
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Talk to Aetna Graduates 
By Abercrombie, McManus 


The insurance representative will es- 
tablish a reputation for dependability 
only after he is equipped with knowledge 
and the willingness to provide a prospect 
with insurance that suits his particular 
requirements, Abbott Abercrombie, 
Aetna Casualty & Surety representative 
at Darien, Conn., recently told graduates 
of the 163rd session of the company’s 
casualty and surety sales course. 

With his partner, John J. McManus, 
Mr. Abercrombie related the factors con- 
tributing to the success of their agency 
since they were graduated from the 
Aetna sales course five years ago. Mr. 
McManus expressed his feeling that the 
insurance business is “a happy and a 
satisfying business.” People want and 
need insurance, he said, but terms of 
policies must be expl: 1ined convincingly. 
He also urged participation in business 
associations as a further means of dem- 
onstrating the insurance representative’s 
standing as a professional man and an 
outstanding citizen. 

The class was led by Jack Coleman of 
Kansas City, Kan. Blue ribbons for 
high scholastic standing went also to 
Jack Pereson of Houston, Texas; George 
Wyer of Cleveland, Ohio; Richard Nel- 
son of Grand Rapids, Michigan; Rich- 
ard Westburg of Syracuse, New York, 
and David A. LaVine of Minneapolis, 
Minn. Gold ribbons for demonstrating 
outstanding soliciting techniques were 
awarded to Messrs. Coleman, Pereson, 
LaVine, and Arthur Marosz of Indi- 
anapolis, Indiana. 





Travelers Appointments 


Nine field appointments in casualty, 
fidelity and surety and fire and marine 
lines have been announced by The Trav- 
elers Indemnity. 

Three field supervisors have been ap- 
pointed assistant managers. They are 
Willard W. Becker, fidelity and surety, 
at Nashville, Tenn.; Arthur R. Van 
Orsdale, casualty, fidelity and surety, 
Tampa, Fla., and Alan G, Beattie, casu- 
alty, fidelity and surety, and fire and 
marine, Calgary, Canada. 

Five field supervisors have been named. 
They are Howard R. Marshall, casualty, 
fidelity and surety, at Peoria; William 
Gus Elliott, fidelity and surety, Atlanta; 
Richard L. Frederickson, casualty, fidel- 
ity and surety, St. Paul; Charles D. 
Suitch, casualty, fidelity and surety, Bal- 
timore; and Donald J. Briceland, fire 
and marine, Buffalo. Jack T. Dawson, 
who has been field supervisor, fire and 
marine lines, at Omaha, has been trans- 
ferred to Kansas City. 


R. M. Curtis Joins Pacific 
Nat'l as Casualty Supt. 


Ralph M. Curtis, with a background of 
20 years’ experience, has joined Pacific 
National Group as its western division 
casualty superintendent in Skokie, III. 
He replaces D. F. Hoelzle who has been 
named acting casualty manager for the 
Group’s southern division in Atlanta. 

A graduate of Northwestern Univer- 
sity, Mr. Curtis served the Providence 
Washington from 1937 to 1951 as assist- 
ant auto superintendent and the Fire- 
man’s Fund as casualty supervisor from 
1951 until his present appointment. 





Liability for Public Signs 


Owners of some 400 Bay City, Mich., 
business places have received warning 
that they are technically in violation of 
a city ordinance until they obtain pub- 
lic liability policies covering their com- 
mercial signs. James G. Gates, city 
clerk, said the ordinance, as recently 
amended, requires that all business 
places with permanent signs, suspended 
in such a way that they might fall on 
streets or sidewalks, must supply public 
liability coverage. The required insur- 
ance limits are $5,000 p.d., and $10,000/ 
$20,000 p.i., together with a_ specific 
clause guaranteeing the city against 
liability. 


NAII Adds Eight Companies 


The National Association of Inde- 
pendent Insurers has added eight com- 
panies—five stocks, two mutuals, and 
one reciprocal—to its membership list, 
Vestal Lemmon, N.A.I.I. general man- 
ager, has announced. 

New stock company members are: 
Textile, Highpoint, N. C.; Institutional 
of America, Chicago; State-Security, 
Pittsburgh; Keystone Automobile Club 
Casualty Co., Philadelphia and South- 
eastern Fidelity Fire, Atlanta, Ga. 

The mutuals are North Star, Cotton- 
wood, Minn. and the Farm Bureau of 
Idaho, Pocatello, Idaho. 


The reciproc al is Temperance Insur- 
ance Exchange, Walla Walla, Wash. 


30 COMPLETE H. O. COURSE 

Thirty Hartford Accident & Indemnity 
staff members from 17 field offices and 
the home office received instruction at 
the latest session, completed June 27, of 
the company’s training center at Hart- 
ford. The course includes study of auto- 
mobile, general liability, workmen’s com- 
pensation burglary, glass, A. & S. insur- 
ance, and fidelity and surety bonds. 


Gillet and Black Retire 


James M. Gillet, vice president of 
Maryland Casualty in charge of liability 
and compensation, and Nellas C. Black, 
statistician, retired July 1. Both have 
been with the company for 54 years. 

Mr. Gillet started as a file clerk; was 
appointed in 1923 manager of the com- 
pensation and liability department and 
assistant vice president in 1937. His 
election as vice president followed in 
1939. 

Starting as an office boy, Mr. Black 
was first in charge of the bureau of 
payroll audits, and then in 1919 was 
appointed statistician. He has served on 
the executive committee of the Associa- 
tion of Casualty Accountants & Statis- 
ticians, 


KEMPER ‘SCHOLARSHIP GRANT 

A James S. Kemper Foundation schol- 
arship for medical research has been 
awarded by the American College of 
Surgeons to Dr. Stanley W. Jacob of 
Boston. 

Dr. Jacob, chief resident surgeon on 
the Harvard Surgical Service at Boston 
City hospital, will utilize his three-year 
grant for private research of histochemi- 
cal and physiologic studies in renal (kid- 
ney) transplantation. 


Home Office Personnel 


Changes Made By Nationwide 


Four home office personnel changes 
were announced last week by Nation- 
wide. Thomas H. Dudgeon, director of 
policyholder relations, was named direc- 
tor ot operations public relations. He's 
been with the companies since 1954 

Leslie L. Diehl, Jr., for five vears 
manager of personnel at Nationwide’s 
regional office in Canton, O., oes t 
the home office as director of operations 
personnel. G. Fred Kohl was. trans- 
ferred to the office of sales as super 
visor of sales promotion. Until recently 
he was manager of home office training. 

Marvin Brown joined the advertising 
staff as production manager. Formerly 
he was associated with advertising agen- 
cies in New York and Shreveport, La., 
and is a former member of the editorial 
staff of the Shreveport Times. 


FOUR NEW CLAIMS MGRS. 


The following four claims managers in 
New England have been appointed by 
Hartford Accident & Indemnity: J. W. 
Charron to the New Britain claim serv- 
ice office; John McGill to New Haven; 
John Faherty to Worcester and W. B. 
Shea to Rochester, N. H. 
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“What Is An Adequate Award?”; Two 
Views Presented In Hypothetical Case 


“What is an Adequate Award? 
wer to this question were displayed in a 


The legal techniques in determining the ans- 
“case” demonstration on last week’s Amer- 


ican Bar Association insurance law section program by two trial lawyers. James A. 
Dooley, who has his own practice in Chicago, appez ared gs the plaintiff. Represent- 


ing the defendant in this hypothetical case was William 
The plaintiff in fe. case, Mrs. Danielson, 


Gardner, Poor & Havens of New York. 


Junkerman, of Haight, 


a 75 vear old housewife, sustained injury as a result of a fall on a sidewalk on 


August 18, 1951. 


special damages amount to approximately $2,700. 


In this case in which the plaintiff sustained a broken hip the 


The defendant has admitted lia- 


bility. What has to be decided is the amount of award. 
Following are extracts from the remarks of Mr. Junkerman and Mr. Dooley. 


Defendants Summation 
By William J. Junkerman 

In his opening remarks Mr. Junkerman 
pointed out that since the harm resulting 
from the negligence act cannot be un- 
done the law provides for compensation 
of the injured person, by payment to said 
person of money by the negligent per- 
son. The purpose is to restore to the 
injured, that which he has lost in so far 
as money can do so. 

This restorative process naturally calls 
for the giving of an adequate award, 
which the defending counsel describes as 
“enough money to repay the injured 
person in so far as money can repay 
him. What is adequate in any particular 
case, of course, is a matter of opinion. 
The facts surrounding the happening of 
this particular accident have no bearing 
on the question of the adequacy of the 
award. There is no question here of 
punishing the defendant by extracting 
from it any more money than is ade- 
quate or sufficient to compensate the 
plaintiff.” 

Mr. Junkerman went on to say that his 
opponent Mr. Dooley might use highly 
technical medical terms and_ perhaps 
lurid descriptions of the medical tech- 
niques necessary to reduce or correct 
this fracture in an attempt to shroud 
the actual injury in an aura of medico 
mysticism. He continued: “The attorney 
for the plaintiff may also, through the 
use of machinelike terms, attempt to 
create in his listener’s a feeling of grisly 
horror.” Nevertheless, he said, while not 
attempting to say that a fractured hip is 
of no more consequence than a cold in 
the head, “we know through the use of 
anesthetics, and modern operative and 
hospital procedures, every care and effort 
is made to relieve the patient’s pain and 
insure the best possible recovery from 
such an injury. 

Having spoken of the plaintiff's attor- 
ney, Mr. Junkerman pointed out that 
under the procedures in effect in our 
courts the defendant must sum up first, 
and he urged: “I must therefore depend 
upon you to hear that fact in mind . 
and answer his arguments yourself, be- 
cause those answers must be left un- 
spoken by me.” 

Turning to the effect of such an injury 
on such a person, Mr. Junkerman said 
that in the course of human life the bone 
structures graduated from soft pliable 
quality in childhood, to brittleness with 
advancing age. Consequently he said, 
older people commonly suffer fractures, 
particularly fractured hips. 

_ The plaintiff's life expectancy at the 
time of the accident was calculated at 
six years. Since there has been testi- 
mony that the plaintiff has some restric- 
tion of motion of the right hip and some 
loss of function of the right hip and leg, 
Mr. Junkerman pointed out that this 
should be compensated for, but at a 
much lower figure than if plaintiff were 
a younger person with greater life ex- 
pectancy. 

Further in the course of his summa- 


tion Mr. Junkerman considered such ele- 
ments in the case as, loss of earnings; 
the evidence that the broken bone had 
united prior to the doctor’s examination 
in November 1952; the type and amount 
of activity of a person of 75 years of age 
and the testimony of the plz aintiff’s doc- 
tor that he was unable to say definitely 
whether her condition would become 
better or worse in the future. He also 
presented his view that once the pain 
“you cannot again dredge it up 


” 


is gone 
into your consciousness. 


Dealing With Concrete Dollars, Cents 


In talking about pain disability, and 
other elements which cannot be seen be- 
cause they consist of subjective elements, 
Mr. Junkerman suggested that it would 
not be natural for an interested person 
to understate the facts. He added: 
“Rather, we must assume, she will be 
inclined to exaggerate in her own favor. 
When it comes to special damages, 
however, we are dealing with concrete 
dollars and cents figures and, while it is 
only a rule of thumb that the special 
damages are directly related to the total 
amount that should be awarded to a 
plaintiff, it is almost invariably true that 
the amount of the special damages in 
the case of a serious injury is substan- 
tially greater than in the case of a 
lesser injury. In this particular case the 
special damages amount to approxi- 
mately $2,700. The adequate award in 
this case, therefore, must have a reason- 
able relationship to that figure.” 


Address of James A. Dooley 
Representing the Plaintiff 


Opening, the counsel for the plaintiff 
defined the purpose of the law as being 
“To remedy a wrong.” A just verdict, 
he said, is one which represents full 
reparation for the wrong which is rep- 
resented by the finding. No phase of 
damage can be overlooked. The effect of 
injury varies according to the person; 
for example loss of a finger to a concert 
pianist or a day laborer. Also there is 
the factor of adaptability of the injured 
to change his mode of life to suit his 
condition. 

Mr. Dooley said that one must appre- 
ciate the economic considerations of the 
community in which the verdict is re- 
turned. He said: “Certainly where 
wages are lower, commodities cheaper, 
and the dollar more valuable, (the jury) 
will be inclined to return a smaller quan- 
tum than a jury in a metropolitan com- 
munity where high wages and costs pre- 
vail.” 

He did not consider therefore that the 
verdict in the rural community was un- 
just, their findings can well be based 
upon all the elements of damages and 
represent their conscientious opinion of 
reparation. “Verdicts are not measured 
in terms of dollars,” he said. “On the 
contrary it must always be borne in mind 
that it is the quantum of money neces- 
sary to provide reparation for the var- 
ious damages sustained. This is proved 
by the fact that the courts have re- 
peatedly stated that since the dollar is 
worth far less than in other years, the 
quantum is expected to be greater.” 

Mr. Dooley stated: The optimum is 
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Handling Claims Under 
Family Protection Policy 


EXPLAINED BY Y A. L. PLUMMER 


Kansas City Attorney Gives ABA Insur- 
ance Section Full Details of Proce- 
dures under UM Coverage 


A timely treatise on “Handling Claims 
Under the Uninsured Motorist Cover- 
age” was the contribution made by AI- 
bert L. Plummer, general attorney, Cas- 
ualty Reciprocal Exchange, Kansas City, 
Mo., to the success of last week’s annual 
meeting of the insurance law section, 
American Bar Association. Speaking at 
the breakfast session of the committee 
on automobile insurance law, Mr. Plum- 
mer spoke of the UM coverage, specific- 
ally the National Bureau’s family pro- 
tection plan and the mutual carriers’ 
family protection against uninsured mo- 
torists, as “another worthy contribution 
of the insurance industry.” 

Looking ahead to the future the 
speaker anticipates that further changes 
in UM coverage will be made. “Some 
of them,” he said, “will be to cover 
property damage, give higher limits, 
separate coverage. It will be available 
either by endorsement or will become 
an insuring agreement in the standard 
and family form policies. The tide of 
progress runs high these days in the 
insurance industry.’ 

Mr. Plummer devoted the first part of 
his address to the coverage itself which 
is attached to the family automobile 
liability policy so as to tie in certain 
declarations and conditions of the policy 
with the endorsement. He explained that 
the persons intended to be covered are 
the named insured or any one listed as a 
named insured in the schedule, the 
spouse and relatives of either if they 
are residents of his household. The 
term “household” is without definition in 
the endorsement. Mr. Plummer = said 
that it has been held to be synonymous 
with “family,” or a body of persons who 
live in one house and under one head or 
manager. 

It has has also been held to include 
members of the same household as an 
adult son living with aged parents and 
both maintain and manage the same 
home. It also covers any other person 
occupying an insured automobile. The 
term ‘occupying’ is defined to mean in 
or upon, entering into or alighting from. 
Finally, the coverage includes any per- 
son with respect to damages he is en- 
titled to recover for care and loss of 
services to which the endorsement ap- 
plies. This would include the claims of 
a husband due to bodily iniury to his 
wife, or a parent for a child,” said the 
speaker. 

Two General Exclusions 

Further along Mr. Plummer explained 
that the two general exclusions in the 
endorsement provide that the insured 
shall not settle his claim with the 
wrongdoer or prosecute the claim to 
judgment without the written consent of 
the insurance company; and that the 
coverage in the endorsement shall not 
inure, in any way, to the benefit of any 
workmen’s compensation or disability 
benefit insurer or self-insurer. “The in- 
sured may get his own lawyer and file 
a suit against the wrongdoer,” said the 
speaker, “but he may not safely settle 
the case or reduce the action to judg- 
ment without the written consent of the 
insurer. The benefits of this endorse- 
ment were not intended to extend to an 
insured’s workmen’s compensation or 
disability benefit insurer or his employer 
if a self insurer. 

“This endorsement is a contract obli- 
gation for the benefits of those specific- 
ally enumerated in it. It is not of the 
so-called third party class of wrongdoers 
as provided in a workmen’s compensa- 
tion law. Therefore, no lawful recovery 
would inure to the employer or its in- 
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Products Liab. Cases 
Get Court Treatment 


BY MARVIN AND ELKIND 


Plaintiff's Lawyer Stresses Burden In 
Proving Negligence; Negative, Elu- 
sive Aspects of Defense Noted 


Products liability cases were presented 
from the viewpoint of the plaintiff and 
the defendant at a meeting of the Com- 
mittee on Casualty Insurance Law dur- 
ing the ABA insurance section gathering 
in New York. The problems confront- 
ing the defense attorney were discussed 
by Hobart R. Marvin of Marvin, Koch & 

Montfort, Mineola, Y., while the case 
for the plaintiff was handled by Arnold 
B. Elkind of Zelenko & Elkind, New 
York City. They both did a thorough 
job in discussing the various facets of 
court presentation of this type of case, 
demonstrating clarity, ingenuity and con- 
siderable wit and good humor. 

Mr. Elkind titled his address “Re- 
flections of a Plaintiff's Lawyer on Man- 
ufacturers’ Liability Cases.” His con- 
clusion was that “by its very nature the 
burden of proving negligence in many 
manufacturers’ liability cases is so tre- 
mendous qualitatively and quantitatively 
that it can be supported only in a case 
where the damage is so really serious 
as to warrant a_ substantial recovery. 
He brought out: 

Mates , 

Jurists, legal writers, as well as law- 
yers on the plaintiffs’ side, are with in- 
creasing vigor expressing concern for 
the unknown number of remediless 
wrongs that come about by virtue of 
the practical restrictiveness of suits 
against the manufacturer in which plain- 
tiff must prove negligence in manufac- 
ture. Various fictions and make-weights 
have been resorted to by the courts in 
a number of states to overcome and off- 
set the privity gap, which without any 
rhyme or reason except that of historical 
accident, still constitutes a practical bar- 
rier between tort and recovery.’ 





Doctrine of Privity Under Attack 


The application of the legal doctrine 
of privity (the relationship between the 
parties to a contract) has been attacked 
with increasing vigor in the United 
States. Privity became part of English 
common law when active barter began. 
It was intended to put a practical limit 
on the extent of one’s liability in a con- 
tract. Mr. Elkind told of the “first 
direct attack in food cases” which was 
made in a recent case in New York as 
follows : 

“In this case Miss Myra N. Conklin, a 
publicity writer for a cosmetics concern, 
brought suit against the Waldorf-Astoria 
Hotel. While she and a friend had 
waited for their meal in Waldorf’s Pea- 
cock Alley, Miss Conklin had bitten into 
a roll and had broken a tooth on an im- 
bedded piece of glass. She charged the 
hotel with a breach of an implied war- 
ranty that the food it served was fit for 
human consumption. The Waldorf stood 
solely on a point of law, contending that 
there was no privity with Miss Conklin 
since her friend had paid the check. 

“Judge Starke ruled that an implied 
contract was formed when the women 
placed their orders. The matter of who 
pays the check, he said, does not alter 
the obligations of either party.” 

Mr. Elkind then told of a clerical 
worker’s counsel in a case where the 
plaintiff bit into a bar of candy onto a 
piece of wire. The counsel had pre- 
pared a negligence case but hearing of 
the Waldorf case moved that the judge 
permit him to change his cause of action 
to one of breach of warranty. 

The speaker indicated the process be- 
fore the case can be presented at trial. 
He explained: “First, the trial program 
must be stripped so ‘that any claims of 
negligence that are so involved technic- 
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A. L. Plummer Talk 


(Continued from Page 36) 


surers. The rights of subrogation and 
recoupment of the insurer of this en- 
dorsement is treated in the conditions 
of it. Obviously some conflicts of in- 
terest will arise.” 

The speaker then pointed out that the 
insured is required to make proof of his 
claim in writing as soon as practicable 
after the accident. Full particulars of 
the event and injuries must be given. 
He must reasonable 
medical examinations by identified doc- 


tors of the insured. Right to an autopsy 
and to medical or hospital records is 
also reserved for the insurer. And if 
the insurer sues the uninsured wrong- 
doer he agrees to give the insurance 
company a copy of suit papers. Con- 
tinuing, Mr. Plummer said: 


then submit to 


Applies S2parately to Each Named 
Insured 

“UM coverage applies separately to 
each named insured and residents of the 
same household without operating to in- 
crease the insurer’s liability. The limit 
of liability listed in the schedule of the 
policy applicable to ‘each person’ or ‘each 
accident’ is the limit of the insurance 
company’s liability for all damages in- 
cluding damages for loss of services or 
care, due to bodily injury by accident. 
If an insured makes claim under the 
endorsement and also under the bodily 
injury liability coverage of the policy 
and they are paid, then each coverage 
is reduced by the amount paid under 
the other. Full coverage under both is 
not agreed to. 

“If the insurance company pays the 
insured $2,000 under the endorsement, 
then credit is allowed for that amount 
on any recovery or payment under the 
bodily injury liability coverage in the 
policy. The same example applies if 
payment is made under the policy and 
claim is also prosecuted under the en- 
dorsement. It also provides that any 
loss payable under the endorsement for 
any person shall be reduced by any 
amount paid or payable under any work- 
men’s compensation law. If the cover- 
age under the endorsement is $5,000 and 
amount payable under the W. C. claim is 
$3,000, then the maximum recovery is 
$2,000. 

“This part of the agreement does not 
extend to non-occupational disability 
benefits. It is done to avoid trouble 
about who has the subrogation right for 
all or part of recoupment against the 
uninsured motorist. Some problems will 
develop over this agreement.” 


Points to Three-fold Conditions 


The speaker further brought out: “If 
other similar insurance is available the 
conditions of the endorsement are three- 
fold. First, claim of injury to an in- 
sured while ‘occupying’ a non-owned 
automobile. The coverage is execss, and 
then only in the amount that its limits 
exceed the limits of the other uninsured 
motorist coverage. For example—insured 
has $10/20 limits with ‘A’ Company. He 
drives a car owned by his neighbor that 
has $5/10 limits with ‘B’ insurer. He 
is injured by accident and claim is for 
$12,500. Maximum excess coverage from 
‘A’ is $5,000. 

“The second portion of the ‘other in- 
surance’ clause refers to the insured— 
again not restricted to the named insured 
—occupying or being struck by an un- 
insured automobile and being a named 
insured under other uninsured motorist 
cover. In this case—and likewise because 
it is not intended that uninsured motor- 
ist insurance should provide higher 
limits of cover than those required by a 
financial responsibility law—overall lia- 
bility under uninsured motorist cover is 
restricted to the higher or highest applic- 
able limit, with the insured’s uninsured 
motorist insurer pro rating on_ that 
basis. 

“Probably the most common example 








of the application of this provision will 
be a case in which an insured owns an 
automobile, covered by the family auto- 
mobile policy, with uninsured motorist 
cover, and his son or daughter, who lives 
with him, also owns an automobile, simi- 
larly insured. The insured, then, is an 
‘insured’ under his son’s policy, while 
he is the ‘named insured’ under his own 
policy. If he is struck by an uninsured 
automobile, this provision would apply. 
“Third, claim by an insured who was 
hurt while driving one of his two auto- 
mobiles in a collision with an uninsured 


automobile. Both his automobiles had 
this endorsement with same limits of 
$10/20 but insured with different insur- 
ance companies. The claim of $4,000 
was prorated $2,000 for each insurer. 
“It is another condition of the en- 
dorsement that payment of loss by the 
insurance company shall be to the in- 
sured; or if a minor—to parent or 
guardian; or if insured is deceased to his 
surviving spouse, otherwise to a person 
authorized by law to receive the pay- 
ment or to one legally entitled to re- 
cover damages which the payment rep- 


resents. The insurance company reserves 
the right to pay any claim under the 
endorsement to a person authorized by 
law to receive it, or to one legally en- 
titled to recover damages thai the pay- 
ment represents...” 


OPENS AGENCY IN UTICA 
Roland A. DeVito has opened the 
Roland A. DeVito real estate and insur- 
ance agency at 200 Lafayette St., Utica, 
N. Y. He has been an insurance adjuster 
since 1952. 
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FIELD-TESTED SALES KIT 


Proved in use by American Surety agents 
everywhere! Shows prospects quickly 
and easily how much they can save and 
how they can improve their protection 
with an American Surety Homeowners 
Policy. 





TIMELY SELLING HINTS 


Right now—with homebuying activity 
hitting peak-season stride — American 
Surety gives you tested techniques for 
selling Homeowner coverage. They’re 
featured in the current “Mailroad to 
PROFITS,” American Surety’s monthly 
sales-builder for agents. 





ON-THE-SPOT ASSISTANCE 


American Surety fieldmen will help you 
survey your personal lines, plan an ag- 
gressive program aimed at Homeowner 
prospects in your area. 





with American Surety’s package to help you sell HOMEOWNERS! 


e 
. 8 . e 
Let American Surety Homeowner policies increase ss 
your income while reducing overhead. For full detailsa— , 
and copy of the current “Mailroad to Prorits” featuring 
Homeowner selling hints—just mail the coupon. in 
® *Mailroad to Prorrts.” 
* 
© Name 
e 
e Agency 
COMPANY Deity sunery . casuatry « FIRE . INLAND MARINE © Street 
HOMEOWNERS + ACCOUNTANTS LIABILITY + AVIATION ® 
422 Main Street, Buffalo 2 e 224 Harrison Street, Syracuse 2 » City 
100 State Street, Albany 7 e 111 John Street, New York 38 
e 16 Main Street East, Rochester 14 ? 


Please send me details on Homeowner Policies and copy of current 


AMERICAN SURETY COMPANY 
Agency & Production Department 
100 Broadway, New York 5, N. Y. 











Zone State 





e 50 Washington Street, East Orange, N. J. 
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Court Handling Of Products Liability Cases 


(Continued from Page 36) 


ally that they cannot possibly be under- 
stood by an average jury, must be elimi- 
nated. Then the lawyer must forget the 
technical jargon and substitute in its 
place common, homely language that the 
jurors will understand. Finally, plain- 
tiff’s counsel must look for simple, un- 
derstandable headlines for his opening 
presentation. 


Must Consider Entire Fabric of 
Torts Rights 


‘The process I have just described we 
call stripping away the fat, leaving just 
cena for frying. But as a plaintiff's 
lawyer it is really not enough to solve 
the problem of the individual case. There 
are times, and certainly this is one such 
occasion, when he must consider the 
entire fabric of tort rights and liabilities 
of which his cases are but threads. What 
is the pattern of the fabric—it’s tensile 
strength—what is truth and what is the 
ideal in the field of manufacturers’ lia- 
bility? These are philosophical consid- 
erations perhaps, but in a field as dy- 
namic as products liability where changes 
from precedent are on an almost day-to- 
day basis, trends and an objective notion 
of what is just and desirable can be of 
practical significance, either in advising 
an underwriter or in preparing a con- 
tract, or even in framing requests to 
charge.” 


Question Posed 


He posed the question: “What is the 
measure of damages in a breach of war- 
ranty suit? Is it the purchase price, does 
it include only those items of loss to the 
purchaser which were within the con- 
templation of the parties at the time of 
sale, or does it include all of the con- 
sequential damage, the pain and suffer- 
ing, the medical and hospital expenses. 
the shame and humiliation, that we cor- 
sider in the tort action ? 

Except in isolated instances, IT have 
not been able to find a definitive and 
all-embracing answer to this crucial 
question, and in that very ambiguity and 
uncertainty I think that I humbly per- 
ceive the direction toward which I per- 
sonally believe that the law is groping. 

“Without making an argument either 
pro or con,” he said, “I wish to respect- 
fully submit an ideal for which both of 
the dockets can strive, with the thought 
in mind that by united action we can in 
due course terminate some of the un- 
certainties that exist in this area and 
bring about a just balance of right be- 
tween consumers and manufacturers 
without jeopardizing the adversary sys- 
tem by such broad social reforms as 
enterprise liability. 


Procedure Step by Step 


“Step by step. and with variations de 
pending on individual procedures, this 
would be as follows: 

The cause of action of the con 
sumer would be based on warranty. This 
would apply whether the product in- 
volved was a food, a drug, a chemical, 
or a machine. It would apply regardless 
of who bought the product, and there 
would be no requirement of privity what 
soever. 

“2. The defendant could win this law- 
suit if either (a) the product was not 
being used in the manner in which the 
manufacturer intended it, (b) it was not 
the product which caused the damage, 
(c) the damage-producing qualities of 
the product were changed from the time 
that it left the manufacturer’s hands, or 
(d) the consumer was adequately warned 
of the danger of the product. As a sep 
arate allegation in his answer, though 
not as a bar to recovery, the manufac- 
turer should be able to plead and prove 
that he exercised reasonable care under 
all the circumstances to eliminate the 
danger to the plaintiff. 

“3. In the charge to the jury on this 
allegation the jury should be instructed 
that evidence of the manufacturer's care 
was presented on the issue of whether 
the damages should be restricted to the 


purchase price of the product involved— 
that if there was inadequate care the 
manufacturer is liable not only for the 
cost but for all the consequential dam- 
age, pain and suffering, etc.” 

Closing his address Mr. 
marked: 

“Reduced to its simplest terms, what 
I advocate is that the law say to the 
manufacturer, if in fact his product did 
cause damage to the consumer: ‘Mr 
Maufacturer, you have caused damage, 
and unless you can satisfy the law that 
you were careful and prudent :+you shall 
pay all of the damages. Otherwise, the 
least you can do is to refund the pur- 
chase price to the consumer. You have 
the burden of proof on this issue because 
you know much more about your man- 
ufacturing techniques than the con- 
sumer.’ ” 

Mr. Elkind said he fully realizes the 
turbulence in the field of products lia- 
bility which is created by a vacuum and 
the question in his mind is whether the 
vacuum should be filled by judge-made 
law or by legislative action. 


Elkind re- 


Problems in Defense of Products 
Liability 

Mr. Marvin in his discussion of the 
subject as counsel for the defendant 
said that many of the problems con- 
fronting the attorney defending such a 
case “arise from the fact that almost 
always the defense is negative in char- 
acter, the nature and cause of the failure 
are elusive and the legal principles which 
may be applicable depend on the rela- 
tionships between the plaintiff and the 
defendant represented.” 

The first problem he presented as fol 
lows: “The defendant is almost never 
present or represented in this audience, 
save where the incident took place in 
the client’s retail store restaurant. FEx- 
cept in these cases, there appears at first 
blush to be no defense so far as liability 
is concerned. While this problem is 
worthy of attention, its importance is 
often not as great as it at first seems 
to be. 

“These cases require, it is believed, 
thorough and intensive investigation of 
the plaintiff, his background, his emp!ov- 
ment history and economic status. In- 
cluded in this investigation must be as 
thorough an investigation of the occur- 
rence itself as the nature of the case 
will permit. The scene of the accident 
must be closely investigated so that 
plaintiff’s story of the occurrence may be 
checked in detail against the physical 
aspects of the surroundings. 

Selection of the Expert 


“The first and most important prob- 
lem is the selection of the expert. He 
must not only be a leader in the specific 
field involved and have the ability to 
handle himself on the witness stand but 
he must have an understanding of his 
duty to report fully the unfavorable as 
well as the seemingly favorable aspects 
of the situation. Since many times this 
care is not exercised by plaintiff’s at- 
torney and, in addition, the reports are 
accepted without any real study of the 
subject, the attorney defending thes> 
cases must make of himself, to a limited 
extent at least, an expert in the field. 
He must become entirely familiar with 
the instrumentality itself and its tech- 
nical aspects. 

“It follows, of course, that some me- 
chanical ability is of great aid to the 
attorney defending such cases since it 
enables him more readily to acquire an 
understanding of the mechanics and the 
scientific principles involved and to con- 
duct the examination and cross-examina- 
tion of witnesses more effectively. 

“Another problem is an understand- 
ing, depending upon the relationship be- 
tween the plaintiff and the defendant, of 
the particular rules of law applicable. 
Plaintiff may proceed on the theory of 
the breach of an express warranty or of 
one or more of the warranties implied 
in law, in which case he may proceed 


U.S. F. & G. FIELD CHANGES 


New Branch in Wichita Managed by 
D. J. Stone; Houston and 
Kansas City Appointments 

United States Fidelity & Guaranty has 
announced the establishment of a new 
branch office at Wichita, Kan., and the 
promotion of several men in the field. 

David J. Stone, formerly assistant 
manager at Oklahoma City, is manager 
of the new Wichita office. 

In other promotions, Elwood W. 
Pierce was named co-manager and Ken- 
neth J. Tapley assistant manager of the 
Houston branch. Mr. Pierce was _for- 
merly assistant manager at Houston and 
Mr. Tapley was casualty superintendent 
at Nashville. 

In Kansas City, Charles M. Reading, 
superintendent of safety engineering, 
was named assistant manager. 

Mr. Stone, who is from Oklahoma, re- 
reived a B.S. degree in business admin- 
istration at the University of Oklahoma. 
His company service began at Oklahoma 
City in 1947 as an underwriter, and he 
was successively special agent and casu- 
alty superintendent before becoming as- 
sistant manager in 1954. During World 
War II he served in the Air Force, at- 
taining the rank of major. 

Mr. Pierce, a native of Baltimore, re- 
ceived a law degree from the University 
of Baltimore and is a member of the 
Maryland Bar. He joined U.S.F.&G. 
as fire underwriter at the Home Office 
in 1932. In 1946, following war-time 
service in the Counter Intelligence 
Corps, he was appointed special agent 
and transferred to Houston, assuming 
the duties of assistant manager there 
in 1952. 

Mr. Tapley, originally from Alabama, 
received a degree in business administra- 
tion at the University of Alabama. He 
joined the company in Memphis branch 
office casualty department in 1949. Suc- 
cessively underwriter and assistant casu- 
alty superintendent there. He was trans- 
ferred to Nashville in 1953 as superin- 
tendent of casualty. He was a pilot in 
World War II] and Korea. 

Mr. Reading holds a civil engineering 
degree from lowa State College, and 
joined U.S.F.&G. as safety representa- 
tive at Syracuse, N. Y., in 1940. He was 
transferred to Kansas City in 1942. 
KEMPER APPOINTS J. J. PRICE 

Joseph J. Price has been appointed a 
procedures department co-ordinator in 
the Chicago home office of the Kemper 
companies. Mr. Price joined the Kem- 
per organization in 1930 and has served 
as a chief clerk, procedures co-ordina- 
tor, budget manager and underwriting 
manager in the companies’ New York, 
Philadelphia and Summit (N. J.) offices 
N. J. AGENTS ANNUAL MEETING 

The annual meeting of the New Jersey 
Association of Insurance Agents has 
been set for September 5-6 at the Tray- 
more Hotel, Atlantic City, N. J. 


ALLSTATE ADVANCE A. L. BROWN 

Arthur L. Brown has been promoted 
to assistant training director at the 
Skokie, Ill., home office of Allstate. He 
joined Allstate’s training division in 
April. After graduation in 1941 from 
Northwestern University where he ma- 
jored in business administration and 
marketing, he served as a sales trainer 
with Continental Assurance in Los An- 
geles, and insurance educator with Kem- 
per Group. 





without proof of negligence but only 
against his immediate vendor, unless the 
recent lower court rulings, holding that 
privity of contract is no longer neces- 
sary, are upheld. 

“Not the least difficult of the problems 
which confront an attorney defending 
products liability cases is that of advis- 
ing his client on the law applicable to 
the facts in a particular case. If once it 
was possible to give such advice with 
some confidence and a measure of cer- 
tainty that day seems to have passed. 
We on the defendants’ side hope for its 
early return.” 


Adequate Award Trial 


(Continued from Page 36) 

to leave the jury with a compulsion to 
apply the law of damages to the evi- 
dence before it the effective advo- 
cate follows some procedure whereby 
he does the thinking for his captive 
audience. Remember the jury wants 
reasons ... unless the advocate can pro- 
vide those reasons, who can?” 


Handling An Amount of Damages Case 


He said that the advocate’s thinking 
must be orderly and laid out in an easily 
understandable manner. Where (as 
here) the issue is only of damages, he 
suggested five points to his summation. 
“1, State the jury’s function and repon- 
sibility. 2. Issue involved and statement 
of amount sought. 3. A discussion of all 
the facts—including prior activities and 
health, the occurence which caused the 
injury and subsequent ill-being with the 
concomitant disabilities. 4. Consideration 
of the proper elements of dz umage and 
the application of each element to the 
evidence. 5, A forceful conclusion.” 

Mr. Dooley further remarked that in 
a case where the only issue is the 
amount, with the defendant admitting 
liability, the plaintiff's counsel must take 
care lest he assist the defendant in creat- 
ing the impression that the plaintiff’s de- 
mands are unreasonable — “The surest 
way to assist the defendant is to seek 
a sum which cannot be justified.” 

_ He posed this problem: “Can the de- 
fendant, by an admission of liability, 
foreclose the plaintiff from showing the 
facts and circumstances under which the 
injury was sustained? In order to ap- 
preciate the meaning of the injury the 
jury must know how it was inflicted . 

fa here is a difference between facts not 
in issue and facts not admissible.” Fur- 
ther he stated that the authorities are 
almost uniform in holding that an ad- 
mission of liability does not foreclose the 
plaintiff from proving any facts which 
would touch upon character of injury 
received. 


Providing For Future Conditions 


Mr. Dooley also remarked as attor- 
ney for the plaintiff, 

“Remember, the common law system 
provides for but a single recovery. One 
cannot, as in equity, recover separate 
damages for a continued nuisance and a 
repeated trespass. Thus, it is obvious 
that it is the duty of the plaintiff’s advo- 
cate to explore the case so as to provide 
for conditions reasonably certain to re- 
sult in the future, without, of course, 
going into the realm of the speculative. 

“We have discussed the case in its 
entirety. How shall we leave it with the 
jury? The conclusion should not be 
cold. It should not be indifferent. It 
should be such as to inculcate within the 
jurors a desire to remedy in all aspects 
the particular wrong, In a word, it 
should give your case its character. 
This is the place in the argument for 
any demonstration of vigor. 


PERRY FRESNO RES. MANAGER 

Grant Perry is the newly-appointed 
resident manager for the Fresno (Calif.), 
office of the Interstate Indemnity Com- 
pany of Los Angeles, J. A. Markel, 
president, announced. 

Mr. Perry, entered the insurance field 
at the close of World War II, with the 
the American Hardware Mutual. For ten 
years he represented Hardware in the 
nine north-coast counties of Northern 
California. Later, he joined the General 
Insurance of America as special Agent. 


GENERAL AGENT A AT ROANOKE 
Ernest L. Carraway has been named 
general agent for Massachusetts Pro- 
tective and Paul Revere Life at Roa- 
noke. Mr. Carraway goes to Roanoke 
from Williamston, N. C., where for the 
past five years he had an outstanding 
sales record with the Raleigh, N. C.,, 
agency of the companies. Mr. Carra- 
way will assume his new duties in Roa- 
noke after a period of training at the 
companies’ home office in Worcester. 
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General Alfred Gruenther (standing) right, president of the American Red 
Cross, discusses the award-winning issue of “The Pulse,’ a monthly employe pub- 
lication of the Zurich-American Companies’ Group department. Seated, left to right, 
are Judges William Liming and Ted O’Meara. Standing, left to right, are K. C. 
Pratt, who acted as advisor, and Judge James Smith. 


“The Pulse,” a monthly employe publica- 
tion of the Zurich-American Companies’ 
Group department, won a _ third-place 
feature award in a country-wide indus- 
trial publications contest conducted by 
the American Red Cross. The citation 
received was for an outstanding article 
describing Red Cross services. 

This award was announced recently at 


the annual convention of the Interna- 
tional Council of Industrial Editors in 
the Statler Hotel, Boston. 

“The Pulse” is produced by Zurich- 
American’s Group sales promotion de- 
partment and is edited by Marion 
Murphy. Miss Murphy holds the 1955 
and 1956 editor-of-the-year awards given 
by the Chicago Community Fund. 





COMPANY EXAMINATION REPORT 





American Fidelity & Casualty Result 
Issued by Virginia Commissioner 
Parker; Reorganization Completed 
T. Coleman Andrews, board chairman 

and president of American Fidelity & 
Casualty, said that the report of Vir- 
ginia Insurance Commissioner T, Nelson 
Parker, on the examination of the com- 
pany, has been released and confirms 
that it was in sound financial condition 
at the terminal date of the examination 
period, March 31, 1955. The report was 
subscribed by representatives of five 
of the six zones of the NAIC who par- 
ticipated in this examination. 

In a letter to stockholders, Mr. An- 
drews said the report states that “the 
company was found . to have had 
a surplus to policyholders of $8,718,843 
at March 31, 1955.” He added that by 
December 31, 1956 the company’s surplus 
to policyholders had grown to $10,351,498, 
after giving effect to the financial ad- 
justments made in the examiners’ report. 

According to the report, released by 
Commissioner Parker to the insurance 
states, the 
company’s management was changed in 
mid-1955 in accordance with corrective 
determinations made by the Insurance 
Commissioners. As a part of this re- 
organization, Mr. Andrews was brought 
in as board chairman and chief execu- 
tive officer on November 1, 1955, and 
was elected president at the company’s 
annual meeting in April, 1956. Luther 
H. Williams, former Deputy Commis- 
sioner of Insurance of Pennsylvania, 
joined the company January 1, 1955 and 
is its vice president and treasurer. 

The reorganization, it was pointed 
out, followed disclosure of practices on 
the part of former officers and directors 
of the company, in past years, that re- 


commissioners of all the 


sulted in the filing of annual statements 
that overstated the company’s financial 
condition, The principal practice in- 
volved, as Andrews explained in his 
1955 and 1956 reports to the company’s 
stockholders, deferral of the recording 
of certain claims until they were paid. 
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Terrence P. Daly Appointed 
A Kemper Group Manager 


Terrence P. Daly has been appointed 
district manager for the Kemper com- 
panies in the Minnesota-western Wis- 
consin territory. His appointment was 
announced by Ross C. Merritt, vice 
president of Lumbermens Mutual Cas- 
ualty and American Motorists and man- 
ager of the companies’ 23-state central 
department. 

Mr. Daly attended St. Thomas college 
in St. Paul. He has been in the insur- 
ance business in Minneapolis and St. 
Paul for the past six years. 

He recently completed a _ four-week 
resident training course at the Mutual 
Insurance Institiute, Chicago, which pro- 
vides professional training for insurance 
company agents and employes. 


NEW WC PAMPHLETS READY 

New editions of the Indiana and Kan- 
sas workmen’s compensation law pam- 
phlets which incorporate important 
changes in the laws of these states have 
been published and are now ready for 
distribution, the Association of Casualty 
& Surety Companies recently announced 


Dallas Smith Speech 


(Continued from Page 34) 
sufficient detail and in clear understand- 
able language, so that the contractor 
knows what the owner and the architect 
or engineer really wants 

Another matter which is always very 
embarrassing to you, to the owner and 
the municipal securities dealers is when 
your estimates of cost of the work to 
be done proves to have been too low 
Plans often have to be revised or the 
project cut down, and sometimes the 
security back of the bond issue may be 
affected. In these days of rising costs 
estimates should always be thoroughly 
ascertained and carefully checked 

The various activities of the Texas 
Construction Council are highly impor 
tant and thoroughly commendable. Those 
activities and relationships will promote 
a better understanding of the different 
problems in the several segments in- 
volved in public construction. 


15 RECEIVE 25 YEAR PLAQUES 

Fifteen agencies of the Hartford Acci 
dent & Indemnity were awarded special 
service plaques in July, in recognition of 
their having represented the company 
with distinction for 25 years 
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* Vigorous planning 


STANDARD ACCIDENT INSURANCE COMPANY 
PLANET INSURANCE COMPANY 


Detroit, Michigan 
® MARINE ° 


Standard Accident Branch Office—Atlanta, Georgia 


EXPERT HELP ON ALL YOUR BOND NEEDS 


It’s easy to write bonds when you deal with the Standard bonding staff in your area. That’s 
because these highly skilled specialists offer you important assists. They appraise your client's 
needs, recommend the right bonds, then help you service the account—all this to aid you in 
the development of this profitable line. Write for details. 


* Proven agency relations 
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Request to Reduce 
Disability Reserves 


MADE OF N. Y. INSURANCE DEPT. 


Conference for Return of Excessive Dis- 
ability Reserves asks for Directive Re- 
ducing Reserve From 0.08% to 0.07% 

The New York State Insurance De- 
partment has been asked to reduce its 
requirements for reserves against assess- 
ments for the sick unemployed under 
the Disability Benefits Law and to as- 
sure refunds to welfare funds and other 
group policyholders. The request was 
made in a letter by the Conference for 
Return of Excessive Disability Reserves, 
which represents management and labor 
groups covering over 125,000 employes 
in the State. 

The letter, 
addressed to 
Holz and signed by Joseph M. 
chairman of the Conference and man- 
Empire State Highway 

Association, Inc. and 


made public July 15, was 
Leffert 
Adelizzi, 


Superintendent 


ager of the 
Transportation 
Mell Farrell, 
ence and president of Local 
Metal Workers International 
tion, AFL-CIO. 

The new proposal for 
partment action follows Governor Har- 
riman’s veto, on technical grounds, of a 
bill which had been sponsored by the 
Joint Legislative Committee on indus- 
trial and labor conditions. That bill 
would have eliminated the present re- 
quirement of the Law that assessments 
on carriers equi il twice the amount of 
benefits paid to the sick unemployed, 
whenever those payments exceeded 
$6,000,000 in one year. 

It was expected that the amendment 
would be followed by a reduction in re- 
serve requirements and by the Insur- 
ance Department safeguards to assure 
equitable return of the released reserves 
to group policyholders under the Dis- 
ability Benefits Law. 

In vetoing the bill, the Governor called 
for further recommendations from the 
ites eo 3 of Insurance, the Indus- 

al Commissioner, and the Chairman of 
Workmen’s Compensation Board. 

"The Conference proposal notes that 
reserves are already in excess of twice 
the total of $12,000,000 of the State’s 
Special Fund. The State’s Special Fund 
is maintained at $12,000,000 and aggre- 
gate insurance carrier reserves for as- 
sessments exceed $27,000,000. 

The Conference letter proposed that 
the Department issue a directive reduc- 
ing reserve requirements from 0.08% of 
taxable payrolls for the past three years 
to 0.07%. It further suggested that In- 
surance Department procedures be used 
to assure equitable return of existing 
reseryes released by that reduction. 

Would Release $4,000,000 

“The significance of this step,” the 
letter stated, “would be far greater than 
the amount of reserves released. Its 
critical importance would lie in estab- 
lishing the policies and procedures to be 
applied for the disposition of any re 
serves under Section 214 upon their re- 
lease . . . The appropriate ultimate size 
of the reserves can be determined later 
and may perhaps require legislation.” It 
is estimated that the Conference’s pro- 
posal, if put into effect, would release 
approximately $4,000,000 of existing re- 
serves. 

The new proposal represents the latest 


secretary of the Confer- 
28, Sheet 


Associa- 


Insurance De- 


Life Company Announces 
Entry Into Accident Line 


Occidental Life of North Carolina has 
announced that it is entering the field of 
in addition to its 
The an- 


accident insurance 
present life insurance service. 
nouncement was made at the meeting of 
Occidental’s top honor Club at Salt Lake 
City, Utah (July 15-17). President W. 
H. Trentman outlined the program in a 
special presentation to the group. 

The company is offering accident plans 
ranging from travel and pedestrian cov- 
erage to protection for all type of acci- 
dental injuries and death. Also included 
is a franchise group policy for employes 
of business firms 

Accident benefits will include monthly 
payments for disability, Jump sum pay- 
ments for accidental death and dismem- 
berment, and cash payments for hospital 
and medical treatment. The sale of the 
insurance will begin immediately, Mr. 
Trentman said. Occidental, a 51-year old 
company, has its home office at Ra- 


leigh, N. & 


MAXIMUM LIMITS INCREASED 

Massachusetts Indemnity & Life of 
Boston has increased the maximum limit 
of monthly indemnity on all long term 
policies to $400 and has increased its 
(optional) monthly hospital and nurse 
coverage to $500. These new limits apply 
to male risks in classes A, B and C, 





step in six years of effort by a number 
of management and labor groups to as- 
sure return to policyholders of un-needed 
reserves accumulated by insurance com- 
panies against assessments under the 
Disability Benefits Law. Martin E. Segal 
& Company, Inc., consultants on wel- 
fare plans, has served in an advisory 
capacity to the Conference. 

The issue has involved a number of 
public hearings before the Insurance 
Department and the Joint Legislative 
Committee on Industrial and Labor Con- 
ditions, climaxed this spring by passage 
of a bill on which all interested factors 
had agreed. The Governor’s veto was 
based on technical grounds involving 
possible ambiguity as to apportionment 
ol the new assessments among the car- 
riers. The Conference’s proposal intro- 
duces a new element by suggesting im- 
mediate action by the Insurance De- 
partment in advance of expected new 
proposals for legislation on the problem. 


ATLANTIC MUTUAL HOLDS RATES 


In Face of New York DBL Benefit In- 
creases Likely to Cause 7% 
Loss Cost 

Atlantic Mutual, of New York, noting 
the amended Disability Benefits Law 
which went into effect. July 1, pointed 
out that this is the fourth increase in 
benefits since the enactment of the 
original law in 1950. While each in- 
crease has led to a proportionate in- 
crease in loss costs, Atlantic Mutual 
in a circular to its New York producers 
announces that it will “try to hold the 
line on rates, despite the fact that the 
further increase in benefits will at the 
same time increase loss costs an esti- 
mated 7%. 

Edgar E. Isaacs, vice president of At- 
lantic Mutual in the course of the letter 
states: 

“This rate schedule is entirely com- 
petitive and when coupled with addi- 
tional discounts allowable for pre-em- 
ployment physical examinations and for 
maintenance of a clinic, affords you a 
highly effective formula for the attrac- 
tion of new business. In addition, risks 
that are expected to develop less than 
$5,000 in premium annually will share 
in any dividend declaration (currently 
124%.%) and for the larger employer we 
offer the further facility of a retrospec- 
tive rating or “cost plus” plan. 

“While it is our hope to maintain both 
our current rates and dividend scale we 
must in fairness point out that the in- 
surance industry has not yet had time 
to fully assess the impact on loss experi- 
ence of the substantial liberalizations 
that were written into the law July 1, 
1956. The cumulative effect of this latest 
increase in benefits coming on top of 
the earlier changes may well increase our 
loss experience level to the point that an 
upward revision in rates or reduction in 
dividend is mandatory, but for the pres- 
ent we are as above indicated going to 
try to hold the line for you.” 


$2,103,817.38 in Cash Shows 
Weekly Benefit Payments 


A center of interest at Omaha’s 2nd 
Century of Progress Jubilee Exposition, 
held recently, was Mutual of Omaha’s 
mammoth display of currency totaling 
$2,103,817.38. 

The amount represented the actual 
weekly average of cash benefits paid to 
policyowners by the company during 
the first four months of 1957, and was 
undoubtedly one of the largest amounts 
of actual cash ever put on display. 

Of special interest to the large crowds 
of curious spectators, many of whom 
had never seen a bill of large dehomi- 
nation, were the more than 150 ten thou- 
sand dollar bills included in the im- 
pressive array of money. The bills were 
spread fanlike to afford a panoramic 
view of the entire amount, and were 
mounted on a five by ten foot white 
velvet background encased in clear 
plexiglass. 
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Career of Gail L. Shoup 
IAAHU Vice Pres. 1957-58 





GAIL L. SHOUP 


Gail L. Shoup, CLU, recently appoint- 
ed vice president of the International 
Association of Accident & Health Under- 
writers, has sold insurance for 30 years. 
He is general agent of Green-Shoup & 
Associates, Grand Rapids, Mich., agency 
of the Lincoln National Life. During the 
past ten years the production of this 
agency has increased at a rate of $1 
million a year. 

Mr. Shoup is a past president of the 
Life Managers and General Agents Asso- 
ciation of Grand Rapids and the Life 
Underwriters Association there. He is 
presently a director of the Life Agency 
Management Association of Michigan, 
representing the Grand Rapids Associa- 
tion. 

He holds a Life Insurance Counselors 
license for the State of Michigan. Mr. 
Shoup’s personal production, in addition 
to his gener ral agent’s work, is made up 
entirely of estate planning « clients. 


50,000 Copies of Health 


Insurance Survey Leaflet 
“Keeping Pace with Public Needs” is 
the title given to a leaflet published by 
the Health Insurance Council. The leaf- 
let is a pocket-size preview of the 11th 
annual survey by the HIC of voluntary 
health insurance. The two-color leaflet, 
of which 50,000 copies have been 
printed, will be distributed to hospital 
administrative authorities and members 
of the American Medical Association 
throughout the country, as well as to in- 
surance trade associations. 

The leaflet has been made up from 
figures contained in the survey proper 
which will soon be released. Attrac- 
tively laid out in the leaflet are figures 
indicating the overall increasing trend 
toward voluntary health insurance. The 
text is well illustrated in tables and 
graphs which show at a glance the 
growth in the various types of health 
insurance coverage. 

Copies of the leaflet are available from 
the Health Insurance Council, 488 Madi- 
son Avenue, New York 22. New York. 
The material contained in the leaflet was 
contributed by the council on medical 
service of the American Medical Asso- 
ciation, the Health Insurance Associa- 
tion of America, the Blue Cross and 
Blue Shield organizations, the Life In- 
surance Association of America and the 
Social Security Administration of the 
U. S. Department of Health, Welfare 
and Education. These figures have been 
supplemented to some extent by con- 
servative estimates by the Health Insur- 
ance Council. 
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“Selling” Manager’s Role in Combined’s 


$100 Million Premium Goal 


With a premium volume objective of 
100 million dollars in 1961, the Combined 
group has called upon its large staff of 
sales managers to become better “sell- 
ing managers,’ much in the same man- 
ner as a “playing manager” on a big 


men 80% of the time,” continued Mr. 
Stone. 

“Doubling back occasionally to check 
the work of salesmen by the ‘selling 
manager’ is extremely important. Take 
for instance the all important question 
of servicing existing business. 


to sales managers. 4. By all managers 


becoming greater ‘selling managers.’ 5. 


By adding more salesmen. 6. By training 
new salesmen better. 7. By retraining 
present salesmen to be even more effec- 
tive. 

In concluding, Mr. Stone said: “As 
president of the Combined Group I will 
continue to get ink on my fingers.” 
He explained he always seemed to get 


ink on his fingers when writing a vol- 
ume of policies. 

With a new sales incentive program 
beginning this month, Mr. Stone said 
he would be practicing his first love— 
that of selling and training others to sell. 
“IT am asking all of our sales managers 
to adopt fully the same practice—to be 
‘selling managers.’ 

“Selling is a lot of fun, and it auto- 
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Ars. z i Vice President W. Clement Stone, Jr. (left) presents Jerry Asam (Hawaii) with 

& ; his President’s Club-Management Division ring as President W. Clement Stone 
< - * * (right) looks on. 

ney = 

the 2 a ee ee — — _ 

this ’ i. matically builds up the sales manager’s 
$1 Officers of the Combined Group of Companies and their wives in attendance at the O Neil Welcomed to Omaha enthusiasm,” Mr. Stone said. “There’s a 

Mexico City convention. Left to right: Mr. and Mrs. F. E. McCabe, Mr. and Mrs. Thomas F. O’Neil, reecntly elected a wonderful sense of accomplishment of 

tl William Sutherland, President and Mrs. W. Clement Stone, Mr. and Mrs. Matt member of the board of directors of being a leader. It also gives you a chance 

1e 


Lowman, Mr. and Mrs. Edmund G. Pabst and Mr. and Mrs. Walter Beldger. Mutual of Omaha, was welcomed by 
:SO- President V. J. Skutt on his first visit 


to solve people’s problems, and to laugh 
with people, and to lose a little weight! 





Life core see, : ; to the company’s home office in Omaha. “But most important a sales manager 
a league baseball team. “Get ink on your We are certain to achieve our 1961 Prominent in industry and communi- who becomes the ‘selling manager’ takes 
ney fingers!” asserted W. Clement Stone, 0a! of 100 million dollars in premiums cations, Mr. O’Neil is president of Gen- on a greater value to himself, the men 
yan, Combined president, in spelling out the through _the following factors. 1. By eral Teleradio, Inc., vice president and under him and his company because he 
mae aie pees ; : a a establishing an accelerated pattern of director of General Tire & Rubber Co. solves the problems that occur by giving 
new sales program at the annual sales obtaining new business. 2. By retaining of Akron, and board chairman of both the men the supervision and the field 
lors managers meeting of the four Combined our large volume of $17,000,000 existing the Mutual Broadcasting System and leadership that a 
Mr. companies held in Mexico City. 3. By promoting more salesmen RKO Pictures Corp. quires.” 
ion “The sales manager, of course, has 
pel few duties that should tie him to the 
seat of a swivel chair in his office,” Mr. ] d ] . 
Stone continued. “Swivel chair duties more trave an more CaSUuUa ties 
should be delegated to others. This job a 
Jet of selling from the sales manager stand- mean mo Aa Opp O rtu nt ties to se ll 
"18 point is much like the manager of a 
es good baseball team—you must know 
1th specifically what you want—and go out 
tary and GET it.” 
flet, Emphasizing the importance of train- 66 99 
rer ing new men properly, Mr. Stone said, Ww ‘? L D = ‘Ag D Ee 
ita , : : 
mae we are not going to make the mistake 
tion of believing that a new man_ should T 4 i 
) in- carry on by himself once he has com- 
pleted the company’s training course 
rom a 5 3 j 
eae and has had a few days of coaching in : ; : ‘ ie a= 
ope the field by the manager or a veteran While history is being made in increased travel — Ages 18 to 70), giving coverage anywhere 
ae J ana - ‘ , : : ps ; 
ae eal eSaad. and accidents, you can make history yourself in the world, and providing reimbursement 
“end ibieiaisd “tip ‘Uliiteaiaeloini by selling more travel accident insurance. for loss of life and dismemberment . . . this 
a “ ” ; 4 P 5 s * 
see ies Le aa — Peerless Pe nig is acy policy is especially attractive and highly sale- 
anc ie ‘selling manager’ should demon- * ee a 
the eaten tial at lactis ee oe able. In addition, the Peerless “Sales Con- 
alth Se ee ae ee when people are “on the go” more than ever be- vincers” kit of selling aids leaves nothing to 
= should do,” asserted Mr. Stone. “Train- fore—travelling for both business and pleasure. h Me “ll 
Ory ing, inspiration and motivation is a con- chance in sar more commissions easier 
Chto tinuing process. The sales manager who Selling at an annual premium of only $1.25 per and faster. Write for full details today! 
‘ork. does not do this—is falling down on the $1,000 ($25,000 minimum, $100,000 maximum *Policy No. PAH-914R 
was job. He is not properly coaching the 
dical team. By doing this he will build new 
s$so- business—he will build his territory— 
»cla- he will build his income.” 
and Mr. Stone further explained that the PE i= Fe i E as Ss 
In- “selling manager” is the one who is con- . : 
| the stantly in the field with his team, and la 
the when obvious errors—either of omission WMUNCE |) 
lfare or commission—are made the sales man- : : Se 
been ager wastes no time in correcting the : TY 
con- situation. “Whether there’s an obvious KEENE. NEW HAMPSHIRE 
isur- error or not, the selling sales manager 





is the one who will be at the side of his 
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Industry Men Favor Appropriate Laws 
To Prevent Welfare Benefit Abuses 


The insurance industry favors appro- 


priately drawn Federal or state legisla- 


prevent the types of 


tion necessary to 
misuse and diversion of funds of em- 
ploye welfare programs that have been 


shown to exist in relatively few of the 
many thousands of employe benefit pro- 
grams, it stated in Washington, 


D. C., July 11 , by spokesmen for three 


was 


insurance associations. 

Gilbert W. Fitzhugh, 
dent, Metropolitan Life, 
Victor A 
general solicitor 
tual Life and L: 


president, 


second vice presi- 
accompanied by 
and 
Hancock Mu- 
Cathles, Jr., 
\etna 


Lutnicki, vice president 
of John 
iwrence M. 
vice Group division, 
Life, were the spokesmen who presented 
the insurance views at hear- 
ing held by the House 
Education and Li 


The E: derwriter la 


company 
Committee on 
iber, hig srpiaore in 
astern U1 t week 
» on behalf of “i 
Health 


American 


Life Convention, the Insurance 


Association of America and the Life 
Insurance Association of America, whose 
total of 407 member companies issue 
almost all Group life and health insur- 
ance and since on 99% of insured 


pension fund reserves. 

Mr. Fitzhugh pointed out that the 
National Association of Insurance Com- 
missioners has announces d that it is for- 
aula ating a code of ethical practices re- 

garding insured union and union-man- 
agement welfare pension funds. It is 
expected, he said, that final action on 
this code will be taken before the end 
of the year. 

Among other 
Fitzhugh explained, the 
code of ethics “deals specifically with 
the fair and equitable payment of bene- 
fits, limitations on the amount and proce- 
dures for the payment of commissions, 
allowances, and fees, and reporting to 
policyholders.” He said the three in 
surance associations favor the adoption 
of a code of this nature by the states. 


NAIC Code Would Promote 


Good Practices 


important matters, Mr. 
proposed NAIC 


“The adoption of such a code by the 
NAIC will be effective in promoting 
practices in this field and preventing a 
recurrence of abuse involving insurance 
companies,” he said. “Remembering that 
union-management welfare funds are 
latively a recent development, we be 


good 





lic the states and their supervisory 
othcials are making substantial progress 
in meeting the new problems that have 
arisen 

Turning to the proposed Federal legis 
lation, in dustry spokesmen held, 
“that a legislative requirement that in- 
surance companies must report to pro- 
gram managers commissions, allowances 
and fees, giving the names of the recipi- 


ents and the amounts paid, 
programs Congress finally 
should come within the ] 
would provide the infor 
to prevent insurance abuse. After all, 
the real problem that has been brought 
out in the various investigations is how 
to keep people from ‘having their hand 
in the till,’ and this will do it. Then the 
normal forces of competition will come 
into play It was further pointed out: 

“The difficulty in the few cases that 
have been brought to light is that com 
petition worked in reverse; in other 
words, the competition in such cases has 
been how to get the highest commis- 


on whatever 

determines 
scope of the Act, 
mation necessary 


sions and fees, rather than the best in- 
surance program. Take away the incen- 
tive of excessive commissions, allow 


ances and fees and the purchaser of the 
insur: ance—whether it be a union polic y- 
employer policyholder, or a 


I older, 
jointly-administered trust — has every 


normal incentive to get the best insur- 
ance plan available at the lowest cost 
consistent with effective and efficient 
service. 

Lowest Cost not Always the Best 


“It is important to remember that low- 
est cost is not always the best cost. It is 


always possible to cut cost by market- 
ing an inferior product. However, there 
are enough insurance companies, sales- 


men, consultants and brokers in the 
field to see that buyers who are honestly 
seeking insurance at a reasonable and 
fair cost will get it. Competition be- 
tween insurance companies is keen, and 
competent and economical services are 
readily available to buyers. Give these 
normal forces of competition an oppor- 


tunity to work by removing the im- 
proper incentives referred to, and no 
further legislative mandates are neces- 
sary.” 


Mr. Fitzhugh then turned to the ques- 


tion of the type of welfare program 
which should be required to register, 
report and disclose, and said: “In con- 


sidering the most practical way of limit- 
ing the application of the proposed legis- 
lation so as to cover the field that needs 
to be covered but not go beyond, we as 
insurance companies are directing our- 
selves in this statement to that area 
involving insurance programs. We are 
not taking any position as to the extent 
to which the legislation should apply to 
uninsured welfare or pension plans. 

“In addition, there are certain other 
items which should be reported in order 
to avoid misuse or diversion of funds to 
the detriment of the beneficiaries. These 
include all other items of income and 
disbursement of any fund established 
to finance the benefits of the program. 


Such items are auditable and are in the 
possession of the program managers.” 


Caution on Unnecessarily Extensive 
Legislation 


The insurance spokesmen urged that 
care be exercised by Congress to avoid 
disclosure requirements going beyond 
the prevention of abuse, which may 
lead to burdensome and costly adminis- 
trative procedures on the part of mana- 
gers of welfare programs, the govern- 
ment and the insurance companies. They 
stated that such unnecessarily extensive 
legislation could increase the cost of 
operation of benefit plans, reduce the 
benefits available and interfere with the 
healthy growth of these programs with- 
out corresponding public benefit. 

They stated that the companies believe 
legislation Congress may enact to re- 
quire reporting of fees, allowances and 
commissions paid to third parties should 
provide that complete information on 
such payments should be furnished by 
the insurance companies to managers of 
the “cents-per-hour” type of insured 
welfare programs, where some abuses 
have occurred that may have resulted in 
lessened worker benefits, and not the 
“level-of-benefits” type of program 
which guarantees assured benefits, paid 
for by employers. Managers of the 
“cents-per-hour” type of benefit pro- 
grams would then provide this informa- 
tion to the Government, they said. 

3enefits under the “cents-per-hour” 
type of program depend on how much 
money is left in the fund after expenses 
and other charges, and diversion of these 
funds through intent or mismanagement 
is the source of abuses Congress is seek- 
ing to correct, they explained. 





ot McGINNIS PROMOTED 
Charles A. McGinnis has been ap- 


pointed accident prevention manager in 
the New York branch office of Employ- 
replacing the 
He was 
manager in the Albany 


ers Mutuals of Wausau, 
late Elwood W. W. Speckman. 
formerly sales 


office 
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Maurice R. Greenberg Made 
Continental Casualty Exec. 


MAURICE R. GREENBERG 


Mr. Robert J. Glasgow, vice president 
of Continental Casualty Company, has 
announced the appointment of Maurice 
R. Greenberg to Continental’s A. & H. 
executive staff. Mr. Greenberg becomes 
assistant vice president and counsel for 
the company. 

As Mr. Glasgow’s assistant, Mr. Green- 
berg will participate in every phase of 
company’s A. & H. activities and on 
occasion continue the insurance depart- 
ment relations in which he proved his 
resourcefulness and executive capabilities. 

Mr. Greenberg, a native of New York, 
joined Continental’s New York office in 
October 1952 as a supervisor in the spe- 
cial risks division. Mr. Greenberg’s first 
assignment after transfer to the legal de- 
partment was assistant counsel, then 
counsel in the New York office. A grad- 
uate of the University of Miami, Florida, 
he was an attorney before joining the 
company. 

While in the New York office, Mr. 
Greenberg handled Continental’s  rela- 
tions with various insurance depart- 
ments in the eastern part of the country. 


Navarre Grants 12% Rate 


Increase to Blue Cross 


Commissioner Joseph A. Navarre of 
Michigan has approved new rate sched- 
ules for Blue Cross services averaging 
an increase of 12%. “In order to main- 
tain solvency of the hospital plan and 
to assure sufficient income to provide for 
increased hospital costs,’ Mr. Navarre 
explained, “the petition for new Blue 
Cross rates is approved. We have de- 
termined within our statutory powers 
that the request for increases for Blue 
Shield (Michigan Medical Service) are 
fair and reasonable and the rates pro- 
posed are commensurate with the bene- 
fits provided by the medical plan.” 





MUTUAL OF OMAHA AGENTS 


J. J. Wolsfeld, general agent for Mu- 
tual and United of Omaha in Mason 
City, Ia., was elected president of the 


two companies’ midwest general agents’ 
association during the annual meeting 
held at Wagon-Wheel Lodge, Rockton, 
Ill. Mr. Wolsfeld succeeds William 
Tarpenning of Shenandoah, Iowa, who 
is the newly elected member to the 
board of directors of the company *s na- 
tional general agents’ association. 


“GETTING TO KNOW YOU” 

Twenty-three Omaha, Nebraska teach- 
ers recently learned what it was to be 
on the other side of the desk. They 
studied the manner in which the _ busi- 
ness administration theory they teach at 
a number of local high schools is put 
into practice at the home office of Mu- 
tual of Omaha. 
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ASSETS 

Cash $ 5,518,043.87 
Mortgage Loans on Real Estate 919,345.67 
*Bonds and Stocks__-_______._ 175, 209,752.30 








Interest due and accrued___ 436,618.85 
Agents and Departmental 

Bal 3,946,903.97 
Reel Ghats: 2988, 008.00 
Equity in Marine and Foreign 

Insurance Pools ___.___._ 10, 942,414.98 
All other Assets. => —=———2,065,416.71 


Total admitted Assets_ $201,996,496.35 





LIABILITIES 


Reserve for Losses. $ 37,769,677.75 








Reserve for Loss Expenses___ 3,846,000.00 
Reserve for Unearned Premiums 55,576,597.70 
Reserve for Taxes and Expenses 1,954,250.00 
Funds held under Reinsurance 
OOOO) nc 7,537 ,594.98 
All other Liabilities. 324,094.62 
Capital _ 15,000,000.00 
Net Surplus 79,988,281.30 
Total ___________$201,996,496.35 


SURPLUS TO POLICYHOLDERS $94,988,281.30 


Securities carried at $4,090,259.60 in the above stat are deposited as required by law. 














LOVALLY GRO? 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


DECEMBER 31, 1956 





















































NATIONAL-BEN FRANKLIN INSURANCE MILWAUKEE INSURANCE COMPANY | 
| 
| | 
COMPANY OF PITTSBURGH, PA. OF MILWAUKEE, WIS. | 
|} Hi! 
| DECEMBER 31, 1956 DECEMBER 31, 1956 | 
i} 
\| | | 
<a I ASSETS LIABILITIES ASSETS LIABILITIES i 
may | Cash Se ene $ 862,064.60 Reserve for Losses________$ 3,776,967.77 Cosh} —__ | s  opecaace Reserve for Losses ____ $11,330,903.31 l 
H. *Bonds and Stocks__ 15,343,603.47 Reserve for Loss Expenses_______ 384,600.00 Mortgage Loans on Real Estate 314,698.21 Reserve for Loss Expenses___ 1,153,800.00 
nes Interest due and accrued 58,424.58 Reserve for Unearned Premiums 5,521,842.39 ‘Bonds and Stocks_ 44,759,683.28 Reserve for Unearned Premiums 16,565,527.17 | 
for Agents and Departmental Reserve for Taxes and Expenses 196,365.00 Interest due and accrued___ 158,274.88 Reserve for Taxes and Expenses 516,595.00 
Balances 1,625,547.09 All other Liabilities 103,005.98 Agents and Departmental All other Liabilities __________ 151,809.57} 
en- | Real Estate ___________ 62,000.00 Capital _____________ 2,000,000.00 Balances og — 2,863,446.61 Capital __ =: 3,000,009.00 || 
of i All other Assets. 126,651.86 Net Surplus ___ 6,095,510.46 All other Assets ——— 316,395.11 Net Surplus __.________- 16, 592,447.12 H 
: . : | Total admitted Assets_$18,078,291.60 Total ~$18,078,291.60 Total admitted Assets_ $49,311,082.17 Total —__—— $49,311,082.17 
= HW \| 
his | I i} 
Hes. | SURPLUS TO POLICYHOLDERS $8,095,510.46 SURPLUS TO POLICYHOLDERS $19,592,447.12 
ork, | Securities carried at $2,086,802.60 in the above stat t are deposited as required by law. Securities carried at $2,958,841.60 in the above statement are deposited as required by law. 
: an 
spe- | 
arst | THE METROPOLITAN CASUALTY INSURANCE COMMERCIAL INSURANCE COMPANY 
de- \{] 
hen i COMPANY OF NEW YORK OF NEWARK, N. J. 
-ad- i DECEMBER 31, 1956 DECEMBER 31, 1956 i 
pr | ASSETS LIABILITIES ASSETS LIABILITIES ] 
si | Cash $ 1,530,271.76 Reserve for Losses. _$ 11,330,903.31 Cash a 934,735.84 Reserve for Losses__._.____$ 11,330,903.31 
ae HH Mortgage Loans on Real Estate 9,000.00 Reserve for Loss Expenses______ 1,1 53,800.00 Mortgage Loans on Real Estate 414,862.64 Reserve for Loss Expenses 1,153,800.00 
ela- NH *Bonds and Stocks. —~———« 38, 767,115.71 Reserve for Unearned Premiums 16,565,527.17 *Bonds and Stocks. —____. 40,300,943.62 Reserve for Unearned Premiums 16,565,527.17 
art- i Interest due and accrued__ 145,923.17 Reserve for Taxes and Expenses 615,695.00 Interest due and accrued __ 156,166.83 Reserve for Taxes and Expenses 607,495.00 H 
try. | Agents and Departmental All other Liabilities 231,148.39 Agents and Departmental All other Liabilities 121,598.79 
HH Balances See ae Capital 3,000,000.00 Balances _______________ 4,249,919.58 Capital _ _______3,000,000.00 
Ii Equity in Marine and Foreign Net Surplus 11,730,258.38 Equity in Marine and Foreign Net Surplus 13,625,088.59 
HiiI Insurance Pools 202,834.42 Insurance Pools 217,110.96 
|||] All other Assets 3 SIAR All other Assets —___—_._ IN ATA. 
ee | | Total admitted Assets__$44,627,332.25 Total $44,627 ,332.25 Total admitted Assets_ $46,404,412.86 Total $46,404,412.86 
ra) ili 
1ed- | SURPLUS TO POLICYHOLDERS $14,730,258.38 SURPLUS TO POLICYHOLDERS $16,625,088.59 HI 
sing | Securities carried at $4,346,473.47 in the above stat t are deposited as required by law. Securities carried at $1,696,848.40 in the above statement are deposited as required by low. 
ain- H | 
and | 
for | ROYAL GENERAL INSURANCE COMPANY 
ae Hi 
arre | 
sue OF CANADA 
de- 
vers DECEMBER 31, 1956 | 
Blue | 
are ASSETS LIABILITIES | 
PEO- Cash 42,794.64 Reserve for Taxes and Expenses_ $ 2,780.94 
one- Bonds and Stocks___ 404,158.65 Capital 100,000.00 
Interest Due and Accrued 2,945.21 Net Surplus 377,959.09 
Agents and Departmental Balances 11,541.53 
S All other Assets os! ISRO 
Mu- SESE een 
ison Total admitted Assets. $480,740.03 Total _____ $480,740.03 
kre SURPLUS TO POLICYHOLDERS $477,959.09 
ting Securities carried at $55,636.41 in the above are deposited as required by law. 
‘ton, 
liam . ? bes eS 
who *Valuations on basis prescribed by National Association of Insurance Commissioners 
the 
na- 
Western Department HOME OFFICE Pacific Department 
120 So. LaSalle St., Chicago 3, Illinois 10 PARK PLACE, NEWARK 1, NEW JERSEY 220 Bush St., San Francisco 6, Calif. 
- Foreign Department Canadian Departments 
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Major Medical heads our complete line 
of Group Accident & Health coverages. 
And every Group coverage generally 
available today is available through our 
301 offices coast to coast and Hawaii. 


NEW ENGLAND MUTUAL LIFE INSURANCE COMPANY 
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